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ing contact, thru neighborhood and club show- 
ings with the sports-minded citizens in your 
community. Write us for bookings—first come, 
first served—a 16 MM sound-on print is ready 


action —and offers a splendid means of keep- for your use! 


H. & B.’s New Year’s gift to their dealers 
and friends thruout the nation is ready for 
distribution! This year’s motion picture of 
the world series is replete with thrills and 











STYLED AROUND 


> INI IS I 


bag i 
HANGE always follows any great economical disturbance and this war is no excep- 
tion. Tomorrow’s demands set new patterns. Restricted importation of hog bristle 
mecessitated drastic measures to meet war requirements and paint brushes bristled with 
DuPont nylon resulted. After more than two years of supplying large quantities of 
Foss-Set nylons to our armed services, they are definitely past the experimental stage 
and can no longer be considered a wartime stop-gap. While it is a fact that the im- 
mediate available supply of nylon has been preempted by the government, and it 
will not be until the reserve surplus of war materials has reached a point where the 
production of nylon exceeds government needs that WOOSTER Foss-Set nylon brushes 
can be offered for civilian use, we are convinced that these miracle brushes are destined 
to occupy a permanent important place in the brush markets of tomorrow. 


WOOSTER 8*;54| BRUSHES 


THE WOOSTER BRUSH NUD °° WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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BUILD LEADERSHIP 


with Quality 


The winter-sports market faces a bright 
future. Identify yourself now with the best- 
known, fastest-selling line of skis and ski 
equipment in America—the Northland line. 


For 34 years the Northland name has been 
the mark of ski excellence—a name firmly 
established by broad, consistent consumer 
advertising. In tomorrow’s market, North- 
lands will be more than ever the skis that 
sell—the skis that mean steady, substantial 
profits. ... Feature Northland Skis and 
accessories. And insure your 1945-46 stocks 
by ordering early. 


You are urged to visit 
NORTHLAND’S 
~ Displays! 


Feb. 5-9 inc.—15th Annual Show and 
Convention of the Nat'l Sporting Goods 
Ass'n. Northland Display—Room 703, 
Hotel New Yorker, New York City. 


Feb. 18-25 iné. — 10th Annual Nat'l 
Sportsmen’s Show. Northland Booth 
—No. 38, Exposition Hall, Madison 
Square Garden, New York City. 


NORTHLAND 
SKI MFG. CO. 


World’s Largest Ski Manufacturers 
30 Merriam Park ¢ St. Paul 4, Minn. 
Laconia, New Hampshire € 
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.AND UNBREAKABLE! 


@ Now’s the time to line up your products for future business! 
Place orders at once for Gerity Bathroom Accessories... beauty- 
styled in mirror-luster Chrome that won’t crack, peel, break 
or tarnish. For towel bars, soap dishes, tumbler holders, 
cabinets or similar items...count on Gerity 

for leadership. Write for Gerity plans. 

Gerity-Adrian Mfg. Corp., Adrian, Mich. 


TOMORROW'S DREAM HOME WILL HAVE 


Gotity CHROME 


FOR LIFETIME BEAUTY 
4 


CHROME 
BATHROOM ACCESSORIES 
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HALF A MILLION 


story! 


Telechron Dispatcher 


Telechron is now increasing 
production each week on the 
Dispatcher — most popular 
alarm in electric clock history! 


MORE MODELS COMING! 


. with all the tested and popular 
features that make Telechron the big- 
gest name in Electric Time . . . spec- 
tacular new developments to revolu- 
tionize America’s awakening habits are 
on their way. 








SMART STYLES, TOO! 


The attractive alarm clock shown 
above is typical of the models we 
will produce when manufacturing con- 
ditions permit. Their popularity is 
assured. They'll mean profitable busi- 
ness for you. 












, an immediate need for more than 
12,000,000 alarm clocks. That’s a conservative 
estimate from the WPB. And the Telechron 


Dispatcher, with sales of more than half a 


million to date and production increasing, is 
the most popular electric alarm clock of all 
time! So make the Telechron line your line for 
your share of this huge $30,000,000 market. 
Telechron electric clocks, with proved style 
leadership, long life and accurate performance, 
offer America modern time, and promise in- 
creased sales for you. Get in touch with your 


Telechron distributor today. 


Telechron 


REG. U.S. PAT. OFF. 





ELECTRIC CLOCKS 





WARREN TELECHRON COMPANY ¢ ASHLAND, MASS. 





When you handle Lund winter 
sports equipment, you cash in 
on Lund prestige 2nd open the 
door to a wide variety of prof- 


itable sales. 


In the Lund line, you have ac- 
cess to the only complete line 
of winter sports items carried 
by jobbers. It includes all types 
of skis—the.famous Lund lam- 
inated skis . . . ski poles, ski 
bindings, waxes, etc. . . . to- 


boggans . . . snowshoes and 


hockey sticks. 


It will pay you to stock, dis- 
play, and push the ALL-LUND 
line of winter sports equip- 
ment. Ask your jobber for 


further details. 


¢. A. LUND 


COMPANY 
24 Main Street, Hastings, Minn. 


Laconia, N. H. 
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24000000 PROSPECTS* 
for this MAJOR APPLIANCE / 


ance dealers, because the Duo-Therm Auto- 

matic Water Heater is package merchandise 
. . a Major appliance that fits right into an 

appliance dealer’s selling technique. 


‘So in the Duo-Therm Automatic Water 
Heater you have a highly profitable major 
appliance. Get busy right away and... 


ers sold over a million dollars worth of Send the coupon and we'll send you the in- 
ie, Se cian Atlmaiie Wihedtiimets. Ant teresting story of one of the most profitable 
they sold them at retail prices which netted franchises in the appliance field. Good terri- 
a high dollar profit per sale . .. as good as, tories are still open. : 
or better than the profit on any appliance *HERE ARE YOUR PROSPECTS 

item in relation to the time and money 14,000,000 families heat water on the kitchen stove. 
invested. 6,000,000 heat water with a furnace coil . . . no heat, 
no hot water. 4,000,000 have separate coal heaters 
that must be hand fired. . 


Ana they’re profit prospects for you! 

If you can sell refrigerators, radios, wash- 
ing machines, or any other package appli- 
ances, you can sell Duo-Therm Automatic 
Fuel Oil Water Heaters. 


And as for profits, look at this: 


In our last year of full production our deal- 


SRNR ERM ET 


A large part of these ‘sales were made by appli- 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORP. (QiREK LANSING 3, MICHIGAN 





America’s Largest Manufacturer of Fuel Oil Heating Appliances 





DUO-THERM Division of Motor Wheel Corporation 
Department L-6, Lansing 3, Michigan 


DUO-THERM AUTOMATIC FUEL OIL WATER HEATERS 


Now Acailable for Essential Civilian Needs! 


| would like to have additional information on the water 
matic fuel oil water heaters were heater market and dealer franchise. There is no obligation 
pioneered and perfected by Duo- to me. 

Therm, America’s largest producer 
of fuel oil appliances. 


Plenty of hot water for the average 
family for less than 4c a day. 


No gas or electric cennections .. . 
can be installed anywhere! Fully 





automatic convenience . . . the kind 
that millions want! 


A name that sells . . . for auto- 


And a name that keeps on selling 
... through consistent national ad- 
vertising in leading magazines. 
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1, Good Buildings Deserve rdware jf 


@ The all too few hours of your 
business day can be spent most 
profitably when stock replenish- 
ment can be satisfactorily dele- 
gated to the salesman... when 
quality of product is certain... 
when the manufacturer is long 
known and highly regarded. 
By policy, personnel, product 
and experience, P. & F. Corbin is 


Pp. & F. Corbin 


Be 





equipped to supply this respon- 
sibility in builders’ hardware. To- 
day, production is restricted, but 
experienced Corbin representa- 
tives can help you plan toward 
the day when authoritatively de- 
signed, top quality Corbin hard- 
ware —the best in brass and 
bronze -- can once again be sup- 


plied to your profit. 












BLACKSTONE LAUNDRY 


f:) 
WASHES - DRIES - IRONS 









































HERE’S a preview of the sensational 
BLACKSTONE COMBINATION LAUNDRY! 







SEE THE 


BLACKSTONE 
EXHIBIT 


American Furniture Wart 
CHICAGO, JAN. 4 to 13 INCL. 
Space 1769-70 e 17th Floor 


Engineering completed, testing underway for 
months ...now some of America’s ablest design 
talent is putting the finishing touches on its outer 
wraps. For functional value, engineering sim- 


plicity, versatility of application, and sheer beauty 





... it has absolutely no equal! 





And no wonder. For back of it is an aceumu- 


lated experience of almost three-quarters of a 





century in the specialized business of building 






Home Laundry Appliances exclusively. 





BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 
A Division of Ji Metal Equipment Co., Inc. 


BLACKSTONE 


PRODUCT oF 
AMERICAS OLDEST WASHER MANUEACTURER 
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a GLAS BAKE — RANGE TEC 


McKEE GLASS CO JEANNETTE, PENNSYLVANIA 









Steadily building a greater woman audience 


for Me'KRee Glassware 


Month after month our advertising carries on—waiting only for 


Victory to ease the paper shortage and permit larger space and 








more frequent appearances. It’s part of our over-all planning, 
combined with striving for increased product petfection and 
expanded production facilities plus good markups for wholesaler 
and retailer. Surveys show our advertising registers and brings 


women into the stores to ask for McKee Glasbake and Range-tec. 





McKEE 












GLASBAKE. — RANGE-TE 


OVEN WARE TOP-OF-STOVE WARE tsp tm 










THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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—— 
—_> wa 
fe? TT és REMEMBER! Owners of forced-warm-air 
* 2 a oeatees 
ON = y jaw furnaces use their equipment the year ’round— ‘ 
a7 for clean, thrifty heat in the winter and to circu- 
AA ee 42> 
Al my 4 late cool air (from the basement) in summer. 
And when Mrs. Housewife starts her spring clean- 
eet « 
~ > ing, such as it is, she invariably thinks of her 
\ : ae dust-catching air filters. That’s why so many are 
Kes — [eoAe hes are replaced in the spring, creating profitable 
l 20009 business for DUST-STOP Retailers. 
5 —_ it 
SELLING HELPS, furnished free, make it easy for 
you to get your share of this business. imprinted folders 
and mailing cards, suitable display material, newspaper a 
mats and radio “spot” scripts, all are available for your “ite 
use. See your Dust-Stop Distributor about the new Spring ee 
Program or write Owens-Corning Fiberglas Corp., 1934 
Nicholas Building, Toledo 1, Ohio. In Canada, Fiberglas 
eee 


Canada Ltd.. Oshawa, Ontario. 











STOe AIR FILTERS 


*T.M. Reg. U.S, Pat. Off. 
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The aggressive post-war program of this 
74-year-old company promises increased 
volume and profits to dealers who 


fly the Round Oak flag. Open territories 





are already being closed. Correspondence 
with leading dealers is invited. Write 
in confidence, on your letterhead, to 


r Beekasd DY gcd 


Richard D. Nugent, President 
ROUND OAK COMPANY « DOWAGIAC, MICHIGAN 





CREE ee 





















ROUND OAK’S 
POST-WAR LINE WILL INCLUDE 


% KITCHEN APPLIANCES 


—t _ “TOMORROW'S HOME WILL BE A BETTER HOME 
_ Gas Combination Ranges IF EQUIPPED WITH ROUND OAK PRODUCTS” 


Electric Combination Ranges 
Kitchen Heater Gas Ranges 
Coal and Wood Ranges 
New Kitchen Heaters 


% HEATING EQUIPMENT 


Steel Furnaces 
S Cast Iron Furnaces 
Gas, Oil, or Coal 
Air Conditioning Systems 
ct Space Heaters 
Electric Water Heaters 
Gas Water Heaters 
Oil Water Heaters 
Stokers 
Blower-Filter Units 
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CATER TO THE LADIES! 
SELL THE —Zeagy EE 
ADJUSTABLE GARDEN CULTIVATOR: 


Lady Pete at full width for preparing fine ¥ : 
deep seed bed and cultivating wide rows. as Reverse Vforrak- 
y ing stones and 


Here’s a quality garden cultivator designed especially for women! breaking ~ pene 
With this light, sturdy cultivator, they can give their gardens the ee 
care that means better vegetables and flowers. Lady Pete saves time 
and effort in preparing the seed bed . . . eliminates the backache of 
weeding and cultivating. Gives years of trouble-free service. 
This versatile cultivator is adjustable from 3'/, to 5!/2 inches; and 
the center tooth can be removed for working both sides of a row at 
once. Sells on sight! Three hundred leading jobbers stock Model 
PPP3 Lady Pete and the famous Model PPPS Peter Pulverizer. Ask 
your wholesaler’s salesman about these sensational garden cultiva- 
tors. Or use the coupon. It will pay you to order your stock now! 


Poten Pabsenizen Pres. 


39 S. DUKE STREET, YORK, PENNSYLVANIA 


Conventional V for use in 


PETER PULVERIZER PRES., INC. 
39 S. Duke Street, York, Pennsylvania - cultivating average width 
- o: ; garden rows. 


Tell me all about Lady Pete. 





My Name: 
Address: Middle tooth removed 
for seed covering; hill- 

City: : ing; and cultivating 
_ both sides of small 


My jobber’s name is: “pe plants. 
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Me Delays AT 


Conversion Juncti n 


When They Throw 
The Switch 


LEVELAND 


WELDED AND WELDLESS 


| ['H4IN 


WILL BE READY TO SERVE YOU! 


Cleveland Chain welding and forming machines, now busy producing Chain 
for the Army and Navy, are the same machines that will turn out brand 
new Cleveland Chain merchandise for you when peace comes. How much 
Cleveland Chain for civilian distribution will then be made depends upon 
the material and manpower available and whatever war office restrictions 
are still in effect. 

But Cleveland Chain faces no conversion problem. There will be no time 
lost in supplying you with the largest possible quota of our civilian chain 
merchandise. Here is one steady profit builder you can rely on for 


early post-war sales. 


Nw 
Highest Grade Chain Since 1869 
THE CLEVELAND CHAIN & MFG. CO. 
CLEVELAND 5, OHIO 
Associates: DAVID ROUND & SON, Cleveland 5, Ohio » THE BRIDGEPORT CHAIN & MANUFACTURING 


COMPANY, Bridgeport 1, Conn. « SEATTLE CHAIN & MANUFACTURING COMPANY, Seattle 8, Wash. 
ROUND CALIFORNIA CHAIN CORPORATION, LTD., So. San Francisco and Los Angeles 54, California 





ALL TYPES OF WELDED, WELDLESS AND FLAT METAL CHAINS 
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Dig Viufila wit 
FLATLUX 


Tt cov0ers wallpaper 


_.. tt one coat! 


I. IT’S MADE WITH OIL! 


—lt’s a real paint. 
This is the outstanding selling 


feature of this sensational wall 


paint. 


2.. CONTROLLED DISTRIBUTION! 


You'll have ample territory to 
make a real profit, for only one 


franchise is allotted in your com- 





munity, your neighborhood. 


3. EFFECTIVE PROMOTION! 


We'll back you up with news- 
paper advertising, store demon- 
strations and many proved 


methods of dealer helps. 


HARDWARE AGE 





In The PUBLICEYE 1: 
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STRYPEEZE 


REMOVER 


Sage wt 
Safe 





More Than 120 MILLION Advertisements 
on Savogran Products in These Magazines in 1945 


THE SAVOGRAN COMPANY 


60 West Superior Street India Wharf 2627 Army Street 
CHICAGO 10 BOSTON 10, MASS. SAN FRANCISCO 19 


is Re. oo 











EKCO 


T 
HE BIGGEST NAME IN 


HOUSEWARES 


world’s greatest 
‘best sellers” 


GENEVA FORGE 

CUTLERY pe 
eral sensation 

° 


products, w 
biggest name in housewares! 


products 
FOUNDED 1988 AS EDWARD KATZINGER 
1949 worth cicero AVENUE ° 


4 


. Today, WS fly this “p” flag with 
stat. warded to oUF men and women 
t are playins jn producing 


.-@ 
for the hey 
fot rials for the Armed Forces: 














TRU-SPOT 
FLASHLIGHTS 


elimir 


F 
heavil 


Lo 


Li 
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Millions of families the nation over need and want new ranges and 
heaters—and they’ll lose no time in getting them once the war ends. 


Long pent-up demand has put cooking and heating appliances high 
on the list of post-war replacements. That demand will result in a 
mighty wave of sales and profits for stove dealers and distributors. 


Your sales can be large, your profits excellent, if you hold an ALLEN 
Franchise. The public has long been soldon ALLEN 
quality and the superb way ALLEN Ranges and 
Parlor Furnaces have performed year after year. 


ALLEN has planned carefully for a big post-war 
market. In new features and precision craftsman- 
ship we have much of very real interest in store 
COMBINATION RANGE No. 4000 for you. It will pay you to investigate now. For 


Approved by AGA Testing Laboratories; 
automatic change from oe teabele plies; details, write D ept. A. 
° 


eliminates han rations; one oven 


eer hers ALLEN MANUFACTURING CoO., INC. 
Full BD gd. gues J and out; NASHVILLE, TENNESSEE 


heavily insulated; 19 other features. 





While still engaged in war work, we are now producing some ap- 
pliances in limited quantity. Production of all ALLEN appliances WATER HEATER No. 3041 
will be stepped up as quickly as WPB regulations permit. Fully insulated with rock 

wool; fast recovery rate; 


operates on high fire ap- 
proximately 10% of time 


ALLEN DEALERS and DISTRIBUTORS Sigh ollistonay, lowretend- 


. R. HUNT AND CO. MORLEY-MURPHY CO. by loss. 
timore, Md. Green Bay, Wisc. 


cao ped amare SUP.CO. RUDNING-ROBERTSON CO. 

Pooenix, Sioux Falls, S. D. 

LisTENWALTER AED GOUGH MAJOR APPLIANCES, INC, 9 
STRATTON-WARREN HDWE. co. Jacksonville and Miami, Fla. 

Memphis, Ten THE YANCEY CO., INC. 

WESTERN MERCH. DIST., INC. Atlanta, Ga. 

Buffalo, N. Y. WYATT-CORNICK, INC. 


HARPER AND McINTYRE CO. Richmond, Va. ’ 
Ottumwa, lowa MURRAY BROOKS HDWE.CO.Ltd. PARLOR FURNACES 
THE GEO. WORTHINGTON CO. faite Charieg, Le. ° RANGES ° 
Ltt hye WYETH HARDWARE CO amas ’ 
SMALL AND § SCHELOSKY CO. eres ees STREAMLINE 
MOTOR POWER EQUIPMENT CO, SOUTHERN RADIO CORP. RANGE ETERNAL 
Minneapolis, Minn Charlotte, N.C 

GEO. H. LEHLEITNER & CO., INC. 

ew Orleans, 
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NEW! ! Tues Fast Selling 


meta MOLDED PLASTIC UNITS 


AMERICAN MOLDED PLASTIC AMERICAN 


SINK STRAINER MOLDED 
PLASTIC 


HAT AND 
COAT HANGER 


Will carry the heaviest over- 
coat. Sketch shows ae rein- 


through hollow hook and ts 
integral with steel ae i. 
Base measures 1%”x2 eg ; bse? 


pans Saito hansen’ that will not 

penda r 

chip nor fade. Beautiful selid 

colors. Smart new style. In- 
shown. 


Note cross brace rib design for greatest strength. Prevents sagging. 


Maintains rigidity. 

me PER CENT more draini area than in ordi strainers. AMERICAN 
openin, for faster drainin MORE QUI Y AND 

BASILY CLEANED. Will not stain, scratch, nor mar sink. WELL MOLDED PRODUCTS SALES CO. 


NOT RUST. WILL NOT CORRODE. Retains original handsome 
finish. Light and easy to handle, and—made of tough plastic for 1758 N. Honore Street, Chicago 22, Illinois 


Telephone: ARMitage 3045 














Liberty Pot Cleaners 


on your counters, 
means greater 


profits in your till! 
DELIVERIES NOW 


LETRAW MANUFACTURING COMPANY 
229 West Illinois Street “ Chicago, Illinois 
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The screen that can’t wear out! 


@ That's a strong statement. But LUMITE, the new 
plastic sereen woven from Saran*, simply can’t 
wear out through natural causes! 

Rigid tests under every possible condition—in 
laboratories and by constant use in the Armed 
Forces—have proven beyond doubt that LUMITE 
is not affected by acid fumes, salt air, rain, snow, 
heat or cold. 

And because this amazing new plastic screen 
cloth neither rusts nor corrodes, it is non-staining 
—no more ugly streaking of sills or sidewalls. Nor 
does LUMITE itself ever need repainting—a damp 
cloth restores its new look instantly. And what’s 
more, LUMITE is strong, resilient. The tensile 
strength runs as high as 50,000 pounds per square 
inch, gives sturdy resistance against dents or 
bulges. 

That’s why LUMITE is amazingly leng-lasting, 
and that’s why no other type of screen can offer 
such unbeatable durability, so many advantages 
to postwar building. 

*A product of the Dow Chemical Co. 
CHICOPEE MANUFACTURING CORP. 
Lumite Division: 40 Worth St., N. Y. 13, N. Y. 
World’s Largest Maker of Plastic Screen Cloth 


You can’t afford 
to miss this amazing 


proven product 
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TESTED IN WAR 


tei EADY FOR PEACE 


Not just a postwar dream 
product...millions of feet of 
LUMITE are now in actual 
use, protecting the Armed 
Forces against disease- 
carrying insects. 


* Will not rust or corrode... 
long-lasting 


* Non-staining...no streak- 
ing of sills or sidewalls 


* Strong, resilient ...no 
dents or bulges 


* Unaffected by fumes 
or salt air 


* Non-inflammable 


* Will be competitivel 
priced 





The new 
plastic insect 
screen cloth 
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$1,000,000 
ORTH OF 


As a part of Universal's own a ti Plan for “V"’ Day, a million @ 


dollars is being expended at the plant to redesign the entire A 
Universal line. Under ffispired leadership, an,expert staff @ 
working in six laboratories‘ is applying extensive research to i 


consumer needs. Skilled designers are combining their talents & 


with those of several of the country’s outstanding product 
design groups... streamlining models for sales appeal... 
simplifying construction for greater utility . .. adding new 


features to meet tomorrow" s demands for better living. 


wJNIVERSAL 


LANDERS, FRARY & CLARK ° 


NEW BRITAIN, CONN. 


Universal Electrical Appliances distributed in Canada exclusively by Northern Electric Company, Ltd. 


HARDWARE AGE 





WHAT IT MEANS 
TO YOU! 


Universal’s reputation has been built 
primarily on quality, but in the com- 
ing competitive period dealers will 
need not only quality but smartness 
of design, unique features and new 
products to broaden markets and in- 
crease profits. 


We guarantee that Universal quality 
will be maintained. Those who have 
previewed Universal’s post-war prod- 
ucts are certain the million dollars 
for new design is being well spent... 
forecasting appliance leadership for 
Universal distributors:and dealers. 


Add to these factors three million 
dollars worth of new manufactur- 
ing facilities, fifty million customers 
worth of good will and you gain 
some idea of the true value of the 
Universal franchise in your commu- 
nity. 

Write or call your nearest Universal 
distributor for full franchise infor- - 
mation. Ask him for a presentation 
of Universal’s “Forward March to 
Market”. 


| FORWARD MARCH TO MARKET 
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SHARPENING STONES = rea 
I ail 




















No. 823- SHARPENING STONE. DISPLAY 


This colored counter display will catch the eye quickly and help you sell many 
Sharpening Stones. Finished in the striking Macklin colors of yellow, blue and black 
it is designed to stand on a counter as a reminder for your customers who need a 
stone to sharpen tools. It is 10%” high, 13” wide, and 4” deep and holds 6 Sharpening 
Stones of standard sizes, 3 of which are Combination Stones. It is furnished, no charge, 


with the following assortment of 8 stones: 





Quantity No. Size List Each Total List 
2 35 1 x2x8 Comb. $1.75 $3.50 
! 34 1x 2x7 Comb. 1.50 1.50 
2 33 1x2 x6 Comb. 1.25 2.50 
! 242 1x28 Fine 1.50 1.50 
| 237 1x27 Med. 1.25 1.25 
1 233 1x26 Fine 1.15 1.15 


No, 823—Sharpening Stone Display $11.40 
Shipping weight 12 Ibs. 
Write for full particulars on the Macklin Sharpening Stone line and the complete line 


of Grinding Wheels. “Sharpen up with Macklin.” 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 


Distributors in all principal cities 


Detroit Pittsburgh Cleveland - Cincinnati - Milwaukee - Philadelphia 


HARDWARE AGE 





Precision and strength, built into all Stanley Tools, are emphasized 
in the mitre box. Without numerous complicated parts, it performs 
every required mitre operation with speed and accuracy. It features: 
one-piece swivel and upright —saw guides with roller bearings — quad- 
rant marked in degrees and numbered for odd and even-sided figures 
—length stop for duplicate work. These qualities, vital in wartime, 
will continue to be preferred —to your profit. 


As the working of wood, metal and plastics turns from military to 
civilian production, Stanley aims to provide more tools as well as 
refinements of design not possible under urgent wartime mass produc- 
tion. In appearance and performance, these Stanley Tools will be your 
sales leaders. Attractive displays and other helps will be generously 


supplied. 
b nial STANLEY TOOLS, 111 Elm St., New Britain, Conn. 


STANLEY 
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Anvil Tools 
Awls 
Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Hammers 
Hand Drills 
Levels 
Marking Gauges 
Mitre Boxes 
Planes 
Punches 
Rules 
Saw Sets 
Scrapers 
Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 
Squares 
Vises 


THE TOOL BOX OF THE WORLD 
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Sensational New Item Starts 


“COLD RUSH” for Hardware Dealers 


“ $ s 
. 4 

* x 3 5 ‘ 
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CHIMNEY SWEEP—the Modern Soot Destroyer— 
Rolls Up Profits as National Demand for 


Heat-Saving Increases! 


A Timely “Natural for Every Hard- 
ware Store! Quick Sales! Repeat 
Sales! Profitable Sales. Are You Get- 
ting your Share of this Business? 


CHIMNEY SWEEP Soot Destroyer 
is a proven money-maker, because 
it’s a proven product! The public 
today em at Chimney Sweep 
helps save fuel, save heat, save 
money. Result: A display of Chim- 
ney Sweep in your window and on 
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QUICK FACTS ABOUT CHIMNEY SWEEP! 


Cleans soot from fire-box thru chimney top. 
Saves fuel—gives more heat for less money. 





Regular use helps prevent chimney fires. 

Anyone can use it—simple and easy. 

Efficient for COAL, OIL AND WOOD BURNING 
FURNACES, FIREPLACES AND STOVES. 

A proved volume-seller nation-wide. 


your counter means quick cash in 


your pocket. 


Many of the items you used fo sell . 


are unobtainable today. garam 
Sweep is taking up part of this sla 
in thousands of ae It's a po 
moving item that fits in 

with the nation-wide need for fuel 
conservation. 


Make yourself new friends and new 
profits with Chimney Sweep. Stock it 
today, or re-order to sure you 
cash in on the bitter cold that's still 
ahead. Display Chimney Sweep. Talk 
Chimney Sweep. It will pay you. 
Order from your jobber today! 
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Even when a Pearl-Wick is packed to its 
through. That’s one of the 20 basic features 


magnificent capacity, the air keeps flowing 
of consumer acceptance, that makes this the 


leading hamper with smart merchandisers! 


venti- 


. . to keep 


free from damp. 


> 


-WICK CORPORATION, LONG ISLAND CITY 2, N.Y. 
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made on our own looms, per- 
PEARL 


THE AIR 
Every Pearl-Wick Hamper is self- 
lating. Superior construction of the finest 
woven fibre, 
mits a continuous flow of air . 
soiled linens free of odor 


JANUARY 18, 1945 











CLARK GEM FLUE STOPPERS 


Featuring 


Attractive new 
series of pictures 
#1 Gen lithographed on #5 Flue Stopper 
metal blanks 
permanently clenched into the face of the flue stoppers. 
Folding wire fasteners attached to slots raised from the 
metal of the blank. 


Specifications for the complete line 
Blank Shipping Weight 
Diameter Fasteners Per D Per Grose 
sure 6” or 7” Wires 43 Ibe. 
ors” 62 Ibe. 
r. 29/33” evar” : 47 Ibs. 
ye Ibs. Ibs. 


2 Ibs. 28 
8- "17/64" a pa®, 3 Ibs. 18 ox. 47 Ibs. 
for ~ 


PACKING—1 dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 


DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


a Increase profits. 
“ea ay hy Fy 


FEATURES THAT SELL 
Gubinateit Crown," Burners Aute- 


For Safely 


Air insulated Cabinets end the fire hesard. The eabinet 
the wall—tight. No 


FAMOUS HI-CROWN BURNER 
with Blue Fiame Plict Light 
aLL Dearborn Heaters have ie catiier Ot Een Soete Saas Seas 
oh sees Flame Pilet Light. You get unequalled burner performance plus tis 
eonvenience and safety of Aemmatic Lighting. 


DEARBORN STOVE COMPANY 


5256 Milwaukee Ave., Chieage, Ili. 3625 8. Grand Ave., Los Angeles, Calif. 





CHICAGO LOCKS 
oo oe Omt . ce 


We Look Forward to the Day When We Can 
Again Fully Supply All Our Customers 


In the meanwhile, please remem- 
ber — All CIIICAGO Locks—lock 
BOTH SIDES of Shackle. . . 
This ‘‘Double-Locking — Double 
Security”’ promotes quicker, easier 
sales—with every sale winning ex- 
tra Customer Good Will—for YOU! 


There's a “CHICAGO” 
Lock for Many Needs 


Padlocks, “‘Ace’’ Locks, Cylinder 
Looks, Single, Double Bitted Locks 
for Burglar Alarms and Airplanes. 


Drawer Lock No. 1970 
Cut Open View, Actual Size Shown Half -— 


CHICAGO LOCK. CO. 3hc8t5i" 








War Work Limits Supplying All Demands for 








( me, 


Hats Off! 


... to our military achieve- 
ments in the past year... 
to America’s production 
record ... to the promise 
of peace in 1945. This year 
again we pledge our tire- 
less efforts toward Victory. 





ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 

















ARCADE 


HARDWARE & TOOLS 
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J Disabled in the first assault wave at Saipan—exposed, helpless before enemy 
fire—a cargo of precious American lives aboard—this landing barge had to be 
rescued—had to be cleared for the onrushing second wave. Only pure manila rope was strong 
enough—resilient enough to insure the success of this maneuver. Uncle Sam—and his fighting 
nephews depend upon rope as a liféline to safety. Until Victory, we at home must be patient. 


Conserve the rope you have—utilize the rope we can make. One of the fruits of Victory will 
be plenty of the best of everything for all—and Columbian Quality Marked Rope is no ex- 


ception. 
COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 
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3 A FAIR DEAL FOR THE DEALER 


The SPRED Franchise is not given to the Butcher, the Baker, 
or to every Tom, Dick and Harry who wants it. SPRED is dis- 
tributed only through first class, natural paint outlets on an 
attractive, protected territory basis. 


COLORS PREFERRED BY LEADING 
DECORATORS 


An opinion poll on wall finish colors among leading decora- 
tors in the nation’s decorating style centers showed an over- 
whelming preference for SPRED colors in comparison with 
other nationally known water-mix paints. SPRED sells easier 
because of this great color superiority. This is a tremendous 
competitive advantage for SPRED dealers. 


A SUPERIOR PRODUCT— 


GUARANTEED BY GOOD HOUSEKEEPING 


SPRED has the distinct advantage of the Good Housekeeping 
Guaranty Seal, awarded only after passing rigid tests. SPRED 
moves faster because of this widely recognized sign of depend- 
ability. SPRED is the only oil emulsion water-mix paint made 
with “Alpha” Protein*, a soy bean ingredient that makes pos- 
sible an unusually stable solution when mixed. SPRED is 
extra durable and washable..One coat covers most surfaces 
including wallpaper. Dries in 30 minutes. Has no “‘painty” 
odor. One gallon does an average 10 x 14 room. Retails at 
$2.98 a gallon. 


POWERFUL ADVERTISING 


In 1945 leading magazines and newspapers will carry an 
even larger campaign than: in 1944, Window displays, 
color cards and other point-of-sale materials are available 
to make this powerful campaign produce increased profits 
for SPRED dealers. 


A GREAT LINE WITH A GREAT NAME 


SPRED is the forerunner of a whole new line of Glidden 
Water-Mix paints including Gloss and Semi-Gloss finishes with 
qualities heretofore thought impossible to obtain. The SPRED 
Franchise is the doorway to a golden opportunity to line up 
with a great firm and a great line . . . with a brilliant future. 


For full details just drop a line to 
THE GLIDDEN COMPANY :« Dept. 41, Cleveland 2, Ohio 


GLIDDEN 


JANUARY 18, 1945 

















MOLLY 
SCREW ANCHORS 


Expansion bolts that sell fast 
because they hold fast . 
even in 34" wallboard, as well 
as lath and plaster brick, con- 
crete, hollow tile and other 
] solid materials, where they 
resist hundreds of pounds of 
direct, outward pull. The only 
anchor that holds in plaster 
— board. The only STEEL- 
FINGER-GRIP anchor! 


HOLD FAST 





BOILER PLUGS 


The immediate wall area 
around a leak is already cor- 
roded to a fragile thinness. 
Unless_a Molly mented 
Boiler Plug i is used continued 
corrosion gives the repair job 
but a short life .. . and "It's 
folly not to have a Molly”. 
Molly Boiler Plugs grip a large 
inside area of I!/g". Mollys 
hold fast and sell fast! 


MOLLY > eeuagtate 


IT's “FOLLY NOT TO STOCK MOL DAY 





You don’t have to “‘plug it in — hitch 
it to a belt — or couple it to a drive 
shaft.” This is a man power tool 

— goes wherever the man goes 

and works wherever a 

man can put his two 

hands on the handles. It 

is an on-the-job tool — 

multiplies man power to 

cut bolts (34 annealed 

bolts in the thread) rods, 

wire, cable, chain, etc. 

Cuts in one quick handle 

movement — saves time 
and delays. 


A size and model for all normal 
uses. Special heads for special 
—, “sae as bending, 


Ask for id and free tool 
maintenance book. 


H. K. PORTER, INC., EVERETT 49, MASS. 


PORTER soce CUTTERS, 


Champion 
SCREEN 
Hardware 


Order now 
and assure stock 


for 1945 selling season. 


Nearly all hardware jobbers 
buy some Champion products 


* 


THE CHAMPION HARDWARE COMPANY 




















Yes Sir, 
it’s an Eagle Oiler 
same as we used at the garage 
back home 


Wherever there is an aeroplane, a ship, a tank, a 
jeep or any other mechanized equipment in this 
mobile war, you are apt to find an Eagle Oiler. 


That's why we can't always furnish all the types of 
Eagle Oilers needed on the home front. We are 
doing everything we can to keep available a poten 
of Eagle (77T Harvester or Utility) Oilers and Eagle 
Welded Steel Bench Oilers. 


Order from your Jobber 


EAGLE MANUFACTURING COMPANY 
Wellsburg, West Virginia 
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youre Fussy, of course, about the 
quality of the files you carry. You 
stock one of the best advertised 
brands. Are you as fussy about bolts 
and nuts, which probably amount to 
a far bigger volume? Your reputation 
depends on how these fasteners look 
and perform in the hands of your 
customers. Your profits depend on 
sales that stay onld = without com- 
plaints— and are repeated again 
and again. 
























IN BOSTON an RB&W EMPIRE bolt and 
nut were picked at random from a 
distributor's stock. Note the clean- 
cut head, accuracy and finish of the 
barrel and the perfection of the 
threads. Buyers in Boston know 
RB&W EMPIRE Bolts and Nuts as 
quality, high-strength products. And 
wherever EMPIRE Bolts and Nuts are 
bought, the reputation behind the 
EMPIRE trademark is worth money to 
the purchasers in terms of quicker 
assembly and firmer holding power. 





















THE EXTRA VALUES RB&W has built into 
these fasteners — through 100 years 
of experience, a tremendous invest- 
ment in research and development 
work, the most modern equipment — 
are described in the most far-reach- 
ing advertising of any bolt and nut 
manufacturer . . . advertising that is 
published for your benefit as well as 
ours. These same values can be mer- 
chandised by you . . . to protect your 
own reputation for dependable prod- 
ucts and to increase your volume on 
this important profit-making line. 

Russell, Burdsall & Ward Bolt and NutCo. 
Factories at Port Chester, N. Y., Coraop- 
olis, Pa., Rock Falls, Ill. Sales Offices at 
Philadelphia, Detroit, Chicago, Chatta- 
nooga, Los Angeles, Portland, Seattle. 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPAI 





CLEVELAND 


7p Luallp 
FASTENERS 


MADE BY THE ORIGINATORS OF THE "KAUFMAN PROCESS FOR GREATER STRENGTH AND "ACCURACY 
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HERES AMERICAS FIRST 
POSTWAR REFRIGERATOR 


| AC Steel Cabinet 

> COOLERATOR 
See Conditioned 
REFRIGERATOR 


@ WASHED AIR REFRIGERATION! 
@ 4-WAY CIRCULATION! 
@ UNEQUALLED FOOD PROTECTION! 





Months ahead of any electric, you can 
sell Coolerator’s famous, proven 
**Washed Air” Ice Refrigerator . .. ina 
brand new, ALL STEEL, postwar 
model! 

Nearly a million satisfied users dem- 
onstrate that Coolerator has the “know 
how’”’ in refrigerator cabinet making. 
Coolerator’s 10-year sales. record shows 
that hundreds of thousands of people 
prefer good ice refrigeration. 

Get in FIRST with the BEST! 
Order Coolerator now! In best-selling 
5-foot and 61 4-foot sizes. 





COMING SOON! 


COOLERATOR cae. HOME AND FARM FREEZER 


All the proved Cool- Dp -¢ Totaparich post- 
erator skill... all F 24 war market! In 4 
the most-wanted oF 6 %-ft. Home 
postwar features “ size; 15-ft. size 

. . combined in this Sj for Farms and 


a Eee oe — THE COOLERATOR COMPANY 
Duluth 1, Minn. 
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We Have a Tremendously Large 
Assortment of Beaatifally Colored 


Statues, at Popalar Prices. 
Each One a Work of Art 


BALLOON 
WOMAN 





We show here only a few, but 
we have them from $3.60 to 
$90.00 per doz. 


Completely illustrated price lists 
No. Z, mailed to any Hardware 


GLAD RAG Silver Polishing Cloth Dealer on application. 


#2 and #7 


GLAD RAG Furniture Dust Cloth Illustration shows Statue No. 
#4 and #11 3924 of a BALLOON WOMAN, 


GLAD RAG Auto Wiping Cloth 9\/, inches high, $33.00 per . 
doz. pieces. 
GLAD RAG Window Wiping Cloth tin ine ee, an06 


Par) 
We C Ti nd Assortment 
GLAD RAG Woodwork Wiping Cloth of opr Gabe, raeig Tes tomn 00: 80 1.998. 


fie per doz. Complete . of illustrated price lists 
oes to any HAR DEALER on applica- 
on. 


GLAD RAG PRODUCTS CORP. ne, 


S05 €. Shed Si.. Mow York 17, WN. Y. ) 0 9, 0 0p FaenreannMEE South Market St. 
Chicago 6, Ill. 






































~ 41% PROFIT MARGIN... 


with New TAPERLITE Streamlined Assortment 


Here’s a candle that brings you quick profits— Tie-In Now for Extra Profits! ¢ 


repeat sales! Because more and more, your cus- 
tomers insist on this recognized quality candle. + + + Order the Taperlite Introductory 
, Assortment 1,000 containing: 


Nationally Advertised Right Now 8 doz. 10” Taperlites to retail at 15c a pair 


4 8 doz. 15” Taperlites to retail at 20c a pair 
n Leading Magazines pe * 
I e 9 g TOTAL RETAIL VALUE 


COST TO DEALER 
DEALER'S PROFIT ..u..0.......0.......0.c...0000.. $6.80 or 41% 
Standard Color Arrangement—2 doz. White; 2 doz. 
Old Ivory; 1 doz. Blae; 1 doz. Foliage Green; 1 
doz. Yellow; 1 doz. Peach. Other colors available 
if desired: Cream, Pink, Dark Blue, Apple Green, 
Sunshine Yellow, Red. 
Get your Taperlite Assortment direct from your 
Wholesaler today. If he can’t supply you, mail your 
check for $10.00 direct—terms: 2% F.O.B. Factory, 
Will & Baumer’s extensive national advertising builds sales Syracuse 1, N. Y. 
volume for you in 2 ways: 


1. Your customers learn that Taperlite's Patented WILL & BAUMER CANDLE CO., INC. 


Firm-Fit oe poorer tipping and dri pping. (ihe 
Established 1855 


only popular-pri: nd- dipped candle 
important fedeane) 
. jaa, they learn how to use more candles oftener Fancy Candle Sales Office: 
rough a new booklet “Guide to Lovelier Table * 
Settings” offered free in every ad. ‘ 15 East 32nd St., New York, N. Y. 
Factory and General Offices: Syracuse, N. Y, 
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... AWO FROM WY SPONSORS, 
A HAPPY AND PROSPEROUS NEW HEAR 














FOR EVERY HARDWARE DEALER . 





A Message from L°O-F 


Libbey-Owens‘Ford salutes the Hardware 
Dealers of America for a tough job well 
done—in providing that fundamental fea- 
ture of business-—Service—to their patrons. 

We hope that before 1945 ends Hardware 
Dealers will find their shelves fully stocked 
with merchandise. And we know that in the 
meantime every Hardware Dealer will con- 
tinue to do his part in keeping the home 
front running. 


At Libbey-Owens-Ford we are now busy on 


a program created especially for Hardware 
Dealers . . . a program that will provide an 
even greater opportunity for profit and serv- 
ice to hardware customers. We hope to have 
this program ready within the near future, 
because we believe that every Hardware 
Dealer will want to use it in his business. 
In the meantime, may we repeat our New 
Year’s wishes for you, and you and YOU! 
Libbey-Owens‘Ford Glass Company, 3615 
Nicholas Building, Toledo 3, Ohio. 





s smPoRtant 
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wn Packed Pie 3 LIBBEY- OWENS - FORD 
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REMEMBER 
WHEN WE DIDN'T HAVE 
ANYTHING T0 SELL? , 


Fie many months now, you have 
been telling your customers: “Sorry, 
but we can’t get it for you.”” Mean- 
while the farmer’s patched-up water 
system has been wearing out, and is 
probably obso'ete by today’s stand- 
ards—or he may not have one at all. 

While you have been hanging out 
the “no business as usual” sign, the 
farmers in your vicinity have been 
putting money away—saving more 
than ever because of high prices on 


an? 
MAIL THIS 
COUPON FOR 


COMPLETE 
PLAN 


farm commodities. 








BUY U.S. WAR BONDS 


What are you going to do about 
this huge reservoir of orders? Our 
dealers know what they are going 
to do. Detco AppuiANce has al- 
ready perfected plans for them. 
Some Detco Water System units 
are now available on priority. 

The wise dealer will team up with 
Detco App.iancEk for reputation— 
and profits. A franchise may still be 
available in your community. Use 
the coupon for full details on our 
Dealer Plan. 


be. = al 


Model CT-25 Delco Shallow 
Well Water System 


GENERAL MOTORS 


| FLL | SYSTEMS 


WATER 
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"ae is railroad talk for “all clear ahead.” So, the 
day the powers that be give us the signal to roll, 
Stewart-Warner will begin making radios, but quick! 


The secret behind this ability to quickly shift part or 
all our production from war to civilian needs is a new 
development in straight-line assembly. It’s an innova- 
tion created by Stewart-Warner and is destined to set 
a new standard in radio manufacturing. 


It is this kind of ingenuity that enabled Stewart- 
Warner to switch from peace to wartime production 
practically overnight after Pearl Harbor. 


And, it is Stewart-Warner’s production “savvy” that 


Hold Everything Until You See is setting records like these: 
STEWART-WARNER’S LINE! More than 12,000,000 pounds or 6,000 tons of 
highly complicated radio, communications and direc- 
tion-finding equipment shipped to Army and Navy 
forces since Pearl Harbor ... and shipped on time. 


/ 
é 


Look for a line that’s literally packed with “best sellers.” 
Here are radios that are designed to out-sell and out- 
perfotm any competitive model! And, this new Stewart- A volume of material to fill more than 1200 freight 
Warner line will be backed by typical hard-hitting carloads and make up a train nearly 12 miles long! 
ng aa = rege peje my Hy There you have the setting for civilian radio production 
‘ > when we get the word to “hi-ball.” Then, those Stewart- 

Warner Radios will start on their way to 
you...a complete line, sparkling with Aten Patan | 


sales appeal and performance. | - aan | 


RADIO DIVISION OF STEWART-WARNER CORPORATION + CHICAGO 14, LINOIgS +~———— 
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Make Your Store OLE sell vagety aud du ratilily 
Waterproofing Headquarters uken you offer 


cours back ot | MD CO] Mt LO] Oy 
squarely back of 

KAY-TITE fp 

menmummai «OILY WASTE CANS 
prevent the seep- 

age of water. Constructed in accordance with Un- 

It's queranteed to derwriters Laboratory Specifications. 

do the job. 

Any one can apply Approved by Associated Factory 

it. Goes on like Mutual Fire Insurance Companies. 
Reinforced top-—extra strength to 
stand up under rough treat- 
ment. Gravity closing for safe- 
ty—can’t stay open. 








Opening mechanism hugs can ex- 
terior—no place for clothing to 
catch. 





Man-size handles—securely rivet- 
ed, make moving and handling 
much easier. 


also can be used as a mor- Full apron body amply ventilated for 
tar for pointing up be air circulation. Firm foundation 


and masonry, also to Whe ie 
concrete. _ eliminates tipping. Constructed 


Osers are always enthusiastic boosters. They will boost your of galvanized steel. 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. bags. It comes in 


Grey and White. A 10 Ib. package will waterproof 100 to 150 sq. ft. 
Write for complete information. Send your Jobber’s name. R .e] < H t s T t R CA N < o M PA N Y 
82 GREENLEAF STREET ROCHESTER 9, N. Y. 


KAY-TITE COMPANY, West Orange, N. J. | geass 

















SELL VALUE... 


seu Quality 


Point out the superior features of 
“ShurEdge” Quality Cutlery. Your cus- 
tomers will appreciate the bright, 


chromium plated, high carbon steel 
blades, hand-ground to stay sharp 

longer . . . and the handles specially 

styled for comfort ‘ 


These strong, protective work gloves are the product of 
NATIONALLY one of America’s largest textile mills. They are Riegel- 
ADVERTISED controlled —-in one plant — from raw cotton to finished 

in The Saturday glove. This single close supervision of every. detail 


ggg Hy he results in unexcelled quality — durability — economy. 
Beautiful. Sold by Leading Wholesalers 


a 
aie “The Right Glove Mee For Every Job” 
OF FINE * 
CUTLERY RIEGEL TEXTILE CORPORATION 


342 Medison Avenue, New York 17, N. Y. 























HARDWARE AGE 





” 


Designed to Cut, 
Cut Fast aud, 


Whether you use snips or sell 

them ... cutting ability is their 

prime virtue. Crescent Snips are 

well known for their fast, easy cut- 
ting. They should be because they 
were designed for that purpose alone. 
Special methods of grinding are used 
to assure absolute uniformity with the 
master pattern. Balance and proper 
leverage are also part of Crescent Snips: 
appeal to experienced mechanics... 
they “feel” right as well as cut right. 
Crescent Snips... like other famous, 
Crescent Tools. . . have been “off to the 
wars,” but some day soon we hope, 
they'll be back in the hands of good 
mechanics and readily available over 
the counters of good hardware dealers 


everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN, N.Y. 
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Only Perfection is FARM TESTED in 
48 States... and Nationally Advertised 


Sales of Perfection Milk Filter Discs are mounting. The nation- 
wide “performance test” made in ‘43 is a criterion of profit oppor- 
tunity for hardware dealers. Nearly a million dairy farmers bought 
Perfection Discs on a “money back if not satisfied basis.” Not 
even one request for refund has been received by Schwartz. What 
a demonstration of Perfection’s faster filtering speed, unsurpassed 
filtering efficiency, wash-resisting strength and capacity — of 
preference for Perfection Protection. 


Perfection Discs are advertised in Country Gentlemen, Successful 
Farming, Hoard’s Dairyman and other farm papers. Tie-in dis- 
plays furnished free. 


Freight Prepaid on 5 Cases 


Perfection Milk Filter Discs are packed 100 discs to a box, 36 
boxes to a case. Freight is prepaid on drop shipments to dealers 
of 5 cases or more. Order from your jobber today. Profit by 
Schwartz advertising and the growing repeat sales of Perfection 
Milk Filter Discs. 


SCHWARTZ MFG. COMPANY 
TWO RIVERS, WISCONSIN 
America’s Oldest Maker of Milk Filter Dises 





For Smaller Producers 
First quality, but lighter con- 


3 
SCHWARTZ te struction and lower price. 


Elgrade Discs mean extra 

SILVER > Day volume and profits. 100 discs 
; per package; 36 packages per 

: case. Order from your jobber. 


New. colorful dis- 
play card helps boost repeat 
sales of Perfection Milk Filter Discs, 
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‘ jobber. 


This seal on every HOLTITE 
package assures satisfaction 
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in every weapon a war. See ered = bei 

Meeting rigid government specitaliions these Sk pre- 
cision-made screws, bolts, nuts and allied fastenings are standard 
items in the extensive HOLTITE line ... the same dependable 
standard products available for your trade. You can assure your. 
customers that HOLTITE fastenings will give them the same fault- 
less performance they have given in the vital assemblies of every 
war-weapon, from jeeps to battleships to bombers. 


These quality fastenings are 
packaged in attractive, stur- 
dy boxes with shelf-legible 
labels containing complete 
information of contents . 
color-coded for quick iden- 
tification and time-saving 
inventory taking. 


HOLTITE 

~i-—— PRibips 

SCREWS and BOLTS 
- Philli 


al 


CONTINENTAL 
SCREW CO. bis soxos 











-- DARROW 


Start a Good Neighbor Policy with 
your regular trade by stocking this 
“‘plumber’s friend’! The Arrow is 
carefully formed from a durable black 
compound for good household ser- 
vice. Competitive in price, yet can 
not be topped for value. Complete 
with 24-inch or 9-inch handle; twelve 
units to the standard package. 


Talk Lavelle Products to Your Jobber ... Today 


RUGGED CONSTRUCTION! 


Cut-away view shows 
“braced” design for 
added strength. Has 
firm, threaded neck 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 








How to Build up 
your sales of 


LINOLEUM 
SUPPLIES 


There’s a tremendous demand for linoleum adhe- 
sives and accessories for both home and commercial 
use. Here's a complete line—attractively packaged 
—and priced right! 


Lin-O-Wax—aAvailable in 7 beautiful colors 
(paste) 

Lino Wax—Self-Polishing Fioor Wax (fluid) 

Fabrikleen—Foam Carpet Cleaner 

Fabrikleen—Dry Cleaner 

Linoleum Paste 

Dehydrated Linoleum Paste—2 Lbs. & 5 Lbs. 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 

Asphalt Emulsion 

Asphalt Tile Cement (Cut Back) 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 

Saturated Felt 62 Lbs. 

Saturated Felt 42 Lbs. 

Combination Linoleum Felt 42 Lbs. 

Dry Linoleum Felt % Lb. 

Asphalt Tile Cleaning Powder—3 Lbs. & 10 Lbs. 

Prepared Mastic Floor 

Nutop Patcher & Resurfacer 


WRITE TODAY! 


For complete price list and name of necrest distributor. (Dis- 
tributor’s Note: Some territory still open—write for details.} 


LINO-PASTE CO. 


1948 CARROL AVENUE 
CHICAGO, ILL. 


"Largest exclusive makers of linoleum adhesives 
in the country" 
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every LINEMAN 
a KLEINMAN! 


Wren it comes to tools—linemen, electricians and 
mechanics want the best— partly as a matter of pride— 


mainly because of their desire to do the job well. 


Mathias Klein & Sons have been manufacturing quality 
pliers since the first wires were strung. During all these 
years, Klein Pliers have been the accepted tool of the elec- 
trical industries. This ready-made preference for ‘Klein 
quality means easier sales for you. To meet the demands of 
linemen—electricians—good workers in every field—be 
sure your stock of Klein Pliers is complete as soon as 


war restrictions permit their release for general use. 


angrenennad THROUGH JOBBERS 


Foreign Distrib I Standard Electric Corp., New York This book on the care and 
safe use of tools will be 
sent without charge. 
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TIMELY MESSAGES FROM TWO OF 
AMERICA'S HARDWARE LEADERS 


ca 


that the jobber-dealer system offers maximum 
opportunities for success and progress” 


“Too many of us are worrying about the 
uncertainties of the future. We forget that 
the big, bad competitors of the jobber- 
dealer system have their full share of prob- 
lems too. 


“True, we must all be on the alert. But 
I believe our mightiest weapon will be 
ever-closer teamwork between manufactur- 
ers, wholesalers and retailers. With it, 
we will unquestionably find that — more 
than ever before — the jobber-dealer sys- 
tem offers maximum opportunities for suc- 


cess and progress.” poy 


~~ B cacom 8 ody 
gar 


“Never has it appeared so important for 
everyone in business to study self-improve- 
ment. Fortunately for us hardware men, 
this ground has already been broken by 
our Associations and our energetic cham- 
pions in other branches of the industry. 


“Those of us busy on the problem agree 
that the jobber-dealer system offers maxi- 
mum opportunities for success and pro- 
gress. The job ahead is to streamline our 
stores and selling methods, by all means 
plugging for the manufacturers and job- 
bers working in our behalf.” 


ee 
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MASTER LOCK COMPANY, Milwaukee 10, Wis., Worlds * Leading Padlock Manufacturers 
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HATS OFF TO WESTINGHOUSE RETA 


In the three years since Pearl Harbor, West- 
inghouse retailers and their service people 
have, indeed, rolled up a notable record. And 
as a well-deserved tribute to them we are 
running this advertisement in full color in the 
January 20th issue of Collier’s and the Janu- 
ary 20th issue of The Saturday Evening Post. 
WESTINGHOUSE ELECTRIC & MFG. CO. 
Appliance Division . Mansfield, Ohio 
Plants in 25 Cities . . . Offices Everywhere 





3 30 MILLION PRE-WAR 
Westinghouse 
©) 


ELECTRIC HOME APPLIANCES 


YOUR PROMISE OF STILL FINER ONES TO COM) 
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VAUGHAN NOVELTY MSG. CO., INc. 


" World's Largest Manufacturer of Can Openers and Bottie Openers’ 


3211-25 CARROLL AVENUE 


CHICAGO, ILL., U.S.A. 


* @ @ @ BUY WAR BONDS AND STAMPS * #@ & *& 








An Electrolytic 
Tool of 
a 10] 
Uses... 


Gu ELECTROPLATER 


Plates Gold, Silver, Nickel, Copper! 


REPEATING 
PROFITS ON 
SUPPLIES 


Owners of Warner 
Electroplaters come 
back again and again 
for needed supplies. 
You make repeating 
profits on Renewable 
Anodes, and on Gold, 
Silver, Nickel and 
Copper Electroplat- 
ing Compounds. Sup- 
ply list and discounts 
included with your 
first shipment. 


ORDER TODAY! 


NEW SALES-MAKER! .. . just what every hob- 
byist and mechanic needs and wants! With the new 
battery model Warner Electroplater eniire models 
and fittings can be plated easily and quickly. Worn 
articles, faucets, tools, silverware, etc., can be replated 
with beautiful coat of gleaming metal. Equipment in- 
cludes. 10’x14” Control Panel, Variable Voltage 
Regulator, Work and Brush Terminals, Battery 
Connectors, Patented NYLON-LUCITE Elec- 
trolytic Brush with 4 Anodes. All necessary sup- 
plies: Electroplating Compounds for Gold, Silver, 
Nickel, Copper—also Degreaser, Cleanser, Instruc- 
tion Book and Wiring Diagram. LIST PRICE 
$19.75. Your price for sample, $14.81. Lots of 3 
or more: $13.17 F.O.B. Shipping weight 7 lbs. each. 


WARNER PRODUCTS CO., Dept. B-1 
663 N.WellsSt. ° CHICAGO 10, ILL. 


WE'RE MAKING 
IT AGAIN! 


And you can sell it! Fast, and profitably, too! Every 
mother wants one of these sturdy, comfortable well de- 
signed walkers for her baby. It can be used as a stroller, 
too, and later converted to a play car. Has rubber 
bumpers, and push-pull handle. Write us today for com- 
plete description and prices. 


IVER JOHNSON’S ARMS & CYCLE WORKS 


26 RIVER STREET, FITCHBURG, MASS. 














The 


‘HYDRO-COMMANDO 
RAINCOAT 


Sold exclusively thru 
Hardware Dealers! 
e 


A YEAR ROUND SELLER— 
MEETS STRONG DEMAND AT 
LEAST 8 MONTHS OF THE 
YEAR 


STURDY — WATERPROOFED 
Unique in that it will not crack, 
stick or mildew—Will not harden 
in cold weather—Always soft and 
pliable—All seams double turned 
against a: Styled 
—3 sizes—Color, Olive Green— 
Individually Packaged. 


—Also— 
HYDRO-TEX APRONS 


Heavy Duty—Waterproofed 
— Industrial Machinists 


HYDRO-TEX WATERPROOF 
TABLECLOTHS 


and 
Distributed thru Jobbers 
Welcome to Chicage 
HMOUSEWARE MANUFACTURERS’ EXHIBIT 
Paimer House dea. 7th te 12th 
Vou are cordially invited te visit with us Reem 1680-W or af cur factery 


HYDRO-TEX CORP. 





564 WEST ADAMS ST 
CHICAGO 6, ILLINOIS 
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another 
Advertisement 
currently appearing 
in Outdoor Magazines 
to help protect 
GEP Dealers’ 
postwar sales 


on 
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HERE’S WHY G-E LAMPS BRING 
YOU BIGGER SALES AND PROFITS 


THEY BRING CUSTOMERS into your store, 
build more traffic. THEY SELL all year 
’round and provide a steady demand. 
THEY PAY good profits. THEY BUILD GOOD WILL 
because people prefer G-E quality. THEY 
PROVIDE a constantly expanding market 
through consistent national advertising. 


C2) Da. 6. VAD. LAMPS 
GENERAL G6) ELECTRIC 


HARDWARE ACE 





... IN SERVICF 15 VEARS 


THIS Bull Dog Transmission Belt is operating on a Beater 
drive in a paper mill. This is a heavy duty job and the belt 


works under high stress. 


Bull Dog meets the severest requirements of endurance, 


adaptability, long life, and minimum operating expense. 


Bull Dog is widely used in paper and board mills 
stone-crushing plants, cement mills, the lumber 
industry, ore-crushing and refining plants 


brick plants, planing mills, amd the textile 





industry. It is well worth your inves 


tigation for any driving need 


BOSTON WOVEN HOSE & RUBBER COMPANY 


WORKS: CAMBRIDGE, MASS., U.S.A P.O. BOX 1071, BOSTON 3, MASS., U.S.A 
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CMe NY 


THE HAMMER 


THAT KOLDS 


THE NAIL 


Heads up for the shoes that give work 
animals the sure footing they need for the 
. toughest jobs. 


PHOENIX 


JU N i ‘ATA 
Horse and Mule Shoes 


It’s a mighty good idea to keep 
a complete stock on hand at all 
times. Why not check it over 
today for sizes . . . and if you’re 
short, order from your jobber. 


e @ « every one interested in horses 
will want this book. It tells how to care for 
the feet of horses and mules. Write today for 
your copy and our plan of distribution to your 


customers. HENRY CHENEY HAMMER CORP 


LITTLE FALLS—N. ¥ 
Sales Office: 217 BROADWAY, NEW YORK CITY 


PHOENIX MANUFACTURING COMPANY 
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Kryecide D-50 (ready-mixed) 
l fb. shaker cen 
Alse in 3 Ib. bags 


Kryocide—Natural Greenland Cryolite such as 


government agricultural authorities recommend 
for pest control—has proved its economy, effec- 
tiveness—proved its worth for years with large 
truck growers from coast to coast... proved its 
worth to thousands of victory gardeners. NOW LET 
KRYOCIDE PROVE ITS SALABILITY TO YOU! 


Twice as many large growers used Kryocide in 
°44. as used it in °43. And a brand new market— 
the home gardener—has “discovered” Kryocide. 
Finally Kryocide is backed by hard-hitting, per- 
sistent advertising. Kryocide ads appear regularly 
in farm and garden sections of metropolitan 
newspapers—in state farm papers—in ten lead- 
ing garden magazines reaching nearly 4 million 


readers. 


So stock up with this fast-selling garden insecti- 
cide. Don’t delay...order your supply of 
Kryocide early. Write to Dept. HA. 


PENNSYLVANIA SALT 
MA 


NU/FA/ZC TURING C PANY 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


New York * Chicago « St. Louis ¢ Pittsburgh « Cincinnati « Minneapolis « Wyandotte * Tacoma 
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COVERT HARDWARE 


LEADERS. FOR 
NEARLY THREE QUARTERS 6% 
OF A CENTURY é 


BUCKLES For 72 years Covert Harness Hardware has been giving su- 

preme satisfaction . . . a gratifying record. We're still making 

RINGS it . .. handicapped in volume, of course, by war-time restric- BITS 
HOOKS tions, but without sacrifice of quality. If we can’t serve you 

quite as promptly as in the past, please bear with us till ROPE GOODS 

Victory restores normal production conditions. REPAIR LINKS 


COVERT MFG. CO. (2S ae.c% 


= eS ~ 


TROY, NEW YORK JEWELRY 


























THE “SLEEPING” GIANT .. . 4ae not been asleep! 


Yes, we've learned a lot in our intensive war work for the 
Army and Navy, and this “education” will most certainly show 


two years! For one thing, he has developed the clock with the up in better New Haven Timepieces. 


This “giant's” inventive mind has been wide awake though 
his “clock and watch muscles” have been dormant for over 


PLASTIC HEART. What it is must remain an “industrial secret,” V-Day is still some way off, but when the voice of peace is 


but this we can divulge: it will make New Haven Alarms really heard in the land, be on the alert for our improved clocks and 
SOFT TICK alarms, and these alarms will be COMPENSATED watches — also for our ELECTRIC CLOCKS with the new SELF- 
to keep time, “blow hot, blow cold”! STARTING motor . . . a motor that is really IT! 


TIEW HAVEN CLOCKS AND WATCHES 


THE NEW HAVEN CLOCK CO., New Haven, Conn. 


Fine Timepieces Since 1817 
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Pennsylvania Tennis Balls from the world’s largest manufacturer of tennis balls, the 
PENNSYLVANIA RUBBER CO., JEANNETTE, PA. This is one of the ads tennis 
players are reading in American Lawn Tennis, Western Tennis, U. S, L. T. A. Bulletin. 


YOU PLAY 
YOUR BEST! 


Compare the new Pennsylvania with any other ten- 
nis ball you’ve ever played. Watch how your drives 
sizzle down the line, how your drop shots ease over 
the net just out of your opponent’s reach. Here is a 
ball that really puts the old snap back in your game. 


Yes, the new Pennsylvania is every bit as 
good as pre-war balls in play. The same high bounce, 
the same resiliency, and even weight. 


Setter—it's really a better ball in quality— 
more uniform—keeps its bounce longer—has an im- 
proved 100% wool cover. 

Best—Easily the best tennis ball today. A real 
championship ball made by the world’s largest 
manufacturer of tennis balls. 





PENNSYLVANIA RUBBER COMPANY 
JEANNETTE, PENNSYLVANIA 


\P) Manufacturers of the famous Pennsylvania 
Silent Vacuum Cup Tire 
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~rorcnY™ ey 5 TOPS, 
mre? oo? 


, "Torchy Turner" is right! In engineering 


design...in construction and assembly... 
in factory testing under actual operating 
conditions...they’re tops! There isn’t a 
blow torch on the market that can equal 
Turner for quality, safety, and service. 
That’s important to your customers...it 
means greater sales and profits for you! 
Why don’t you write for details today... 


Send for 16-page booklet: “The Story Behind The Turner 
Brass Works”. We believe you will find it interesting. 


Write for priority and 


\ \ 


Tough and rough, ready for any job—large or 
small — I symbolize the rugged strength and serv- 
ice of DIAMOND G in Industry. Designed by the 
same engineers who perfected Diamond G Flat and 
Spring Lock Washers, I bring you countless num- 
bers and types of metal washers—for any part and 
every purpose—from a simple hedge-clipper to a 
plane or battleship. And high-speed production 
assures PROMPT DELIVERY on every order! 


Diamond G Spring Lock Washers not only assure 
continuous spring tension but also act as hardened 
thrust washers, permitting full tightening of bolt 
or screw without injury to the assembly. Uniform 
CONTROLLED TENSION is assured at all times. 
Once in place, a Diamond G stays there—locked 
securely against the action of heat, cold and vio- 
lent service. 
x kk * 


Today, Diamond G Flat and Lock Washers give the 
Armed Forces and industry alike the assurance of 
“all-out” performance —trouble-free service — 
through excellerice of design, more thorough an- 
nealing, finer control and rigid testing. 

Phone or write today for prompt action on your 
Washer requirements, as well as metal parts prob- 
lems in heat-treating, stamping, design, produc- 
tion. RAPID DELIVERY assured. 


GEORGE K. GARRETT CO. 








1421 CHESTNUT ST., PHILADELPHIA 2, PA SS SS 
DIAMOND <> PRODUCTS EE 
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No ONE KNOWS just when we shall 


return to peacetime living. But when that 


“tomorrow” comes, people will still look 
for the names they know best on the things 
they buy. 

To millions of Americans ‘“Thermos”’ has 
long been the name they know best in 
vacuum-insulated goods. For years Thermos 


brand has been the favorite in the home, 























office, factory, school. Today countless 
thousands of new users are acquiring the 
vacuum-bottle “habit”. . . are joining the 


multitude of old-time Thermos friends. 


° 


a” & 
Tomorrow Thermos will serve this greater 
market with new designs and improved 
products—all identified by the famous trade 


mark, ‘“Thermos.”’ 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto 


Thermos Limited, London 


H - f M Ns Brand Vacuum Bottle , 


TRADE-MARK REG. U.S. PAT. OFFICE 
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WALTERS | NOW AVAILABLE 


STEEL“FASHIONED 


HOME EQUIPMENT 


Every available ability 
and material put into mak- 
ing equipment for war, all 
available dollars invested 
in War Bonds and kept 
there — these are today’s 
simple home-front duties. 











Victory will mean that 
the full line of Walters 
Steel-Fashioned H o me 
Equipment will again be 
yours. 


BUY BONDS NOW 








Are Coming Back 


. . . New Post-War Model of these 
Famous Neoprene Housekeeping Gloves Meets 
Every Objection Women Have 
Had to Rubber Gloves 


Adhesive Tile Point 


Sets loose tile Sepaive rads 
ER ae C 
and linoleum. MBE over bathtubs, 
Prevents screws, J around kitchen 
m bolts and pipe = a sinks, pipes and 
Y joints from plumbing fix- 
working loose. D tures. 


neal Gosent aa 
CENTRAZ Brick Point +z 4 Remarkable New Sales-Making Improvements 
| siete in tre: greece, ol from +< New Advantages for Drug Jobbers & Retailers 


joints in fire- 
places, furnaces, ry cement floors. 
Sante pepe Seam “26 Set 

rators, ash pits, only limited quan 
kilns, ete. 35¢ d be available for awhile. Watch for announcement 
2 os of complete facts about this Pioneering new glove. 








Prices west of Rocky Mountoins, slightly higher 


ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
THE PIONEER RUBBER COMPANY 


A READY MARKET— ATTRACTIVE PROFITS 
ee ee ae Over Twenty-Five Years of Quality Glove Making 
CHRISTY COMPANY, INC. 4 Los Angeles 306 Tiffin Road, Willard, Ohio New York 








1417 PINE STREET <“%~+ + ST. LOUIS 3, Md. 
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Because Because 








his manufacturer the paint he sells is 
has not sacrificed preferred by more 
quality in wartime people than any 
to increase sales! other brand! 





Because Because 








at 








his manufacturer 
considers him first, 
refusing to sell new 
full-line accounts 
for the duration! 


Because 


the paint he han- 
dies has been con- 
tinually advertised 
through the war! 













| HE iS THE 
SHERWIN-WILLIAMS DEALER 


Dealers desiring to become Sherwin-Williams Full-line Dealers after the 
§ war should write NOW to The Sherwin-Williams Co., Cleveland 1, Ohio 


his Paint and Color 
Style Guides offer 
the most useful, 
constructive con- 
sumer service in 
the business! 



















PROFITABLE HARDWARE STORE ITEMS 


CANVA LASTIC waterproof- 





e 
or 3 hours. Not olly er 
WATERPROOFING vers 

flanings Binder Canvas | CELLTITE Damprocing water- 
Jints Torpaulins Canoes crete, stuceo, tile, brick. 
plaster, wood, plastics, base- 
ments, silos, gymnasiums, 
cement walks, driveways, 
plastered walls. 


EASILY a 
LONG 





Preserves Weatherprools 


Tons toner ferme, | RAIN SHED _ 


Makes Canvas ot and Pave 


SUN fatal dething MAKES” SHOES Here is a simple, low-cost electric hoist that can be 
Saeed be pa — \ ; hung up wherever loads are to be lifted, or lifted 
ER. and moved “Thru-the-Air” from one place to another 
“ALL THREE EXCELLENT ideal for loading platforms, etc. 
ane: ppm +o dbag ll — : : 00-pound 
rt The P&H Handi-Lift Electric Hoist has a 5 
tor beets, r * saddles, ae capacity . . . is available with bolt, hook or trolley 
oo a = Sapate © mounting . . . for hundreds of uses. Has simple 
ons rary commentent, prae- . one-hand rope control. red very 
i/ low. Handi-Lift Electric Hoists are 
x / a oe engineered and built by P&H, Amer- 
ica’s largest and oldest manufac- 


exposed to 
S # 1, SSS turer of overhead materials handling 
y equipment. Information on request. 


& SHOES 























Seld by jobbers everywhere. 
Inquire of salesmen. 


Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 


























“AVENT” Double Action Wins 


Instant Popularity! 





tandard Package 


AVENT while used as a flue vent also air conditions the 
kitchen by allowing natural chimney draft to remove cook- 
ing fumes and odors leaving air sweet and clean. The 
AVENT flue vent is made of heavy gauge steel and is 9% 
inches in diameter. Formed steel band fasteners provide 
four points of contact. Fits any flue opening. Three attrac- 
tive colors—white, green and ivory enamel. Prompt de- 
livery. Packed 1 doz. to carton. Send for literature and 
prices. 





THE METALOID CO. 
5815 Kinsman Rd. Cleveland 4, Ohio 
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OWL ben the ma gic music sounded, 
All the children danced with cheer— 
Forgot the dark and dreadful hours, 
Forgot the winter of the year.... 


This musical marvel brought joy into the 
household. The Organetta played any tune 
mechanicaliy—“perfect in time, execution and 
effect!” The manufacturer hoped that the sales 
would warrant the greatly reduced price, * * * 
Here’s hoping that the headlines in 1945 


BATHROGM AND KITCHEN ACCESSORIES - NOW IN WAR PRODUCTION 





JANUARY 18, 1945 


sound a happy note and bring joy back to 
America’s households. And that soon we will 
again be producing bathroom and kitchen 
accessories for you—perfect in timing, execu- 
tion and effect—priced»to warrant volume 
sales. . 








q 
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PURITAN Sash Cord is “built right” for 
long, satisfactory service. The PURITAN 
label is your assurance of good cord — 

well made— from quality materials. 
Puritan Cordage Mills, Inc., Louisville, Ky. 

. . » manufacturers of sash cord, clothes 


line, and braided and twisted cotton cords. 
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WHEN Your BUYER asks you for a flat bastard or any other 
file, you have a splendid opportunity to still further 
strengthen your reputation for quality merchandise by sug- 
gesting to him the best file value his money can buy,—a 
Heller NUCUT. 

But don’t stop there. Show him a few extra shapes, cuts 
and types of Heller NUCUTS. Explain how these will help 
him do his other cutting, shaping or metal finishing jobs 
faster, easier, better. The accompanying chart contains 
typical suggestions. 

Above all,—it will pay you to point out that the Heller 
NUCUT is a “two-in-one”’ file. It both cuts and smooths at 
every stroke because of its characteristic ‘“‘wavy-teeth” de- 
sign of both coarse and fine teeth. Your jobber will be glad 
to suggest the right stock to meet your particular customers’ 
needs best. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers — Good Tools Since 1836 


Newark 4, New Jersey ° Newcomerstown, Ohio 








When he asks you 
for a Flat Bastard... 





‘p P p 
PA A A 
T i . T 
- N X 
" 

T u M 
| Um SE 














Ul 


TYPICAL APPLICATIONS OF 
HELLER NUCUT MACHINISTS’ FILES 











FILING JOB SHAPE TO USE « 
Filing flat surfaces, and all’ Flat, Hand 
general-purpose work 
Keyways, slots, Pillar, Square 
similar work 
Narrow work requiring Warding 
thin file . 
Work requiring acute angles Knife 
Convex or concave surfaces Half-Round, Round 
Enlarging round holes Round 











WAVY-TEETH 
FILES 














Write TODAY for large FREE 
catalog and dealers prices of 
Poultry Farm Equipment Line 

















(375 items) that will increase 








your sales and profits! 
































Everything from Leg Bands 
to Prefabricated Buildings 








‘Double-Lever Action 
Gives Hand 


TON GRIP! 


Sy 


Does more 
things, easier and . 
quicker, than any 
other tool! 


Remains locked to the work 

with hands removed. Holds 
anything, any shape, with a 

grip that never slips. Is actually 
Hand-Vise, Clamp, Super-Plier, 
Adjustable End-Wrench, Pipe- 
Wrench, Locking Wrench and Toggle- 
Press—ALL IN ONE! Light, trim, 
handsome. Made of fine alloy steel. 
Zinc plated. 2 sizes—7” and 10”. 


TWISTING, BER 
CainPinG, ETC. 


Sold Through Tool Jobbers 
Petersen Mfg. Co., Dept. D-1, DeWitt, Nebr 











: 
NEW PORTABLE FENCER | 


| WINS FARM APPROVAL! | 


| This new Electrite Fence Controller has real cus- | 
tomer appeal and is a sure-fire seller. Take it 
| anywhere, completely portable! A 6 volt weather- | 
proof fencer in easy carrying case with handle. 
| Operates 15-25 miles of fencing. High and Low | 
shock terminals. Approved by Wisconsin In- 
| dustrial Commission for outdoor use and safety. | 


| seus at*1438 


SEE YOUR 
JOBBER! 


@ 
WHITEWATER, WISCONSIN 


iY “OLDEST ESTABLISHED ELECTRIC FENCE COMPANY 





GUARANTEED 


as TO QUALITY, 
FIT, AND FINISH 


ically all 
s are available for practi : 


- kers in No- 
sues. listers, middlebree e steel of the 


soft center Send today for 
highest qu@ 
catalog and 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S. A. (EST. 1873) 
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“I SAW TINY STRENGTH 
MADE MIGHTY... 


Action 


David Dietz, Science Editor of Scripps-Howard, 
begins a vivid report on the contribution of 
the engineer to the ancient art of rope making. 


“Have you ever seen a galloping steer 
stopped dead in his tracks by a cowboy’s 
lariat? Or a giant ship held to its pier by a 
hawser looking like the gossamer thread 
of a spider web? Why doesn’t it break 
under the terrific strain? 

“T found the answer when I visited the 
world’s largest ropemakers . . . Plymouth 
Cordage Company. There, I saw slender 
fibers from all over the world turned into 
rope so strong that it withstood a pull of 
over 100,000 pounds! 

“These fibers, inspected, re-graded and 
blended to Plymouth’s exacting stand- 
ards, were lubricated ‘with a Plymouth- 
developed oil. Then twisted into yarns, 
strands, and finally rope. Rope, upon 
which depends the lives of men and valu- 
able property . . . at sea, in the air, in 
homes, on farms, and in the factories of 
the world. 

“T realized why ropemaking at Plym- 
outh, simple to outline here, uses modern 
machines and skilled workmen . . . de- 
mands constant laboratory testing and 
development, and why Plymouth care- 
fully engineers each manufacturing step 
to give rope greater strength, more useful 
performance, longer life.” 
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PLYMOUTH 


CORDAGE PRODUCTS 
ROPE TYING TWINE BINDER TWINE 


\ ROPE YOU CAN TRUST 


Plymouth Cordage Company, Plymouth, Massachusetts. District Offices: 
New York, Chicago, Houston, San Francisco. Warehouse Stocks: New 
York, Boston, Philadelphia, Baltimore, Houston, Chicago, San Francisco. 
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Each and every shovel, spade and scoop 
bearing the name of a WOOD nation- 
ally known brand is built to withstand 
punishing use and wear. Blades are 
of special steels, precision tempered to 
super-toughness. Handles are of 
specially selected, thoroughly seasoned 
northern white ash, strong, resilient, 
long-lasting. Wood standards of manvu- ’ 
facture are unvarying. “If it’s made by 
WOOD— it must be good.” 


A National Organization Specializing Ex- 
clusively in Shovels, Spades and Scoops. 


STUART 
Closed-Bock Shovel 
with Steel |-Beam 
Handle Reinforcement 


WILSON 
Open-Back Shovel 
with Steel i-Beam ] 





WOOD's Exclusive Steel I-Beam. 
Handié Reinforcement. 


The finest extra-strength, 
extra-wear feature found 
In shovels and scoops. 
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— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released... 


New Sales-PULL is assured right now for 
the UNION Sporting Goods and tools you ’ve 
found so profitable in the past. We’ve been 
planning for you while producing for War, 
—new plans by old hands who know what 
sells; evolved from the merchandising ex- 
perience of 80 years. 


All the items in which UNION excels will 
sell faster than ever by their new-feature 
appeal plus accumulated demand for UNION 


ROLLER AND ICE SKATES, FISHING 
TACKLE, *CHISELS AND SCREW- 
DRIVERS, *HACK SAW FRAMES, 
GUN IMPLEMENTS. 

(*Available on priorities.) 
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SAFETY « REGISTER « TENSO + AMERICAN ° 
PATTERN 


WELOLESS CHAINS 
-a@ popular substitute 


© Made of formed wire or stampings in a variety of patterns 
and materials, AMERICAN CHAIN WELDLESS CHAIN has many uses 
in replacing manila rope or the smaller sizes of welded chain. 


e From time to time we have open equipment for manufactur- 
ing the chains shown above- American Pattern in steel, the 
others in steel and brass. This also applies to the ATTACHMENTS 
shown: “S” hooks, rope snaps, swivel snaps, rings, and certain 
special designs. 


© COTTER PINS—Campbell Hammerlock and Acco Regular—are 
available. These cotters are precision-made, therefore easy to 
insert, lock and remove. Packed in substantial boxes, clearly 
labeled. 


@ REPAIR LINKS—another timely item—are available in six sizes. 
ACCo links, with their long, tapering laps, can be closed cold or 
welded to make strong, safe repairs on broken chains. 


@ We will continue working night and day to relieve existing 
shortages and meet increasing demands. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Portland 
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Informal Editorial Comments . 


Just Among Ourselves 


. By Charles J. Heale, : Editor of HARDWARE AGE 












Hardware Attendance Very 
Large at the Chicago 
Housewares Show 


Not much merchandise available 
nor expected at an early date 


: = comments 


are being written as the big 
Chicago Housewares Show 
draws to a close. Attendance 
by wholesale and retail hard- 
ware distributors, from all 
parts of the country has been 
very heavy. Overall attendance 
has been the same. 

As an instrument for good 
will in the post-war relations 
of producers and distributors, 
the show was a great success, 
and probably worth while. 
However, most buyers are leav- 
ing here quite disappointed as 
they definitely could not buy 
much nor get very much en- 
couragement for early deliv- 
eries. 

Many manufacturers did not 
even have hand-made samples 
or anything very definite in 
the way of sketches to indicate 
what they might offer for post- 
war distribution. They used 
their so-called display rooms 
primarily as conference cen- 
ters. Even so, the show was 
crowded practically all of the 


time. Those who did have sam- 
ples, reasonably precise 
sketches or fairly well devel- 
oped programs to discuss 
seemed to have the advantage 
and the “big play.” 

The outlook is for con- 
tinued, and probably even 
more acute, shortages in 
wooden ware and metal house- 
wares lines according to ma- 
jority opinion. Not much re- 
lief need be expected for at 
least six months — perhaps 
longer. 

Everybody asked the same 
question: “When can we ex- 
pect deliveries?” and the fre- 
quent answer was “six months 
after the war in Europe has 
ended.” 

Despite these somewhat neg- 
ative aspects of the situation, 
it was quite clear that all 
wholesale and retail hardware 
distributors at the Chicago 
Show had enjoyed a substan- 
tial and profitable business in 
1944; had actually been able 
to acquire and sell surprisingly 
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good quantities of salable 
merchandise and are continu- 
ing to get, in small lots, enough 
goods to stay in business. 
The impact of the war has 
given both wholesalers and re- 


tailers a keener appreciation 
of the housewares potential 
through hardware channels 
and it is clear that such goods 
will play an increasingly im- 
portant and profitable part in 


x *x* * 





post-war distribution. This is 
especially important in view of 
the obvious increased interest 
in so-called hard goods or 
hardware lines by chains and 
department stores. 


‘Buyers Are Traveling— 
They Should Keep It Up:— 


[DURING the Chicago 
Housewares Show we 
had a fine opportunity to talk 
with a great many buyers for 
wholesale hardware firms. 
They came, literally, from all 
parts of the country and rep- 
resented houses of varying 
size. To a man they agreed 
they had done more traveling 
in the last two years than in 
the previous 10 years. A few 
had never done much traveling 
in their work until goods be- 
came scarce. In normal times, 
we know that many buyers did 
not get far from their desks 
very often and that this prac- 
tice was a vital factor in re- 
tarding competitive progress 
of the wholesale-retail hard- 
ware business. 


If wholesalers are going to 
efficiently perform their basic 
post-war function of keeping 
retailers competitive, their 
buyers must visit the markets 
of the country as well as man- 
ufacturing plants making the 
goods they sell or should sell. 
They will also have the obliga- 
tion of knowing what compet- 
ing channels of distribution 
are doing and at what price to 
consumers. 

The post-war relationship 
between buying and selling 
departments of wholesalers 
must be a closely cooperative 
set-up, the heads of which 
should have frequent exchange 
of opinions and experiences. 
Many wholesalers may ar- 
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gue that this has always been 
the practice. It has been with 
some, but it has not been a 
universal policy and should be 
in the jobbing fraternity. Both 
departments must think in 
terms of selling to and almost 
for the retailer, who in the 
main is not prepared to do the 
job himself. He must expect 


and receive from his chief 
wholesaler source of supply 
all of the merchandising as- 
sistance that a chain store 
branch gets from its headquar- 
ters. It is a big job and a 
worth while one and a “must” 
if the post-war hardware busi- 
ness is going to realize its full 
possibilities. P 








WARTIME STANDARDS OF LIVING 





REAL CONSUMPTION IN THE U.S.A. AND GREAT BRITAIN 
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Prepared for the Life Insurance Companies in America 
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Employing an index allowing for price changes and adjustments for taxes, 
we find real consumption in Great Britain declined steadily during the war 
to a 1943 level of 20 per cent under pre-war, compared with nearly 15 per 
cent gain in this country. These data are from U. S. Dept. of Commerce, 
Federal Reserve Bulletins and a British White Paper on War Finance. 
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... but that’s only part of the news! 


Lockwood has provided architects with Finishing 
Hardware Specifications in a new, original, simplified 
form. Something they have long wished for is now 
available for the first time. 


“Finishing Hardware at a Glance’’ is a visual guide 
to the selection of the proper types of locksets and hard- 
ware for six types of buildings: Apartments, Hospitals, 
Hotels, Institutions, Residences and Schools. It is a 
practical handbook of 20 pages in 9 sections for archi- 
tects. The ‘proper locks with either cast or wrought 
trim can be selected instantly. 


USE 


LOCKS ? 


HARDWARE MFG. CO. 


Division of Independent Lock Co. 


FITCHBURG, MASSACHUSETTS 
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‘Finishing Hardware at a Glance” in Sweet’s Archi- 
tectural File for 1945 is only one of many sales-building 
ideas embodied in the Lockwood Dealer Franchise Plan 
— just one more example of the help Lockwood dealers 
get from headquarters. . 


Architects working on postwar projects are using 
these simplified hardware specifications and are specify- 
ing Lockwood. 

Join with the Lockwood dealers who are getting these 


benefits! A few territories remain where Franchises are 
open. Yours may be one of them. 


LOCKWOOD HARDWARE MFG. CO. 
Fitchburg, Mass. 


Please have your representative call and explain the 
Lockwood Plan to me — no obligation. 


Hardware Age, January 18, 1945 
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- The Wholesaler’s Post-War) 0) 


By CHARLES L. WHEELER 
President and General Manager, 
The Salt Lake Hardware Co., 
Salt Lake City, Utah 


of his territory, his customers and 
their needs, renders a more valu- 
able service than any other type of 
retailer because that is his busi- 
ness. Then too, the hardware man 
stocks a greater variety of each 
item to choose from—he doesn’t 
merely carry a few volume sellers 
as is usually done by these high 
pressure merchandisers, who pick 
the “cream” items but do not back 
them up with the slower sellers 
and, particularly, with service 
items. 





CHARLES L. WHEELER 


Dangerous Psychology 


and distributing economies to hard There is a very dangerous and 
goods lines, such as the hardware —_ unfair psychology being fed to the 
HE hardware dealer 


dealer sells. public mind—that these high pres- 

and his principal supplier, the The one lesson which these new sure mass merchandisers sell for 
wholesaler, face a new type of suppliers have yet to learn the less. We answer this wholly false 
competition in the post-war period, “hard way” is that, while hard- conception by saying without fear 
which is causing some concern. ware is a large volume line, it re- | of successful contradiction that, 
The avalanche of advertising of quires intelligent selling and ser- | when each unit of the “manufac- 
hard goods lines by tire companies _ vice knowledge—it isn’t just hand- turer-wholesaler-retailer” method 


and oil companies has struck many ed out over the counter like a loaf of distribution functions reason- 
retailers cold with fear — that of bread or a bottle of pills, as | ably well and fairly close to its 
greatest of all obstacles to prog- some of these “super-merchan- potential possibilities, there is no 
ress. The facts are that these new disers” would have us believe. The other method of selling that 
competitors of the hardware salesperson selling hardware must _ places equal quality merchandise 
dealer actually have very little de- not only know the merchandise he __ in the hands of the consumer on a 





sirable merchandise to sell just js selling but he must also know ‘more satisfactory service basis or 
now but they use page after page §_ what to recommend for a specific at a lower cost. 

of beautiful multi-color advertis- job. For instance, there are many Hardware quality cannot be ac- 
ing, week after week, which is kinds of saws and planes and  curately seen with the naked eye 
obviously paid for out of war con- _ other tools which are made for _ by the experienced hardware man 
tract profits, in an endeavor to im- specific purposes and it is just as and, surely, the man on the street 
press the unsuspecting public that, important to know how to use and who buys these items only oc- 
because they are imposing factors _ get the most out of a given tool as _—casionally cannot be expected to 
in their own field—the rubber or _it is to offer it for sale. know why one hammer sells at 
the oil industry—they will like- Here is where the hardware $1.75 and another that looks quite 


wise bring new, unheard of values man, with his intimate knowledge similar sells for 69 cents. 


“They shall beat their swords into ploughshares ai 
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“The vital and essential function of the 
wholesaler has been proved beyond 
the shadow of a doubt in this country 
during the war. The wholesaler is 
just as vital in peacetime but he must 
fit his operations to the needs of his 
customers if he is to render to them 
the type of service and cooperation 
which force of competition demands.” 


In our own post-war program 
we are cooperating with our re- 
tailers and doing for them those 
things which they cannot economi- 
cally do for themselves. How can 
the wholesaler afford to do these 
costly things for the retailer? It 
is just a simple matter of arith- 
metic. If the wholesaler places the 
retailer in a position to meet all 
competition with equal quality, 
equal price, equal merchandising 
efficiency, equal advertising effec- 
tiveness and the superior knowl- 
edge of his many lines of mer- 
chandise, surely that retailer will 
see fit to concentrate a greater per- 
centage of business with that 
wholesaler. And when the whole- 
saler thus increases his volume, 
then greater sales will definitely 
provide a lower sales cost and he 
thereby acquires the additional 
profit with which to provide the 
dealer helps. 

There is no mystery about it— 
it is merely a case of being just 
as good merchandisers as those 
who would crash in on this busi- 
ness, then use to the limit all of 
the natural advantages which are 
already inherent in the hardware 
dealer. 

Some wholesalers shrink from 
doing these progressive things that 
help the retailer to be more suc- 
cessful, on the premise that when 
they have provided good service, 
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good merchandise and held their 
own distribution costs down to a 
minimum, they have fulfilled their 
function. 


Must Help Retailers 


I am violently opposed to that 
type of thinking on the basis that, 
unless the wholesaler takes the re- 
tailers by the hands and helps 
them meet their competition by 
doing for them those things which 
they are unable to do for them- 
selves, those same retailers will be 
forced to devise some other 
method of fortifying their posi- 
tion, either by group buying or by 
joining some cooperative move- 
ment, either of which would de- 
prive the wholesaler of the volume 
which he so desperately needs to 
keep his own operating costs at a 
minimum. 


Post-War Forum 
Hardware Age 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


The vital and essential function 
of the wholesaler has been proved 
beyond every shadow of a doubt 
in this country during the war. 
The wholesaler is just as vital in 
peacetime but he must fit his op- 
erations to the needs of his cus- 
tomers if he is to render to them 
the type of service and cooperation 
which the force of competition de- 
mands. 

In our own post-war plans we 
have provided these very things 
and our retailers can face the fu- 
ture with their heads erect and 
confidence in their hearts. We feel 
that to do anything less would be 
to shirk our duty as the retailer’s 


best friend. 








Join the Hardware Age Post-War Forum! 


The necessity for post-war planning, if we are to avoid hardship and 
disorganization after the war, becomes more and more evident every 
day. When peace comes to the battlefields another war will begin in 
the field of commerce. Competition will be greater than ever before 
and many new factors will enter into the business of distribution. All 
branches of business—manufacturers, wholesalers and retailers—should 


start making plans now. 


The Hardware Age Post-War Forum is devoted to an exchange of 


ideas on this vital subject of post-war thinking and planning. You are 


invited to take an active part in its deliberations and to contribute your 


ideas upon this important subject. 








and their spears into pruning hooks.”..... 
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How to Buy Surplus Consumers’ Goods 






From the J. §. Treasury Department 


Whom to contact to receive editions of The Surplus Reporter 
listing goods offered by the Treasury through its 11 regional 


offices of the Procurement Division. 
offered through the Treasury. 


A, pointed out in 


both the Nov. 9 and Dec. 7, 1944, 
issues of Harpware AcE the 
United States Treasury Depart- 
ment’s Office of Surplus Property 
is now issuing the Surplus Re- 
porter listing holdings of surplus 
stocks of consumer’s goods for 
sale in all of its 11 regions. Since 
only those items available in suff- 
ciently large quantities to make 
them of national interest are 
listed in the Surplus Reporter 
hardware dealers and hardware 


keep a personal check on their 
Regional offices to inform Trea- 
sury officials as to what particular 
products they are seeking. This 
suggestion is made because there 
are often available lots of mate- 
rial or goods of such limited 
quantity that it is impractical to 
give such offerings widespread 
publicity. 


How to Obtain Information 


Hardware dealers and whole- 
salers desiring information as to 
what surplus goods are available 


Classifications of goods 


should immediately contact their 
district’s Regional Director, Pro- 
curement Division, U. S. Trea- 
sury Department, so that their 
names will be placed on the mail- 
ing lists to receive those editions 
of the Surplus Reporter in which 
they are interested. Eight differ- 
ent editions will be offered to 
cover a like number of classifica- 
tions. 

Shown on this page is a map of 
the areas included in each of the 
11 regions. 

Listed are the individuals to 
whom requests for the Surplus 
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Map showing U. S. Treasury Procurement Division regions and offices. 
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gether with their addresses. Upon 
receipt of the editions of the Sur- 
plus Reporter in which they are 
interested hardware dealers and 
wholesale hardware houses should 
contact the regional office, for 
their district, and indicate their 
interest. If sale is to be made by 
invitation to bid, forms will be 
sent for that purpose. Where 
sales are to be made by fixed 
price, negotiation or other meth- 
od the prospective purchaser will 
be advised to that effect. 


Eight Classifications 


Although hardware dealers and 
hardware wholesalers will not be 
interested in all types of goods of- 
fered under the eight different 
classifications they are all listed 
in these pages, since even the 
Medical and Surgical classifica- 
tion includes some items handled 
by retail hardware stores and 
hardware wholesalers. 

Broad classifications under the 
eight groupings of surplus com- 
modities are Hardware, Furniture, 
General Products, Automotive, 
Machinery, Textiles and Wearing 
Apparel, Medical and Surgical, 
and Paper and Office Supplies. 


Hardware Classifications 
Listed under HARDWARE are 


the following general classifica- 
tions of goods: General Hard- 
ware; Barbed Wire, Nails and 
Fencing; Plumbing and Heating 
Supplies; Stoves (Cooking and 
Heating); Plate and Window 
Glass; Mechanical Rubber Goods; 
Refrigeration Equipment (Domes- 
tic); Harness and Saddlery; 
Household Kitchen and Table- 
ware; Musical Instruments; Small 
Arms and Ammunition; Sporting 
Goods and Recreation Equip- 
ment. 

Listed under FURNITURE are: 
Household Furniture, Office Fur- 
niture, Institutional Furniture, In- 
dustrial Furniture and_ Floor 
Coverings. 

Listed under GENERAL PROD- 
UCTS are: Containers—all kinds; 
Electrical Appliances; Lighting 
Fixtures; Radio Receiving Sets, 
Household; Optical Instruments 
Photographic 








U. S. Treasury Department 
Procurement Division 
List of Regional Offices 
REGIONAL OFFICE 


REGIONS 


REGION I 

Connecticut, Maine, Massa- 

chusetts, New Hampshire, 
Rhode Island, Vermont 

REGION II 


Pennsylvania, New Jersey, 
New York 


REGION III 


District of Columbia, Dela- 
ware, Maryland, N. Caro- 
lina, Virginia 


REGION IV 


Indiana, Kentucky, Ohio, 
West Virginia 


REGION V 


Illinois, Michigan, Minne- 
sota, North Dakota, South 
Dakota, Wisconsin 


REGION VI 


Alabama, Florida, Georgia, 
Mississippi, So. Carolina, 
Tennessee 


REGION VII 


Arkansas, Louisiana, Okla- 
homa, Texas 


REGION VIII 


Iowa, Kansas, Missouri, 
Nebraska 


REGION IX 


Colorado, New Mexico, 
Utah. Wyoming 


REGION X 


Arizona, California, 
Nevada 


REGION XI 


Idaho, Oregon, Montana, 
on 


J. D. Tompkins, Regional Director 
Procurement Division 

U. S. Treasury Department 

Park Square Bldg., Boston 16, Mass. 


Virgil J. Rader, Regional Director 
Procurement Division 

U. S. Treasury Department 

6lst Floor, Empire State Bldg. 
New York 1, N. Y. 


M. P. Shlesinger, Regional Director 
Procurement Division 

U. S. Treasury Department 

499 Pennsylvania Av., N. W. 
Washington 25, D. C. 


R. D. Schell, Regional Director 
Procurement Division 

U. S. Treasury Department 
Commercial Arts Bldg., 704 Race St. 
Cincinnati 2, Ohio 


F. A. Mapes, Regional Director 
Procurement Division 

U. S. Treasury Department 
209 S. La Salle St. 

Chicago 4, Ill. 


H. E. Harmon, Regional Director 
Procurement Division 

U. S. Treasury Department 
Belle Isle Bldg. 

Atlanta, Ga. 


Hamilton Morton, Regional Director 
Procurement Division 

U. S. Treasury Department 

609 Neil P. Anderson Bldg. 

Fort Worth, Tex. 


W. B. Edgar, Regional Director 
Procurement Division 

U. S. Treasury Department 
2605 Walnut St. 

Kansas City 8, Mo. 


Alden W. Pool, Regional Director 
Procurement Division 

U. S. Treasury Department 

7th Floor, Exchange Bldg. 

1030 15th St. 

Denver 2, Colo. 


John F. Hough, Regional Director 
Procurement Division 

U. S. Treasury Department 

30 Van Ness Ave. 

San Francisco 2, Calif. 


Orrin C. Bradeen, Regional Director 
Procurement Division 

U. S. Treasury Department 

2005 Fifth Ave. 

Seattle 1, Wash. 












Equipment and Supplies; and 
Live Animals. 

Listed under AUTOMOTIVE 
are: Motor Vehicles including Mo- 
torcycles; Automotive and Motor- 
cycle Parts; Automotive Equip- 
ment; Automotive Accessories; 


Tires and Tubes; and Tire Ma- 
chinery and Equipment. 
Listed under MACHINERY 


are: Construction 


Equipment; 





Mining Machinery; Farm Ma- 
chinery and Equipment; Indus- 
trial Trucks, Gas or Electric (Fac- 
tory and Warehouse). 

Listed under TEXTILES AND 
WEARING APPAREL are: Tex- 
tiles, Wearing Apparel and Foot- 
wear. 

Listed under MEDICAL AND 
SURGICAL are: Professional and 


Scientific; Instruments and Ap- 





paratus; Surgical, Medical, and 
Laboratory Supplies; Dental Sup- 
plies and Equipment; Drugs and 
Medicines; Toiletries, Cosmetics, 
Soap and Household Chemical 
Preparations. 

Listed under PAPER AND 
OFFICE SUPPLIES are: Paper 
(Fine and Coarse), Converted Pa- 
per Products, Office Supplies and 
Office Machines. 


Colorful Settings Help Double Sales 


In China, Glassware and Gifts 
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This shingle-like border attracts attention to this sidewall display. 


HE woman who buys dinner- 
ware, gifts or glassware likes 
to buy the items at a store where 
the articles are displayed color- 
fully. This has been the experience 


HE Bremmeyer-Bain Co., Peto- 

skey, Mich., displays samples 
of roofing high on a wall location 
near the center of the store and 
in full sight of a long wrapping 
counter where they may be seen by 
all customers. 

The firm buys roofing by the car- 
load and does quite a volume on the 
line. The wall samples displayed 
are all neatly blocked and bordered, 
with the prices displayed on neat 
cards and are clearly visible from 
the aisle below. Store officials say 
that the display results in many 
inquiries about roofing by its cus- 
tomers practically every day of the 
year. It’s an idea that has resulted 
in increased sales. 
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at the Wm. F. Kleinpell hardware 
store, Elkader, Iowa. The items 
pictured above are displayed in a 
distinctive way, with color being 
used to good advantage. The result 





has been that the store has attained 
a fine volume of business on china 
and gifts, practically doubling its 
gross during the war years. 

Mrs. Bruce Irwin, manager and 
the daughter of the late founder of 
the store, uses some simple and 
colorful effects in dressing up the 
china and gift department. For ex- 
ample a colored cardboard trim, 
resembling small shingles, is used 
at the top shelf of the display. This 
effect sets off the display as well 
and attracts the attention of cus- 
tomers very quickly. 

The china, glassware and gift 
items are displayed on glass shelv- 
ing and this makes for a very dis- 
tinctive appearance. The shelving 
is of various lengths. These lengths 
are so placed as to make a very 
pleasing display. 

A display area higher up carries 
a showing of pictures and refresh- 
ment trays, items which the store 
has found are very popular with the 
wartime public. 


Roofing Display on the Wall 


Attracts Patrons’ Attention 





The wall samples of roofing are blocked and bordered 
and serve to stop many of the passersby in the aisle. 
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George L. Nesbitt uses a 
permanent display to re- 
mind customers of their 
needs. It produces sales 


One of the store’s salesmen 
inspecting a new grate which 
has arrived for a customer. 
The firm does a considerable 
business in stove repairing. 


M ORE than 1500 


lengths of stovepipe are sold an- 
nually by George L. Nesbitt of 
Traverse City, Mich., along with 
other stove items. On some cold 
days—and it gets very cold in 
that section of western Michigan 
—100 to 150 lengths of stovepipe 
are sold. 

This store keeps part of its 
stovepipe lengths above the paint 
department on a deep shelf and 
often has as many as 500 to 600 
on display at one spot. Its con- 
stant presence in this spot helps 
to remind all stove owners that it 





JANUARY 18, 1945 


Sells 1500 Lengths of Stovepipe 
Annually—150 a Day Top Figure 


is time to get their stoves and 
piping in proper condition. 

In addition to handling a lot 
of stovepipe lengths, the firm also 
does a large business in repair 
parts for stoves. Often, in the 
fall of the year, one corner of the 
store will contain a heap of stove 
grates that have come in on or- 
der. 

A large number of the store’s 


oO Oo 


Stoves of the wood 
burning type find 
many customers in 
this part of Mich- 
igan. Both farmers 
and_ vacationists 
use them steadily. 


Oo Oo 








stove customers are farmers. 
Many of these men have large 
wood lots which need constant 
trimming and thus have much 
wood to burn for fuel. The farm- 
ers use a large number of wood 
and coal stoves, and there is a 
very large demand jn this part of 
the country for the small, wood 
burning “box” stove. At the Nes- 
bitt store there is always a row 
of these stoves on display. 
“Throughout the fall of the 
year we can always count on 
many farmers coming to our store 
every day for stove repairs or 
accessories,” says Mr. Nesbitt. 
“The chief need of many stove 
owners is grates and piping. We 
also have a large summer resort 
area in this section, and the small 
wood burning stoves are in de- 
mand for heating lake cottages in 
spring and fall and sometimes 
during cool summers. So far as 
vacationists are concerned, when 
they come to our store for small 
stoves and piping, they see other 
items they want to buy.” 


° 


















The first shelf is a 
few inches above the 
floor while the cen- 
ter of the display is 
at eye level. Adjus- 
table shelves make it 
possible to accommo- 
date practically any 
sized container and 
give the section a 
degree of flexibil- 
ity that is unusual. 


Changed Paint Department's Location 















And Sales Practically Doubled 


HEN William 


Bain, Elk Rapids, Mich., moved 
his paint department from a high 
location on the left side of the 
store and placed it within eye 
level on the right-hand side of the 
store, sales in that line practically 
doubled in a very short time. 

In its original location, the 
paint department was well near 
the front of the store, but it did 
not extend upward from the floor 
and did not catch the attention of 
people as they came into the store. 
Although the shelves were well 


stocked and neatly arranged, the 
stock was too Htigh. 

{In rearranging this department, 
Mr. Bain purchased a number of 
adjustable shelves from a grocery 
fixture house which had some 
usable material on hand. This 
shelving worked out very well for 
the display of paints. Due to war 
conditions, with paint containers 
varving in width and height from 
peace time containers, this ad- 
justable shelf feature has enabled 
him to make an excellent display 
setup. The store’s paint depart- 
ment is extensive and is always in 
neat condition. 


Flexible display at easily seen 
height helps build up section's 


sales for William Bain’s store 


The first display shelf now is 
only a few inches above floor 
level, so that the center of the dis- 
play is approximately at eye level. 
This attracts many paint pros- 
pects and makes it easy for them 
to look up or down and view the 
many kinds and colors of paints 
on display. 

Much of the store’s paint vol- 

(Continued on page 84) 
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Repair Service Helps Keep Farmers’ 


Equipment in Shape During Wartime 





\ HETHER it is set- 


ting up a 500 or 1000-chick 
brooder, repairing a washing ma- 
chine or servicing a milking ma- 
chine, the F. H. Retzlaff Hard- 
ware Co., New Ulm, Minn., can 
handle the job. According to 
Waldemar Retzlaff, who with his 
father, F. H. Retzlaff, operates the 
store, this service department 
plays an important part in keep- 
ing up local civilian morale. 

New Ulm is located in the 
heart of one of Minnesota’s best 
agricultural areas. The Retzlaff 
store has a large farm trade, and, 
in fact, maintains a separate farm 
department in the store. The ser- 
vice department is located at the 
rear of the farm department, while 
tin shop and other repairs are 


F. H. Retzlaff Hardware Co. does 
all types of work in its own 
shop and the customers’ homes 





The shop is well equipped for repair work of any possible kind. 


handled in a separate building 
across an alley. 

Farmers have a wide variety of 
repair work during wartime. They 
need plenty of attention on such 
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Alvin Rollof assembles an electric brooder of 1000-chick capacity. 






items as water pumps, milking 
machines and barn equipment, if 
they are going to be able to do 
their share to produce food. The 
Retzlaff firm will make trips out 
into the country districts to ser- 
vice milking machines, pumps and 
other items. Articles, such as 
washing machines, are picked up 
and brought back to the shop in 
town for repairs. Farmers are 
urged to bring in their washers 
and other appliances when they 
come to town, if possible. This 
helps to ease the manpower and 
delivery problem at the store. 
Mr. Retzlaff reports that farm- 
ers around New Ulm are willing 
to cooperate. Many of them come 
to town about once a week to get 
poultry, dairy and hog feed and 
other supplies and there is fre- 
quently room in the farm truck 


9 





for a washer or other appliance. 

The store sells many electric 
brooders, some of which have a 
500 or 1000-chick capacity. The 
larger brooders all are shipped 
knocked down and must be re- 
assembled by the service shop. 
This is work which is done by the 
crew during spare time. 

There are many stove repairs 
for a hardware store which is set 
up to handle such work. The 
Retzlaff store has sold a lot of 
stoves of all kinds during its many 
years in business, and now gets 
considerable work in helping to 
keep them functioning during the 
wartime emergency. Many wood 
stoves, for example, need new fire- 
pots and bolts occasionally as well 


Private Capital For 


EFICIT financing and govern- 

ment control of the flow of 
purchasing power will bring dis- 
aster to our economy if continued, 
W. Gibson Carey, Jr., president of 
Yale & Towne Manufacturing Co., 
warned the recent War and Recon- 
version Congress of American In- 
dustry. 

Describing governmental financing 
of private business as a trend to- 
ward dictatorship, Mr. Carey said 
that unless we are going to rely to 
a greater and greater extent upon 
such financing, we must make plans 
to induce private capital to flow into 
productive enterprise, adding: 

“Not only must we do this, but 
we must set up a system which will 
generate from year to year more 
risk capital for such investment. 
There is, I maintain, only one ap- 
proach which will solve the prob- 
lem, and that approach lies in what 
our Congress does with the tax pro- 
gram, plus what our whole national 
policy is toward the maintenance of 
a bullish rather than a_ bearish 
psychology.” 

Mr. Carey declared that if the 
Security and Exchange Commission 
“continues the attempt to extend its 
function, and in fact its control, 
thus disturbs the normal process of 
issuing new securities,” it will have 
an injurious effect on our whole 
economy. It would be to the advan- 
tage of the American people if Con- 
gress reviewed the whole status and 
function of the S.E.C., he said, ex- 
pressing belief that issues up to 
$1,000,000 should be excluded from 
S.E.C. supervision. 
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as other repairs. The service de- 
partment seasonally handles many 
such stove repairs. 

The store also sells stoves of all 
kinds on ration certificates and 
the service department is often 
called upon to set them up in the 
homes of customers. Much of this 
stove business is rural, so the ser- 





Production Enterprise 


“I want therefore to ask that each 
one of you concentrate his thought 
on this essential interrelation of the 
encouragement of old private capi- 
tal, and the formation of new private 
capital, not only with a prosperous 
society, but with a continuation of 
what we and our forefathers have 





vice men try to line up such work 
on a schedule to enable them to 
make a number of calls while on 
a delivery and installation trip. 
This saves gas and time during 
wartime. 

“We get a lot of small appli- 
ance repairs here,” says Alvin 
Rollof, manager of the farm de- 
partment. “We have a number of 
men in our organization who can 
handle small appliance repairs 
and this helps considerably. We 
take in many electric irons, toast- 
ers and other items for repair and 
folks are very glad to have them 
serviced. We try to give good 
service on all such items, for we 
know that both townspeople and 
farmers need such articles.” 


experienced as the basic freedoms 
of religion, speech and opportunity,” 
Mr. Gibson concluded. 

“Let us not fool ourselves, for it 
is absolutely inevitable that we face 
squarely in the post-war future of 
America the basic question of the 
relation of the individual to govern- 
ment. On the solution of that ques- 
tion hangs not only our future pros- 
perity, but our future happiness.” 





Booth Display of Utensils Aids Sales 


ITCHEN utensils, crockery and 
Colored pottery are displayed 

at the McCabe Hardware Co., Pe- 
toskey, Mich., in a booth arrange- 
ment, with two flanking sides, and 
this has helped sales considerably, 
according to T. E. Lesher, president. 
This sort of display, with the 
booth shelves and stripping painted 
at attractive white, gives personality 


to the utensils department and im- 
mediately attracts the attention of 
many women shoppers. Under such 
an arrangement, too, considerable 
merchandise can be displayed and 
still retain its identity with the main 
department. The flanking sides of 
the booth do not jut out too far to 
interfere with any floor of traffic or 
shut off view of other rear displays. 











ay adds individuality to the department and 
furnishes an air of privacy desired by many customers. 
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YOUR JOBBER’S 
SALESMAN 


There’s one man you can always 
look upon as a silent partner in 
your business. Although your job- 
ber’s salesman has no financial 
interest in your store, his services 
almost make him an active part-¢ 
ner. And what a grand job he per- 
forms. Did you ever stop to con- 
sider how much of your precious 
time it would take if you had to 
talk to a different salesman for 
each one of the lines your jobber 
carries? And that big catalogue 
of his means more than saving 
time. It means that, in one call, 
he can suggest allied products to 
those you already carry; he can 
recommend new products that fill 
a definite gap in your store; and 
drawing on his experience and 
knowledge, can suggest the best 
way to merchandise these prod- 
ucts. Selling, sales promotion, 
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merchandising, advertising, win- 


dow displays . . . all come within 
the jobber’s salesman’s realm. A 
big order, but one that he handles 
well. So, remember, if you will, 
the next time he walks into your 
store, that he is working with you 
and for you... to help you fur- 
nish the products and services 
that will keep your customers re- 
turning to your store again and 
again. 








During the week of 
February 8th, millions 
of boys in America, 
members of the Boy 
Scouts of America, will celebrate the 
35th anniversary of Scouting. The Boy 
Scouts of America is the largest uni- 
formed, non-military organization in 
the world, organized and dedicated to 
the building of strong, substantial citi- 
zens... “‘physically strong, mentally 
awake and morally straight.” 

There are undoubtedly one or more 
Boy Scout Troops in your community 
and they represent a profitable market 
for camping and sporting goods. Why 
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not make it a point to visit at one of the 
Troop meetings, get to know the boys 
and talk to their Scoutmaster. You will 
find that part of their training program 
includes many Merit Badges in athlet- 
ics which require sporting equipment. 
They have a Merit Badge in Marks- 
manship which necessarily requires 
rifles, ammunition, and a shooting 
range. Why not help them to have their 
own shooting range after the war? And 
when the day comes when you can sell 
them all the equipment they need, you'll 
find they will come to your store for 
their favorite Remington rifles and am- 
munition. 





FEBRUARY 8th TO 14th IS BOY SCOUT WEEK | 











HOW MANY SHOT SHELLS 
NEEDED 10 MAKE AN 
AFRIAL GUNNER GOOD? 


Clay target shooting plays an impor- 
tant part in training aerial gunners. 
How many shells does it take to make 
a good wing shot of a man who has 
never handled a shotgun before? 

In peacetime, it’s estimated that a 
“green’”’ clay target shooter needs to 
shoot some 3,000 shells before he’s a 
better-than-average shot. But, with the 
expert wartime training that aerial gun- 
nery trainees get, they become top- 
notch wing shots after firing less than 


1,000 shots in a matter of weeks! 


That’s where Remington Shur Shot 
trap and skeet loads are going these 
days—to the armed forces for aerial 
gunnery training. 

Shur Shot trap and skeet loads with 
New Remington Crimp eliminate the 
top wad which causes blown patterns. 
They have proved, over and over, that 
they deliver an even pattern of shot 
that smashes targets. And you can bet 
that thousands and thousands of aerial 
gunners will join the ranks of enthusi- 
astic Remington firearms and ammu- 
nition customers after the war. 


ee 
“‘Why don’t you give that salesman 
all your business? He hag such a 


wer 


nice smile!’’ 





Shur Shot is Reg. U.S. Pat. Off. by Remington 
Arms Co., Inc., Bridgeport 2, Conn. 
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This Hardware Dealer Derives Profits 


From Many Outside Activities 


J. P. Wisler of Mancelona, Mich., owns 
and operates a feed store and cheese 
factory, is organizing a frozen food 
locker business and expects to enter 
the lumber business after the war 


~ ll and again one 


hears how enterprise and _initia- 
tive as American 
citizens have brought success to 
the individual and prosperity to 
workers and a community. The 
remarkable thing about the exer- 
cise of enterprise is that it is not 
confined to large cities. There are 
numerous examples of it in hun- 
dreds of small American towns 
and cities. 

Let us take a specific case. 
Mancelona, Mich., is a small town 
with a population of 1167. It 
lies inland from the east shore of 
Lake Michigan about 30 miles. 
The chief sources of trade come 
from lumber, agriculture and sum- 
mer resort trade. On the main 
street of the town is the Wisler 
Hardware Co., operated by J. P. 
Wisler. 

Mr. Wisler is a man of energy. 
In the many years he has lived 
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there he has slowly built an ex- 
cellent hardware business for a 
town of that size. He has had his 
troubles, for Mancelona was hard 
hit during the depression years. 
Unemployment was prevalent and 
trade declined. Mr. Wisler, how- 
ever, stuck to his guns, merchan- 
dised intensively and, when the 
war came, he was in a position to 
expand his business. 


Enters Feed Business 


A couple of years ago, a local 
cooperative organization, .which 
had constructed a large building, 
failed. Mr. Wisler investigated 
and decided to buy it and to re- 
sume feed operations there, using 
as a nucleus the feed volume 
which the former cooperative had 
built up. He hired an experienced 
feed man as manager, who has 
brought the feed business along 
very profitably. 

During the past year the feed 
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J. P. WISLER 


establishment, the Wisler Farm 
Store, has taken on the storing of 
milkweed pods for the government. 
In the fall of 1944 this store 
gathered and stored 10,000 bags, 
for which it received 6 cents a 
bag. School children for miles 
around brought in their bags of 


Ye ae ee 


Bags of milkweed pods, gathered by local school children last fall and 
sold to the government. 


Fully 10,000 bagsfull of pods were collected. 
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Another spot 





where plastics are 
BETTER! 


Formica plastic push plates have valuable 
qualities that were never available in a push 


plate before. 


They can be had in colors to harmonize with 


any door or decorative scheme. 


They are not brittle and will stand a lot of 


hard knocks without cracking or breaking. 


They do not need to be laboriously polished 


THE FORMICA INSULATION COMPANY ° 


but can be cleaned by a quick swipe of a 
damp cloth. 


On some of the busiest doors in the world 
in great restaurants arid hotels they have 
served for years without in any way chang- 
ing their appearance or losing their charm. 


For sale through hard- 
ware jobbers, individ- 
ually packed in stand- 
ard sizes and colors.. 





561 SPRING GROVE AVENUE, CINCINNATI 32 
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The Wisler Feed Store has been profitable ever since it was started. 


milkweed. This operation brought 
considerable publicity to the Wis- 
ler Farm Store, for articles were 
published concerning the event in 
the local newspaper and many 
people came to the mill to see the 
bags hanging against the side of 
the building. 

During 1944, Mr. Wisler met 
a Wisconsin cheese maker, who 
wondered why cheese factories 
had never been started in that 
section of Michigan. Prior to 
that time, it had always been the 
practice for local farmers to sell 
their cream by the can and use 
the skim milk for other purposes. 
The Wisconsin cheese maker and 
Mr. Wisler saw no reason why 
the farmers could not sell whole 
milk to a local cheese factory. 

Such a plant, Mr. Wisler be- 
lieved, should work ott well in 
the post-war period for it would 
bring many more farmers to 
Mancelona regularly with their 
milk, and this increased traffic 
would help build the town’s trade. 

There was a building near the 
Wisler Farm Store which was 
purchased at a reasonable price. 
Then came the problem of buying 
scarce cheese making equipment. 
Mr. Wisler hired the cheese maker 
as manager of the new factory 
and this man went back to Wis- 
consin with a truck and bought 
enough used cheese manufactur- 
ing machinery to start the small 
Mancelona plant. In the middle 
of October, 1944, the cheese fac- 
tory was openéd and immediately 
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attracted a fine volume of busi- 
ness. 

Mr. Wisler is also a man who 
looks ahead. At the same time 
that he planned his cheese fac- 
tory he also acquired enough 
land so that he could put up an 
addition, when warranted, to in- 
stall about 250 frozen food lock- 
ers. He thinks the two organiza- 
tions can function very well, and 


that farmers will be quick to use 
such lockers, as will townspeople. 

Farmers who haul milk to the 
cheese factory and who call for 
feed and farm supplies at the 
Farm Store, most certainly should 
be ‘interested in stopping at the 
Wisler Frozen Food Lockers to 
put in meat or take it out. And 
downtown is the Wisler Hardware 
Co. where farmers can stop for 
stoves, appliances, paint and 
other items. Plans are under way 
to have frozen food lockers in- 
stalled by next summer, if he can 
get the necessary materials and 
signers. Under war conditions, 
the prospective owner of a locker 
plant must have a certain per- 
centage of renters signed up in 
advance. 

For a number of years, Mr. 
Wisler has bought and sold farms 
in this area, while operating his 
hardware store, too. He also has 
planted large acreages to potatoes 
and made money on the ventures. 

“T like to keep busy,” says Mr. 
Wisler, “and I find plenty to do 
around this town. Right now I 
am thinking of going into the 
lumber business after the war. 
There seems to be an opportunity 
for such a setup in this town.” 





Changed Paint Department's Location 
And Sales Practically Doubled 


(Continued from page 73) 


ume in this little town of 500 
population is sold to farmers and 
resort owners. Elk Rapids is one 
of the key towns on an important 
Michigan highway running from 
Traverse City to the famous sum- 
mer resorts at Charlevoix and 
Petoskey and Mackinaw City. 
With trade balanced between rural 
and resort trade, most stores in 
this area of Michigan find that 
they can have a good 12 months’ 
business if they stock the proper 
items and merchandise them prop- 
erly. 

The Bain store is known as 
“paint headquarters” for the dis- 
trict, because of the store’s large 
paint stock and the willingness of 
the owners to help paint pur- 
chasers to solve painting and dec- 
oration problems. Accessories, 
such as sandpaper, turpentine, oils 
and brushes, are always suggested 


at the time of sale, so that cus- 
tomers do not have to make extra 
trips back to the store. This sort 
of service is appreciated by pa- 
trons. 


Retiring National Debt 


HE Republican Committee of 

the House, which is studying 
post-war taxation, is giving serious 
consideration to a program for retir- 
ing the national debt at a rate of 
one per cent annually over a period 
of 100 years. Assuming a national 
debt of $300 billion, this would 
mean an annual payment of $3 bil- 
lion for retirement of debt. Esti- 
mating the interest payments on 
this large debt as $6 billion each 
year, the total expenditure of the 
federal government for debt alone 
would total $9 billion. Besides this 
sum there would be expenditures for 
the normal functions of government. 
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HEATERS 








Any dealer who has 
the inside story on 
Evanair has a right 
to be as happy as a 
lark. He’s sure of 
big things in home 
heating equipment 
when two such out- 
standing organizations as Westing- 
house Electric Supply Company and 
Evans get together to sell America 
on Evanair. 


Talk to your Wesco representative at 
the earliest opportunity. You'll be 
amazed at the new beauty, new 
features, new sales opportunities in 
Evanair. There’s nothing like it on 
the market—or in the making. You 


Manufacturers of Home 
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will realize there’s real capital in 
Evans wartime achievements in heat- 
ing equipment for tanks, trucks, 
ambulances and soldiers’ huts. You 
will learn of features, developed from 
those achievements, which revolu- 
tionize space heater efficiency and 
assure complete customer satisfac- 
tion. All—in addition to the famous 
time-tested, fan-forced, circulating, 
floor-level heat originated by Evans. 


EVANAIR DIVISION 


EVANS PRODUCTS 
COM PANY 


DETROIT 27, MICHIGAN 


Get in on the ground floor now. We’re 
all set to go the moment government 
restrictions are lifted. You'll be 
vitally interested also in the broad 
advertising and merchandising pro- 
gram plafined for Evanair . . . the 
unusual profit opportunities that 
await you. 


Ask the nearest Wesco distributor if 
the Evanair franchise is still avail- 
able in your city—or write Evans 
today. Also ask us for the handy Heat 
Loss Indicator which makes it easy for 
you to figure the proper size heater 
for each customer’s needs. It’s copy- 
righted—and FREE! Write to Evans 
Products Company, 15310 Fullerton 
Avenue, Detroit 27, Michigan. 


Heating Equipment 





Oster quality — standard of depend- 
ability in che hair-cutting profession 
for more than 20 years — is a big 
reason why Oster Hair Clippers have 
been preferred by both buyer and 
user... And why you can count on 
them for profit, freedom from serv- 
ice worries, and repeat business. Ask 
your jobber to let you know when 
Oster Hair Clippers are again avail- 
able. Then stock and promote them. 





Another Oster Product to remember 
for post war selling! Massagett — 
enables all to enjoy regular profes- 
sional massage in the home. 


JOHN OSTER MFG. CO. 
RACINE WISCONSIN 
H-T 
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- Post-War Public 
Will Seek Quality 


By P. O. RIAL 
Secretary, 
Weed & Company, 

Buffalo, N. Y. 
ONSIDER the average hard- 
ware dealer’s present inven- 

tory predicament. He is even lucky 
to have an inventory that could be 
considered fairly representative. 
“Anything to sell,” regardless of 
quality or material. That has been 
the motto. 

Most of the wholesalers, and we 
mean those staunch older houses, 
have steadfastly held to the prin- 
ciples of quality, refusing to fill 
their shelves or bins with imitation 


or inferior goods. The theory being ° 


“don’t let us get caught with a large 
stock of the above type of merchan- 
dise”, which would immediately re- 
vert to the junk pile as soon as the 
run of good merchandise begins to 
flow even if only moderately. 

Make no mistake about it “John 
Q. Public” will be in the mood to 
buy quality merchandise. After 
having been deprived of good arti- 
cles and being put: off with “any 
old thing”, isn’t it reasonable to 
suppose he will buy the best and 
lasting types of merchandise? This 
goes for farm, home and garden 
uses. Particularly will this apply to 
the farmers who have their ideas set 
on modernizing their homes and pro- 
curing all the home comforts en- 
joyed by city dwellers. 

Back to the question of dealers’ 
stocks—every dealer should make it 
his creed to select every item more 
carefully than ever before. See to it 
that you do not stampede yourself 
into taking some line you'll even- 
tually have to throw overboard. Plan 
to have the most saleable merchan- 
dise you ever owned in your store. 

Be sure that you are bound to 
enjoy the largest trade ever known 
in the line. Your store equipment 
should be.of the best and handiest, 
calculated to display and sel! mer- 
chandise and your advertising plans 
should be made to suit the new 
trends bound to appear. 

Remember be sure to “get set” for 
the fastest race you’ve ever experi- 


enced. 





The Patent System 


HE patent system will take on 
a greater importance after the 
war than ever before George L 
Haight, president of the Wisconsin 
Alumni Research Foundation, pre- 
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dicted recently before the War and 
Reconversion Congress of American 
Industry. 

Reviewing the patent laws and 
their benefits from early Colonial 
times, Mr. Haight said it must be 
plain that in its fundamentals and 
in its basic purpose our patent 
system must continue. He declared 
the patent system had overwhelm- 
ingly proved its worth in the last 
century. 

“The most important frontiers 
ahead of us now lie in the minds 
of American inventors,” Mr. Haight 
asserted. “It is through protecting 





their work for a limited time that 
encouragement for still further ad- 
vances will be given. Patent owners 
should endeavor to make that patent 
system perform its accelerating 
function.” 


MOBILIZATION DIRECTOR 
Byrnes stated in a recent report on 
government plans for reconversion 
that, although administration off- 
cials propose to relax economic con- 
trols when the European war ends, 
they do not expect to relinquish the 
basic authority under which the con- 
trols have been exercised. 





HOMER G. SNOOPSHAW says: 


“Last year we showed folks 12 mighty 





important reasons why batteries are scarce. 
Burgess ads ran in 31 national magazines 
and 1,629 weekly newspapers that go to 
12,000,000 readers. Here’s another ad 
that tells your customers why Burgess 














Batteries are War Batteries!” 


HE HAS YOUR BATTERY 


Men’s lives depend on supplies by air when advance combat units are 

cut off in enemy territory! Battery-powered parachute lights quickly 

guide these fighting men to essential food, ammunition and medical 

equipment. Batteries help light the way to Victory on every fighting 
front—that’s why they are not available here at 
home. Use your batteries sparingly... keep them 
cool and dry. Burgess Battery Company. 


SURGESS 
UNI- CEL 


Y 
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Think Twice Before You Travel! 


BURGESS BATTERIES 


IN THE NATION’S SERVICE 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 











Late February—Poultry Supplies, Waxes 
And Sugar-Making Equipment 
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POULTRY 
SUPPLIES 
WINDOW 


MERCHANDISE: 


Brooders, stove pipe 
and accessories. 
poultry netting, feed- 
ers, waterers, roll 
roofing, glass substi- 
tute, egg cases, as- 
bestos wicks, brood- 
er thermometers and 
thermostats, chick 
feed. 


BACKGROUND: 


Center panel of yel- 

low corrugated board 

or painted wallboard. 

Side panels of light 

green corrugated ma- 

terial. Cut-out letters 
in dark green. 








FLOOR WAX 
AND 


POLISH 
WINDOW 


MERCHANDISE: 


Floor wax in paste 

and liquid form in all 

size cans. Also rental 

floor waxers of differ- 
ent types. 


SUGAR 
MAKING 
EQUIPMENT 
WINDOW 


MERCHANDISE: 


Syrup cans, galvan- 
ized pails, sap spouts, 
axes. 


BACKGROUND: 


Center panels of dark 

yellow corrugated 

material or painted 

wallboard. Side strips 

of light yellow mate- 

rial. Cut-out letters 
in dark green. 
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NEED PROTECTION 
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YOU MAKE 66/.% 


YOUR PROFIT ‘7.20 
YOU INVEST ‘10.80 


(LIMITED SUPPLY — DEALERS ONLY) 


IN YOUR POCKET 


Here’s the kind of packaged deal that helps keep STAR hack 
saw blades a fast-moving, profitable item, in any dealer’s store. 
It means MORE and EASIER PROFITS to you. 


You pay only for the STAR blades, $10.80 (112 gross of the 
widely accepted, STAR Unbreakable Special Flexible Hand 
Hack Saw Blades) — and get this attractive, full colored — self 
service — counter display absolutely FREE. 


It’s a money maker —to the tune of $7.20 clear profit on the 
resale price per deal of $18.00. Customers will keep right on 
buying STAR hack saw blades too, month after month — with- 
out any effort, for the display commands attention, acts as a 
reminder of their metal cutting needs and is built to last — and 
that means repeat sales, greater profits for you — longer. 

.< x 


‘Here's a saleable product for a humgry market —huge profits for 

R dealers. Get in on this STAR deal today. Order from your STAR 
rem salesman and get this free display working for you. If your 
local distributor cannot serve, you fill in and mail the coupon to us 
at once —act today. 


A CINCH TO SET UP => 


Comes in one piece, nothing to , just swing down 
one easel hinge and display is — to use. To load 
merely open two standard boxes of blades, tear off ends 
and drop boxes into position. No need to take biades out 
of box. Blade withdrawal is a fingertip operation, open 
front display window gives customer full vision of actual 
merchandise. You can see entire stock from the back. 


STAR BLADE DEAL 
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STAR DEAL—PUTS MONEY 


Jobber Salesman Name 


es ADES 
~ HACK SAW BL LAST 
LONGER 
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It’s sturdy, compact and lithograp!:ed in four brilliantly 
attractive colors... puts STAR hack saw blades “up 
front”... commands attention from great distance... 
makes buying easy .. . display sells itself. Holds not one 
but two full standard boxes (1 gross) of STAR blades. 











IMPORTANTI To get fast delivery of STAR Deals retur 
pe ane, local sone? or in mae Pponget ee oy 
ou, mai direct to us pment 

STAR Distribvise, ‘Where no distributor Is available ~ 
reservé the right to ship direct, C.O.D. plus shipping cost. 
Mail To Your Distributor Or 

CLEMSON BROS., INC., MIDDLETOWN, N. Y. 

Rush (No.)______new STAR BLADE DEALS, at $10.80 
per deal. Total (¢______). It’s O.'K. to ship C. O. D. 
plus shipping costs. My jobber cannot serve me. [7] 
Dist 7s 4. 
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Hardin 


President, Amarilo Hardware Co. 
Amarillo, Texas 








Makes This Post-War Forecast For His Heating Sales: 








“We Expect To Increase Sales 
Many Times Over, With Coleman 
Floor Furnaces and Oil Heaters”) : 





Nov 
“It has been our privelege and pleas- larity, the ease of selling, the free- Heaters; GAS, OIL and LP-gas Floor 
ure to furnish dealers in the territory dom from service complaints, and the Furnaces, Water Heaters, and Central a dz 
which we serve many thousands of profit produced by these Coleman Heat Plants. This franchise is awarded 
Coleman Floor Furnaces and Coleman _ lines. And they know how these lines, to aggressive dealers who can qualify mot 
Oil Heaters in the past,” says this backed by Coleman’s aggressive mer- and handle the volume of Coleman 
Southwestern hardware trade leader. chandising, will help them get maxi- business they can easily develop. Write cool 
“We, and our dealers, expect to in- mum volume in the huge waiting post- us for the name of your Coleman dis- 
crease our sales many times over in war market. tributor, who can tell you the complete you 
the post-war period. Good aggressive Col franchise dealers are being story of the Coleman epportunity in 
dealers will make no mistake in sign- appointed now by America’s leading the waiting billion-dollar home-heating JOE 
ing a Coleman franchise now.” distributors for post-war sales of these market. Coleman Lamp and Stove 
Mr. Hardin’s dealers know the pop- Coleman Heating Appliance lines: Oil Co., Dept. HA-13X, Wichita 1, Kansas. for 1 





THE COLEMAN LAMP AND STOVE COMPANY - 


THE “HOT” NAME IN HOME HEATING a olem an 






WICHITA 1 » CHICAGO 11 * PHILADELPHIA 8 « LOS ANGELES 54 * TORONTO, CANADA 
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IT MAY BE MORE THAN A PICTURE...SOON! 


Now that limited production is authorized, 


a day is coming when you'll be back in the a 
money-making business of selling aluminum (} 


cooking utensils like this. Then, as always, THE GUARANTEED ALUMINUM 
you can rely on the MANUFACTURER- A MIRRO PRODUCT 


JOBBER-RETAILER system of distribution 


for thoroughly efficient, dependable service. 
ASK Bare | COMREF 
YoUR/O, BER THE POPULAR ALUMINUM 


oc ea wii Wy MG oO ” ” Fei 
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A section of* the 
sidewall devoted 
to glassware and 
containing high 
priced articles. 
China, glassware 
and gifts are to 
be found on the 
right and it's 


with the ladies. 


Fixtures of this 
type are used to 
advantage in dis- 
playing various 
glassware items. 


Dhxiis V. FISH- 


ER of Independence, lowa, be- 
lieves that the small town house- 
wife wants to buy china, gifts and 
glassware in a neat, clean store 
which has a varied stock and dis- 
play equal to large city stores. 

Furthermore, he believes that 
the small town housewife will pay 
as much for these items as those 
in the cities and that her tastes in 
such things is also comparable to 
that of city women. 


Mr. Fisher has revamped his 
store entirely to appeal to women, 
increasing his china, glassware 
and gift lines until they take up 
about 35 per cent of his first floor 
store space. The move has paid 
him well, for women come from 
considerable distances to buy at 


China and glassware is shown on 
glass shelves. Surplus stock is 
featured at below counter level. 
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his store. His business on these 
lines has more than doubled since 
the changes were made. 

Mr. Fisher has managed to 
keep varied stock in these items 
by being a volume buyer since 
the early days of the war. Up 
until the present time, he has been 
able to give his customers excel- 
lent service on almost any item 
in the lines they desire. 

To show what good merchan- 
dising will do, consider for a mo- 
ment that the store sells single 
glassware pieces for $2.95 and 
quite a number of them. This is 
quite unusual for a small town, 
yet experience has shown that 
small town housewives will buy 
such items when salespeople sug- 
gest the quality articles. 

When it comes to china, the 
store has sets which range from 
$5.95 to $49.95. 

“We have always gone after 
the eustomers who will buy high 
priced glassware and china,” says 
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Is | 35 Per Cent of Floor Space 


China and glass- 
ware are featured 
on tables at the 
front where they 
attract plenty of 
attention. These 
displays are not 
allowed to remain 
too long and are 
constantly being 
rearranged. 





Donald V. Fisher also features 
glassware and gifts in first 
floor department. Sales have 
doubled in rearranged section 


Mr. Fisher. “Naturally there is 
more profit in large sales and we 
have always felt that we could sell 
these high priced lines in our 
store. We have tried to make it 
a headquarters in this area for 
fine china, glassware and gifts. On 
the other hand, we don’t neglect 
the customer who buys items 
from $1.00 and up. We want his 
business, too. But we think it’s a 
mistake to concentrate only on 
low price items when the higher 
priced ones can be sold as well.” 

Mr. Fisher sees an excellent fu- 
ture for the post-war hardware 
store that sells china, gifts and 
glassware and merchandises’ it 


properly and he plarfs to increase 
his stocks during the post-war 
era. He now has had enough ex- 
perience to know what sells in his 
area, he declares. Using this ex- 
perience as a guide he can expand 
carefully and get more business. 


The china, glassware and gift 
section is a model of neatness and 
orderly, attractive display. To 
give an idea of the large stock 
of these items, including colored 
pottery, which Mr. Fisher dis- 
plays, it can be said that he has 
nine wide wall sections devoted 
to a showing of it, besides five 
tables. Not only that but the low- 

(Continued on page 97) 
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SOON ... after victory in Europe... two types of 
Arvin Portable Electric Heaters will be coming to you 
and your customers. Arvin production will be ready to 
roll—when production can begin. Arvin national con- 
sumer advertising will be ready to ran—when consumer 
selling begins. And you who have these fine heaters on 
order will make some fast profits when your stock comes 
in. Maybe you’ve already placed an order with your 
Arvin distributor . . . or it might be well to do so now. 


FAN FORCED 


®Three models of this popular type of heater will be 
available to chase the chills from bathrooms and bed- 
rooms—heaters that sell like “hot cakes” for homes, offi- 
cesystores, trailers, camp cottages and many other uses. 























RADIANT 


®A heater that serves as a portable electric fire- 
place for any room in the home — for offices and 
many other places. Your sales opportunity is big. 


Te OLN ALIN MEPS sy 


Products Coming from NOBLITT-SPARKS INDUSTRIES, Inc., Columbus, Indiana 

ARVIN Radios, Metal-Chrome Dinette Sets, Metal Outdoor Furniture, Electric Heaters and Appliances, Laundry Tubs, Car Heaters and 

other Equipment for Homes and Cars... also Metal Tubing and Stamping Assemblies for Automotive and Other Manufacturers 
+++ Twenty-five years of experience in manufacturing and merchandising—11 plants in five Indiana cities. 
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HENRY H. MORSE 
President 


WV rationing and 


production, reconversion and post- 
war sales and production problems 
were the chief topics of the recent 
12th annual meeting of The Insti- 
tute of Cooking & Heating Appli- 
ance Manufacturers. Attended by a 
large number of manufacturers and 
suppliers, the meeting was held at 
the Netherland Plaza Hotel, Cincin- 
nati, Ohio. 

In his address, keynote of the 
convention, Lyle Harvey, president, 
Bryant Ileater Co., Cleveland, Ohio, 
urged that American industry face 
its manufacturing and marketing 
problems boldly, trying to do a real 
salesmanship and cost reduction 
job. Ile said that, “The postwar 
period will provide unequaled op- 
portunity for manufacturers to build 
prestige and reputation on quality 
merchandise” therefore manufactur- 
ers should in the reconversion pe- 
riod concentrate on production effi- 
ciency, improved quality and cost 
reductions. 

Outlining 1944 progress in sim- 
plification and liberalization of pro- 
duction orders, John E. Russell, 
president, Majestic Mfg. Co., St. 
Louis, Mo., and retiring president of 
the association, discussed modifica- 
tions of the stove ration order and 
commended OPA (for its fight 
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Stove Makers Pledge Utmost 
Production Effort for 1945 


Discuss rationing, production orders, post 
war sales possibilities and things learned 
during the war which may help industry in 
post-war days. Henry H. Morse, Florence 
Stove Co., succeeds John E. Russell, Majestic 
Mig. Co., as president of the Institute. 


against inflation. However, he held 
that the stove industry must be per- 
mitted upward price adjustment, in 
line with increased costs, lest re- 
conversion be hampered. Fourteen 
new members during 1944 brought 
the Institute’s membership to the 
largest in its history. 

Edward P. Wells, sales manager, 
Ben Greenberg & Bro., Chicago, IIl., 
urged preparation, now, to meet re- 
conversion problems. Manufactur- 
ers should delegate planning prob- 
lems to responsible individuals; 
make market studies to determine 
sales potentials; promptly train peo- 
ple responsible for new products 
and markets; anticipate and inter- 
pret consumer need and _ taste 
changes; compare selective and gen- 
eral distribution; concentrate on 
best sellers; check potential sales 
increases possible by reduction of 
costs; maintain dealer goodwill 
through salesmen and advertising 





SAMUEL DUNCKEL 
Managing Director 









FOSKETT BROWN 
Secretary-Treasurer 


at present and eliminate non-essen- 
tial and wasteful practices. 

Lessons learned by stove manu- 
facturers during the war which may 
benefit them in post-war times were 
discussed by Arthur Stockstrom, 
president, American Stove Co. In- 
spection methods were improved, 
production engineering enabled 
quick action and improvising to 
meet war conditions and needs. As 
the result of cost-plus contracts, 
manufacturers learned much regard- 
ing allocafion of overheads to any 
type of production. He touched on 
materials handling improvements 
and the study of human relations 
whereby employees are placed to 
obtain maximum utilization of their 
abilities. 

The filing of manpower clearance 
applications (WPB Form 3820) 
was explained by J. B. Montgomery. 
Industrial Allocation Division, 
WMC. 

Other principal speakers includ- 
ed: Franklin Johnston, publisher, 
American .Exporter, New York 
City; C. F. Mugridge, Rogers & 
Slade, New York City, manage- 
ment consultants; Dr. G. H. Mc- 
Intyre, director of research, Ferro 
Enamel Corp., Cleveland, Ohio; 
Frank Porter, ceramic engineer, In- 
land Steel Co., E. Chicago, Ind.; 
E. A. Field, Jr., Field Control Divi- 
sion, H. D. Conkey & Co., Mendotta, 
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**ToastmAasTEeR” is the registered trademark of Toastmaster Propucts Division, McGraw Electric Company, 


96 





New Year’s Resolution 


Millions of homemakers have resolved that as soon as auto- 
matic electric toasters are again available, they will buy 
one. Surveys prove this—every one shows toasters on top 


or very close to it. 


And what particular make of toaster do these women say 
they want? We've beenasking them—and it’s the Togstmaster* 
toaster, oftener than all other makes combined. 


Toastmaster is still engaged in war production—and will 
be until it is no longer required by our armed forces. Then, 
when toasters do come rolling off the lines, we will see that 
every distributor, large and small alike, gets his fair share. 


And we are sure that your customers, in turn, can antici- 
pate your cooperative spirit in allotting to them ¢heir fair 
share of Toastmaster products. 





TOASTMASTER Aroducha 


Elgin, Il. Copyright 1945, McGraw Electric Co. 





Ill., and Thomas C. Cheasley, com- 
bustion engineer, Sinclair Coal Co., 
Kansas City, Mo: 


Officers Elected 


John E. Russell, Majestic Mfg. 
Co., St. Louis, Mo., retiring presi- 
dent, was sueceeded by Henry H. 
Morse, vice-president, Florence 
Stove Co., Gardner, Mass., as presi- 
dent of the Institute. Vice-presi- 
dents are M. F. Cotes, vice-president, 
Duo-Therm Division, Motor Wheel 
Corp., Lansing, Mich., who is also 
chairman of the executive commit- 
tee; in charge of membership, R. B. 
Hurt, vice-president, Hardwick 
Stove Co., Cleveland, Tenn.; in 
charge of publications and reports, 
Alden P. Chester, president, Globe 
American Corp., Kokomo, Ind., and 
in charge of conventions and meet- 
ings, Henry S. Minster, president, 
Roberts & Mander Stove Co., Hat- 
boro, Pa. Foskett Brown, president, 
Gray & Dudley Co., Nashville, 
Tenn., is secretary-treasurer and 
chairman of the finance committee, 
and Samuel Dunckel, Washington, 
D. C., continues as managing direc- 
tor. 


Trustees 


Trustees are Messrs. Morse and 
Minster; Bolling Jones, Jr., presi- 
dent, Atlanta Stove Works, Inc., 
Atlanta, Ga.; C. Ackerson, vice- 
president, Agricola Furnace Co., 
Gadsden, Ala.; Mr. Brown; Jen- 
nings Gordon, president, Southern 
Cooperative Foundry Co., Rome, 
Ga.; Messrs. Chester and Cotes; 
Albert M. Kahn, vice-president, Es- 
tate Stove Co., Hamilton, Ohio; 
Mr. Russell and E. M. Mackey, 
president, Washington Stove Works, 
Everett, Wash. 

Alternates are: Walker Leach, 
treasurer, Glenwood Range Co., 
Taunton, Mass.; W. B. Ruthart, 
manager, Keeley Stove Co., Colum- 
bia, Pa.; L. H. Caldwell, president, 
Tennessee Stove Works, Chatta- 
nooga, Tenn.; William H. Martin, 
Jr., King Stove & Range Co., Shef- 
field, Ala.; Mr. Hurt; J. L. Raul- 
ston, general manager, United States 
Stove Co., S. Pittsburg, Tenn.; E. 
K. Priest, president, The Moore 
Corp., Joliet, Ill.; Stanley E. Little, 
vice-president, American Stove Co., 
Cleveland, Ohio; James F. Mitchell, 
president, Cleveland Cooperative 
Stove Co., Cleveland, Ohio; Shel- 
don Coleman, vice-president, Cole- 
man Lamp & Stove Co., Wichita, 
Kan., and Clarence Miller, presi- 
dent, Kresky Mfg. Co., Petaluma, 
Calif. 
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Chinaware Fills 
35 Per Cent of 
Floor Space 


(Continued from page 93) 


AMAZING TEMPERING METHOD 


USED TO SPEED MUNITION PRO- 


er wall sections, below the counter 
level, also have displays of addi- 
tional stock, 

This right-hand wall aisle at 
the store is decidedly attractive. 
No woman can walk down it with- 
out stopping to inspect this or that 
item on display and ask questions 
about it. 

. Below the counter level of the 
wall display are other neat shelves, 
close to the floor, which contain 
surplus «stock, especially white 
stock. Some of the extra items, 
such as giassware, are kept behind 
glass at these lower levels. Re- 
gardless if the area is open or | 
closed, Mr. Fisher sees to it that 
| 


DUCTION NOW INCREASES 
EFFICIENCY OF HORTON 











the stock is kept neat and clean | 

at all times. | 
Up near the front door, adja- | 

cent to a display of glassware, | The hardened head of 

there is always a small table or 

two on which a few pieces of 


china and glassware are shown. | ° 
These tables make a fine contrast better ironer P erformance 


to the other display areas and | for a million Women |... fewer 
attract attention. 5 ld 


_Along with his gift section, Mr. | sepyice problems for dealers 
Fisher also maintains a gift wrap- 


ping service. This has proved 


this little pin means 


highly popular with women. It is ARDENING the head of a pin . . . it seems like such a little 
just one of those little touches thing. But, like many processes that Horton is now using to 
which they appreciate. It shows make millions of projectiles for the U. S. Navy, it is bound to stack 
’ h hi h tee. big on the profit side of the ledger for Horton dealers. 

them that this store as not 20F Through “‘Quick Heat” spot tempering the head of this hollow pin 
gotten to make available all those is made super-hard—to give years of service with little wear. 
niceties of service which they To the housewife that means unequalled performance of her 
want. Horton Do-All Ironer—always—whether she uses it 5 days a week, 

‘6 ‘ ar : ad or 5 days a month. 

A well stocked china, glass- And to the Horton dealer—this tempering the head of a pin to 
ware and gift section such as we diamond hardness means few, if any, service calls . . . means cus- 
have greatly increases the area tomers so satisfied that they will make many sales for him. 
from which our store “8 “Quick Heat” spot tempering is as outstanding as the many manufacturing practices 
business,” says Mr. Fisher. “Wo- which have four times brought Horton the Army-Navy F for speed and excellence of 
men know that they are almost production. This added manufacturing skill and experience will help bring every 


sure to get what they want in reat oe ee — * nisin eee for the ~via ere 
these lines at our store. There is thts merchundine pedlidite. to ee ss eel wih ne ihe pr Me natent slcsioe 
no need to go to larger towns. ment—keep in touch with Horton. 

One of our windows is always de- | 
voted to a showing of china, | 
glassware or gifts and this, too, 
helps to bring in business.” 








Latest News on 


PRIORITIES 


and 





FORT WAYNE, INDIANA 


WAR-TIME ORDERS MAKERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 73 YEARS 
on page 118 
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GHQ on the Rural Market Front : 










d 
e cl 
is GOULDS HEADQUARTERS § 
Ww 
a 
In this wartime period, now is the time for you to establish your te 
store as “General Headquarters” by making it GOULDS Head- Pp’ 
. —vaoene | quarters, and to start mapping your strategic moves for the big yt 
y GOouLDS WATER sys peacetime offensive that’s coming as soon as governmental restric- 
| DEPARTMENT tions on manufacturing are removed. p 
a On your own sector of the enormous rural market front the record- tk 
breaking purchasing power of the farmers and other rural dwellers . 
offers you rich objectives in sales of dependable water systems and “i 
the many items of equipment that utilize running water on the _ 
farm and in the home. d 
va mee p 
Make your plans now to capture the position of leadership in your tk 
community by allying yourself with Goulds, front-rank manufac- a 
turers of pumping equipment for 96 years. la 
The versatile Goulds line offers a dependable water system for th 
every farm and home need. You can count on Goulds to support e\ 
you with full cooperation in sales, advertising, merchandising, 
promotion, estimating, installation and servicing. 
re 
Goulds Water Systems will provide the sound al 
foundation for establishing a Goulds Water Sys- ti 
tem Department as an exceedingly important and th 
profitable part of your future business in the rich 
suburban and farm market. hi 
After you sell a Goulds, its owner becomes a th 
likely prospect for many running water accesso- sl 
ries, from milk coolers to bathtubs, from garden 
hose to washing machines. An 
For your full share of this profitable business, th 
depend on dependable Goulds to help make your ti 
Water System Department successful. Goulds famous Jet-O-Matic Goulds Cid” Shallow Goulds "'Cid’’ Deep ti 
We will furnish you with a complete program Domestic Water System Well Pumping Unit. Well Pumping Unit. m 
of advertising and merchandising and promotion } 
support, including a highly effective direct-mail c 
campaign to secure prospects at low cost; will pe 
provide you with full facilities for instructing nc = 
your salesmen in installation work and servicing. | © 
‘ se 
eames 
| Seneca Falls, N.Y. ‘“ 
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FTER a sale has been made 
and the customer has de- 
parted with his purchase, 

have you ever stopped to consider 

that you might have sold him 
something extra— something he 
had not intended to purchase 
when he entered the store? The 
extra sale is something worth try- 
ing for at all times, even in these 
days of an abundance of custom- 
ers and a shortage of merchan- 
dise. It has been said that if every 
customer made an additional 10- 


‘cent purchase that the result 


would be decidedly worth while 
and that the extra profits thus ob- 
tained would amount to an im- 
pressive amount at the end of the 
year. 

Never be satisfied with wrap- 
ping up a single purchase, giving 
the customer his change and let- 
ting it go at that. Try to suggest 
something to him. If he has pur- 
chased a can of paint, suggest the 
desirability of his buying sand- 
paper, brushes (if you have 
them) or brush cleaner. This is 
only one type of sale in which re- 
lated items may be suggested, but 
the list may be extended to almost 
every item in your store. 


Know Your Stock 


Know your stock and know the 
relation one item bears to another 
and then try to make your sugges- 
tions at the proper time and in 
the proper manner. Don’t try to 
high-pressure the customer for 
there are many people who resent 
such a method of selling. Just 
call the related item to his atten- 
tion, make the necessary sugges- 
tions and show him how the ar- 
ticle you are suggesting comple- 
ments the one he has already pur- 
chased. You'll be surprised at the 
percentage of extra sales you 
make if your suggestion pos- 
sesses the necessary amount of 
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Ten Cents Extra Per Person 


timeliness. Never be content with 
the bare assertion that such and 
such an article will be a good 
thing for the customer to buy. 
Give him reasons for it and see 
that they are good reasons. But 
don’t attempt to crowd him or 
force him into a purchase. 


Appreciate Suggestions 


Customers appreciate sugges- 
tions for frequently they will re- 
sult in saving them time and 
trouble and will do away with 
the necessity of their having to 
make a return trip to the store. 
And, incidentally, it gives the im- 
pression that you know your busi- 
ness and that you have his inter- 
ests at heart. 





And here’s another thought. 
Try to keep your selling talks 
from falling into stereotyped 
lines. You never care for a “dry” 
book and it’s the same way with 
a conversation. This also applies 
to a sales talk. The dry, matter- 
of-fact routine never succeeds in 
convincing anyone and it usually 
bores the person to whom it is 
directed. Put some imagination 


_and sparkle into your sentences 


and you'll succeed in holding the 
attention of the person to whom 
they are directed. When you get 
a person’s attention you arouse 
his interest and the next step is 
a sale. And maybe that extra sale 
will be worth more than 10 cents. 
In any event why not make an 
attempt to close it. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 poor; 
and 20 very poor. The correct answers to.these questions will 


be found on page 140. 


Work the problem first—then substitute the figures 

of your own business for those in the problem. 

1—A railroad delivered a shipment and when it wag opened 
several items were damaged. What steps should the receiver of 
the merchandise take immediately ? 

2—What documents are required of a dealer by a common 
carrier to properly file a claim for loss or damage? 

3—Of a dozen bottles of furniture polish on an order, one 
bottle was broken when it was checked in. The polish cost the 
dealer 30 cents and sold for 45 cents per bottle. What margin 
would have been realized if the one bottle had not been bro- 
ken? What was the actual margin realized on the purchase? 

4—A dealer signed a percentage lease for a business site, 
terms of which called for a rental of 3 per cent of sales. Sales 
the first year were $30,000. What is the dollar rental figure? 

5—Return goods in a business are one-half of 1 per cent 
of total sales. Sales are $42,000. If charge sales are $12,000, 
figure what per cent the return goods are of the charge busi- 


ness. 


(Answers on page 140) 
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STANLEY WORKS PROMOTES FOUR 
HIGH RANKING EXECUTIVES 


Cairns, vice-president in charge of operations; 
King, vice-president of hardware division; Cham- 
berlain now hardware general sales manager; 
Morse in charge of all hardware manufacturing. 


Richard E,. Pritchard, presi- 
dent of The Stanley Works, New 
Britain, Conn., has recently an- 
nounced four important promo- 
tions of high company executives, 
effective Jan. 1, 1945. John C. 
Cairns, who has been vice-presi- 
dent in charge of the hardware 
division, will now be in charge 
of operations, and in that ca- 
pacity, will direct the hardware, 





J. C. CAIRNS 


hand tools, electric tools, pressed 
metal, and steel strapping divi- 
sions. Mr. Cairns, joined the 
erder department of the com- 
pany in 1924, after graduating 
from Yale University and the 
Harvard Graduate School of 
Business Administration. In 1926 
he went to Germany as Ameri- 
can resident manager of the 
company’s German subsidiary. In 
1933, he was appointed vice- 
president and general manager 
of The Stanley Works of Canada, 
Hamilton, Ontario, Canada. He 
then became assistant to Ernest 
W. Pelton, in charge of the 





P. F. KING 


Hardware Manufacturing Divi- 
sion, in New Britain, Conn., later 
vice-president and a director of 
the company, and finally head 
of the hardware division. 

Patrick F. King, who was for- 
merly vice-president in charge of 
hardware sales, igs now vice- 
president in charge of the hard- 
ware division. He started in the 
shipping room of the company 
in 1900, and in 1907 was made 
head of the invoice department. 
In addition to invoicing he grad- 
ually took over freight and traf- 
fic correspondence, and finally 
the sales correspondence. In 1917 
he was appointed sales manager 
of cabinet hardware, was pro- 
moted to the assistant secretary- 
ship of the company in 1929, 
and became hardware sales man- 
ager the same year. In 1941 he 
was elected a vice-president. 

Rodman W. Chamberlain, for- 
merly assistant general sales 
manager of the hardware divi- 
sion, is now general sales man- 
ager of all hardware sales under 
Mr. King. Mr. Chamberlain 
joined the company as a sales- 
man after graduating from Wil- 
liams College. During the first 
World War he saw active ser- 
vice on the Mexican border, and 





then served overseas, where he 
later became a second lieutenant. 
In 1919 he returned to The 
Stanley Works, and traveled 
abroad for the company. On re- 
turning to this country, he con- 
tinued with the selling end of 
the business, in the hand tool 
and electric tool lines, later go- 
ing to the hardware division. 

W. Ronald Morse, who for- 
merly was mechanical superin- 
tendent in the hardware division, 
has been made plant superin- 
tendent in charge of all hard- 
ware manufacturing, responsible 
directly to Mr. King. Mr. Morse, 
a graduate of Yale University, 
joined the company at the end 
of World War I as a master me- 
chanic in the Hot Rolling Mill, 
and in 1921 left to become as- 
sociated with the Mohawk Mfg. 
Co., Middletown, N. Y., where 
he stayed until 1928, when he 
returned to The Stanley Works, 
in the hardware division, becom- 
ing mechanical superintendent in 
1930. 

All four men have been very 
active in civic affairs. 


/ 








R. W. CHAMBERLAIN 








THOMAS E. GREENE 


GREENE DIST. SALES 
MGR. 11 STATES FOR 
NAT. ENAMELING CQ. 


M. N. Brady, vice-president in 
charge of sales for the National 
Enameling & Stamping Co., Mil- 
waukee, Wis., has announced the 
appointment of Thomas E. 
Greene as district sales manager 
for the company for 11 western 
states. Néw offices and display 
room will be opened soon in the 
Western Merchandise Mart, San 
Francisco, Cal. Mr. Greene will 
direct sales and distribution in 
the 11 Pacific coast and inter- 
mountain states of Nesco enamel- 
ed ware, baking and household 
tinware, dairy tinware, decorated 
metalwares, galvanized ware, 
stoves, ranges, heaters and elec- 
trical appliances from the newly 
re-established district headquar- 
ters. Mr. Greene was formerly 
connected with one of the coun- 
try’s leading advertising and 
merchandising organizations, has 
had a broad background of sales, 
advertising and merchandising 
experience in the hardware, ap- 
pliance and allied fields. 


Also announced was .the ap- 
pointment of A. H. Strunck as 
sales manager of the premium 
division with headquarters in the 
Milwaukee office. Mr. Strunck 
has been with the company since 
1936 as a field representative 
and then as assistant to the sales 
manager of the metalwares divi- 
sion. 
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FRANKLIN OLIN RETIRES AS 
WESTERN CARTRIDGE PRESIDENT 


John Olin succeeds 


father as president 


Western Cartridge. Spencer T. Olin suc- 


ceeds his brother as first vice-president. 


Franklin W. Olin, 85, has re- 
cently retired as president of the 
Western Cartridge Co., group of 
industries now included in the 





FRANKLIN W. OLIN 


merged corporation, Olin In- 
dustries, Inc., East Alton, IIL, 
after 52 years of active manage- 
ment of a business which he 
started as a small powder mill. 
Mr. Olin has been succeeded by 
his older son, John M. Olin, as 
president of Olin Industries, 
Inc. John Olin was formerly 
first vice-president of the com- 
pany, and he in turn will be 
succeeded by Spencer T. Olin, 
a younger son of Franklin W. 
Olin, and a Western Cartridge 
vice-president. 

Since John Olin also is presi- 
dent of the United States Car- 
tridge Co., a subsidiary corpora- 
tien operating the St. Louis Ord- 
nance plants, he will be directly 
head of all major industrial op- 
erations of Olin Industries, Inc. 

Franklin W. Olin will con- 





tinue to serve as a director of 
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the new corporation, and will 
remain as president of Equitable 
Powder Mfg. Co., which is a 
separate corporation allied with 
the Olin Industries group. Mr. 
Olin graduated from Cornell 
University in 1886, as did both 
his sons, with an engineering 
degree. He then obtained em- 
ployment in a patent office, and 
later entered the textile indus- 
try as an assistant designer of 
knitting mill machinery. Soon 
afterward he supervised the con- 
struction of a powder mill in 
New Jersey, following which he 
remained in the contracting busi- 
ness five years, specializing in 
the building of powder mills. 
Finally in 1892 he built his pow- 
der mill near East Alton, Ill. 
John Olin graduated in 1913 
as a chemical engineer, where- 
upon he, while supervising a 
powder mill operation in Spring- 
field, Ill., developed the basic 
principle of applying progressive 
burning smokeless powder to 
shotgun ammunition. Mr. Olin is 
active in civic, education and 





JOHN M. OLIN 





financial circles in Alton, St. 
Louis, and New York. He is a 
trustee of Washington Univer- 
sity, St. Louis, Mo., and a di- 
rector of the St. Louis Union 
Trust Co. 

Spencer T. Olin, newly elected 
first vice-president, is also a 
graduate of Cornell. He worked 
his way up in the Western or- 
ganization, starting in the fac- 
tory, and holding at various times 
the offices of secretary, trea- 
surer, sales manager, and works 





SPENCER T. OLIN 


manager. Mr. Olin is an imme- 
diate past president of the Amer- 
ican Hardware Manufacturers’ 
Association. 


MURRAY ASS’T. MGR. 
SALES-FENCE DEPT. 
WICKWIRE SPENCER 


The Wickwire-Spencer Steel 
Co., 500 Fifth Ave., New York 
City, has recently announced the 
appointment of W. J. Murray to 
the position of assistant manager 
of the sales-fence department. He 
will be located for the present 
at the above address, 25th floor, 
working under J. S. Eskin, man- 
ager of the sales-fence depart- 
ment. He has been associated 
for the past 15 years with the 
Pittsburgh Steel Co. 











IRA MOSHER 


whose election as president of 
the National Association of 
Manufacturers was announced 
in the Jan. 4th issue of Harp- 
waRE ACE on page 108. 








CORMELL-PRIDDY 
DISTRIBUTE FOR ROYAL 
VACUUM CLEANERS 


The P. A. Geier Co., Cleve- 
land, Ohio, manufacturers of 
Royal vacuum cleaners, have 
recently announced the appoint- 
ment of Cormell-Priddy, Inc., 
Roanoke, Va., as distributors of 
the vacuum cleaners in the 
Roanoke trading area. This or- 
ganization has just recently been 
formed to distribute electrical 
appliances, and L. C. Priddy is 
president of the company, while 
Mr. Cormel] is secretary and 
treasurer. 


_ 


ROBERTSON, PERMUTIT, 
BOARD CHAIRMAN, 
FOULDS, PRESIDENT 


The Permutit Co., of New 
York City, New York, manufac- 
turers of water conditioning 
equipment, recently announced 
the election of W. Spencer 
Robertson as chairman of its 
board, and Henry W. Foulds as 
president. Mr. Robertson had 
been president of the company 
for 15 years, while Mr. Foulds 
had been executive vice-president 
since 1935. The company is 
now going to resume production 
of its peacetime products, namely 
water softeners. 
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BONNEVILLE, KITCHEN 
CABINET PRODUCT 
MGR. FOR CROSLEY 


E. A. Bonneville, 


has recently been 





E. A. BONNEVILLE 


kitchen cabinet product manager 
of the Crosley Corp., Cincinnati, 
Ohio, manufacturing division. 
Mr. Bonneville was at one time 
associated with the Times Ap- 
pliance Co., New York City, for 
14 years, and had been vice- 
president in charge of the ap- 
pliance dealer division when he 
resigned to join The Crosley 
Corp. His work with the Times 
Appliance Co. included educa- 
tional activities, dealer develop- 
ment work, and general organi- 
ational work. , 


BROWN, PRES. OF 
S. E. HOUSEWARES 
BUYERS AND MFRS. 


At the regular monthly meet- 
ing of the recently formed South- 
eastern Housewares Buyers’ & 
Manufacturers’ Club held at the 
Georgian Terrace Hotel, Atlanta, 
Ga., the following permanent 
officers were elected: W. E. 
Brown, Rich’s Inc., Atlanta, Ga., 
president; J. M. Bredfeld, Corn- 
ing Glass Works, vice-president; 
F. M. Ingersoll, Socony Vacuum 


Oil Co., Inc., Tavern Division, 
secretary, and H. V. Ingram, 
Ingram Shower Curtain Co., 


treasurer. The board of directors 
is composed of the following: 
Jack Eliot, manufacturers’ agent: 
Earl Good, Sears, Roebuck & 
Co.; C. H. Prost; Reid Cox, 
Reid Cox Co., Inc., and Philip 
Schwartz, Gate City Table Co. 





MONITOR EQUIPMENT 
CORP. ORGANIZED 
FOR GROUP BUYING 

T. K. Quinn, T. K. Quinn Co., 

formerly vice-president of the 
General Electric Co., Bridgeport. 


formerly 
Crosley regional sales manager, 
appointed 


Conn., and president of Maxon, 
Inc., is organizing Monitor 
Equipment Corp., for group buy- 
ing and promotion of home ap- 
pliances and equipment under 
the Monitor brand. Independent 
warehouses numbering 60 will 
constitute  owner-branches 
throughout the country. 








ABRASIVE PRODUCTS 
MOVES N. Y. OFFICE 


Abrasive Products, Inc., South 

Braintree, Mass., recently moved 
its New York offices to 16-22 
Hudson St., New York City, 
|where a warehouse stock of 
| coated abrasives will be carried. 
|Harry W. Johnson is district 
| manager. 
More than 300 guests 
| welcomed at a recent open house 
| by three executives from the 
| main offices: D. W. Sabean, trea- 
surer; F. W. Harrington, sales 
manager, and D. E. Miller, pro- 
duction manager. 





were 





MOHAWK VALLEY ASS’N 
GUEST OF UTICA 
FORGE & TOOL 


Fifty members of the Mohawk 
Valley Hardware Dealers Asso- 
ciation were recently guests of 
the Utica Drop Forge & Tool 
Corp., Utica, N. Y., at the an- 
nual Christmas party. in Wur- 
ster’s Hall, Utica. Edward Nor- 
ris, president of the company, 
was the speaker of the evening. 
Sherrill Sherman, president of 
the Reberts Hardware Co., Utica, 


personified Santa Claus when 


“elected: Joseph Piszez, New York 


lin the field of 





gifts were distributed. The pro- 
gram was planned by Francis J. 
Stiefvater, Utica Drop Forge & 
Tool Corp., and Robert Hampton. 


The following officers were 


Mills, president; John Allen, 
vice-president, and Leon Dapson, 
secretary-treasurer. 


DIESEL AUTOMOTIVE 
& AIRCRAFT SALES 
MGR., YALE & TOWNE 


Richard H. Diesel has recently 
been appointed manager of air- 
craft and automotive sales for 
The Yale & Towne Mfg. Co., 
New York City. Mr. Diesel and 
his staff will provide sales engi- 
neering service to aircraft and 
automobile manufacturers. His 
engineering and sales experience 
hardware and 
locks dates back to 1929, when 
he was associated with the engi- 
nering department of Sargent & 
Greenleaf, Inc., lock manufac- 
turers, of which company his 
father was president. He was in 
this company’s Philadelphia and 
New York offices for two years, 
each, before being advanced to 
the position of general sales man- 
ager, and engineer at its Roches- 
ter, N. Y., plant,:in 1935. Four 
years later he joined The Yale & 
Towne Mfg. Co., in its bank and 
prison lock sales department. In 
1941, he was made manager of 
the then newly created War Con- 
tract service department, which 
office he held until his new ap- 
pointment. 














A. J. LINDEMANN & HOVERSON CO. WINS “E”: 
Col. Emery E. Larson, U.S.M.C., Washington, D. C., recently 
presented the employees of the A. J. Lindemann & Hoverson 
Co., Milwaukee, Wis., the Army-Navy “‘E’ 
cellence in the production of war materiel. In peacetime this 
company manufactures gas and electric ranges, electric water 
heaters, oil stoves, heaters, and ovens. 
company’s facilities are producing pins for tank tracks, anti- 
aircraft shells, cases for electrical control apparatus, assem- 
bly of air compressors for U. S. Army trucks, etc 
right are shown: E. A Lindemann, president of the company, 
H. J. Berman, vice-president and works manager, Comdr. F. J. 
Nuber, Navy inspector, H. A. Halvorson, general sales man- 


ager, and Col. Emery E. Larson, U.S.M C. 


* pennant, for ex- 


Now, however, the 


Left to 





MAREMONT AUTOMOTIVE 
ENTERS FARM TOOL 
MANUFACTURING FIELD 

The Maremont Automotive 


Products, Inc., Chicago, Ill, 
manufacturers of automotive 





WILLIAM STOUT 


springs and mufflers, has recently 
announced its entrance into the 
farm tool manufacturing field, 
with a complete line of ground 
working elements, including 
disks, sweeps, shovels, and teeth. 
William Stout has been named 
sales and distribution manager 
of this new division. “He has 
been associated with hardware, 
automotive, and farm equipment 
distribution for 20 years, the last 
eight having been spent with 
Tru-Test. 


All Maremont farm _ imple- 
ments will be manufactured at 
the Cicero, IIl., plant. 


CORY HOLDS CHICAGO 
SALES CONFERENCE 


Executives of the Cory Glass 
Coffee Brewer Co., Chicago, IIL, 
recently held a sales conference 
in Chicago, Ill. H. G. Blakeslee, 
general manager described the 
achievements of the Cory organi- 
zation leading up to its present 
position, from its establishment 
at the lowest point of the de- 
pression. J. W. Alsdorf, president 
of the company outlined the ex- 
panding program to come in 
post-war years. Then E. H. Sager, 
sales and advertising director, 
revealed the 1945 advertising 
program which includes colored 
advertisements in many of the 
nation’s consumer and business 
magazines. A vastly increased 
dealer service program ties up 
with the national campaign with 
new brilliantly lithographed win- 
dow and counter displays, news- 
paper ads, radio announcements, 
broadsides and an intensive pub- 
licity campaign. 
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“‘NO SUBSTITUTE FOR 


American Screws’ & Bolts!” 





That's both a statement of fact... 
and a stipulation in orders .. . coming 
from a large and increasing number 

of screw-users. For American Screws 
and Bolts are individually inspected 
for fitness of head, thread, and point. 
Then each package is automatically weigh- 
counted to make sure it contains the full 
number of pieces. ..a complete check that 
assures full usable value. . . 144 grade-A screws 

in every gross. And this dependable American 
value, coupled with dependable American stocks, 
is causing more and more orders to be marked: 
‘American brand . . . don't substitute.’ All of which 
are sound reasons why American is the brand for 


you to handle, to build customer-loyalty for the future. 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. Illinois Street Detroit 2: 502 Stephenson Bidg. 


, 


~ 





ee Oe a WOOD SCREWS...MACHINE SCREWS...SHEET METAL SCREWS 


THE JAPS 
BUY BONDS 


AMERICAN’S 


Partitioned Package 


for STOVE BOLTS !“ 
---SO SAY Dealers who handle it 


Dealers find they save time and trouble in stock-handling with this 
unique American Stove Bolt package that keeps bolts and nuts in sepa- 
rate compartments. And they find a new advantage to interest their 
customers . . . the fact that it's no longer necessary to run off the nuts 


before using the bolts. 





Re 


JANUARY 18, 1945 





.- STOVE BOLTS...with either Slotted or Phillips Recessed Heads 









Foresees Heavy Trade-In Demand on 


Radio Sets in Post-War Period 


More than five out of every 10 
persons who will replace old sets 
with new ones when radios come 
back on the market, expect to 
make trade-ins on them. 

Don G. Mitchell, vice-president 
of Sylvania Electric Products, 
Inc., disclosed at a distribution 
clinic held by the National Asso- 
ciation of Manufacturers that 
one of his company’s large out- 
lets maintained that trading in 
old radios never had meant any- 
thing in its store and never 





would. But market researchers 
asked the customers and found 
that two-thirds of all the people 
who buy a radio will be replac- 
ing an old set, and that more 
than 50 per cent of those will 
expect the dealer to take in the 
old one. 

Stores and others who had not 
figured on a_ sales program, 
capital, and repair and display 
facilities for handling perhaps 
half as many old sets as new 
ones, may have an unpleasant 
awakening, he said. 











_ GEORGE E. WHEATLEY 


WHEATLEY, LOCKWOOD 
MGR., CONTRACT HDWE. 
DETAIL AND ESTIMATES 


George E. Wheatley has re- 
cently been appointed manager 
of contract hardware estimating 
and detailing for the Lockwood 
Hardware Mfg. Co., Fitchburg, 
Mass. He has been with the 
company since May, 1939, ser- 
ving as New England contract 
representative. 





LuJAN* REPRESENTS 
MOTOROLA RADIOS 
INTERMOUNTAIN AREA 


Galvin Mfg. Corp., Chicago, 
Tll., makers of Motorola home 
and car radios, recently an- 
nounced the appointment of Wil- 
liam G. LuJan as district sales 
representative for the intermoun- 
tain territory. He will be re- 
sponsible for Motorola distrib- 
utor and dealer sales in Colorado, 
Wyoming, Montana, Idaho, Utah, 
and parts of Arizona and New 
Mexico, with headquarters in 
Denver. He was formerly radio 
sales manager of Central Sup- 
ply Co., Denver, Colo., for five 
years. 


—_— 


ESTABLISH DOEHLER.- 

JARVIS CORPORATION 

A corporation was recently 
created by the consolidation of 
the Doehler Die Casting Co., and 
the W. B. Jarvis Co., to form the 
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Doehler-Jarvis Corp., 386 Fourth 
Ave., New York City 16. The 
Doehler Die Casting Co. will 
function as before, but under the 
name of the Doehler Die Casting 
Division of the Doehler-Jarvis 
Corp. W. B. Jarvis Co. will be 
known under the name of Jarvis 
Division of Doehler-Jarvis Corp. 
This consolidation will permit the 
company’s customers to purchase 
finished and assembled castings 
as a complete unit. H. H. Doeh- 
ler, the founder of Doehler Die 
Casting Co., is chairman of the 
corporation’s board of directors, 
and L. A. Jarvis, formerly presi- 
dent of the W. B. Jarvis Co., is 
its president. 


FARADAY ELEC. CORP. 
BUYS HOLTZER CABOT 
ELECTRIC COMPANY 


The Faraday Electric Corp., 
Adrian, Mich., has recently an- 
nounced the acquisition of the 
Holtzer Cabot Electric Co., man- 
ufacturers of signal systems, Chi- 
cago, Ill. The company plans to 
combine this business with its 
Stanley Patterson Division. 


WARREN TELECHRON 
NAMES DISTRIBUTORS 


The Warren Telechron Co., 
Ashland, Mass., has recently an- 
nounced the appointment of the 
following distributors in the 
southern territory: (Carolina 
Electric Appliance Co., Charles- 
ton, S. C.; Carolina Sales Corp., 
Columbia, S. C.; Drug Mutual, 
Inc., Atlanta, Ga.; Lane Drug 
Stores, Atlanta, Ga.; Atlanta 
Economy Drug, Atlanta, Ga.; 
Sharp-Horsey Hardware, Whole- 
salers, Atlanta, Ga.; and Beck & 
Gregg Hardware Co., wholesalers, 
Atlanta, Ga. Also Lewis Bear 
Drug Co., Pensacola, Fla.; Frank 
T. Budge Co., hardware whole- 
salers, Miami, Fia.;  Railey- 
Milam Inc., hardware whole- 
salers, Miami, Fla.; S. B. Hub- 
bard Co., hardwares ‘wholesalers, 
Jacksonville, Fila.;, Baird Hard- 











ware Co., wholesalers, Gaines- 
ville, Fla.; Tampa Drug Co., 
Tampa, Fla.; Walker Drug Co., 
Birmingham, Ala.; Teague Hard- 
ware Co., wholesalers, Mont- 
gomery, Ala.; Moore-Handley 
Hardware Co., wholesalers, Bir- 
mingham, Ala.; R. P. McDavid 
Co., Birmingham, Ala.; Standard 
Jewelry Co., Birmingham, Ala., 
and C. M. McClung & Co., Inc., 
hardware wholesalers, Knoxville, 
Tenn. 


NEW ERA HDWE. CO. 
OPENS IN N. Y. 


Sol Shapiro, and Phil White, 
formerly with Wholesale Hard- 
ware Co., have recently estab- 
lished the New Era Hardware & 
Supply Co., 839 Ninth Ave., New 
York 19, N. Y. 

LITTLE AND ANGELL 

PARTNERS IN FOSTER 

HDWE. & SUPPLY CO. 


William J. Little and Egbert 
T. Angell recently announced the 
formation of their partnership to 
assume ownership and operation 
of the old hardware and indus- 
trial supply firm of Foster Hard- 
ware & Supply Co., 7 Lafayette 
St., Newark 2, N. J. 





N. E. HOUSEWARES 
SHOW SPACE SOLD OUT 


The earliest complete sellout 
of display space in the history 
of the New England Housewares 
Show was recently reported by 
Albert B. Patterson, Wagner 
Mfg. Co., chairman of the 12th 
annual show sponsored by the 
Housewares Club of New En. 
gland. It is scheduled for the 
Parker House, Boston, Mass., 
Feb. 5 to 9, inclusive. 

Over 80 per cent of the 194 
exhibitors exercised their prior- 
ity privileges in re-engaging 
their same rooms for 1945, and 
it was necessary to turn away 
many newcomers in the early 
part of December. This show 
will occupy 145 rooms on four 
floors of the Parker House. As- 
sisting Mr. Patterson on the 
show committee are: Francis 
Dolphyn, Robinson Clay Prod- 
ucts; Joseph T. McElroy, Jor- 
dan Marsh Co.; Ernest Bates, 
Joseph Breck & Sons; George 
Cooke, Jones, McDuffee & Strat- 
ton; George Dinkel, Manufac- 
turers’ representative; Norman 
Lichtenstein, R. H. White Co., 
and Carl Masson, Paine Furni- 


ture. Co. 











FRIGIDAIRE “VISO-TRAINER”: To assist in demonstrating 


the proper 


methods of servicing Frigidaire 


refrigeration 


equipment, the Frigidaire division, General Motors Corp., 


Dayton |, Ohio, has developed a “Viso-Trainer.” 


Used in 


all of the advanced training schools it consists of a section 
of transparent bent glass tubing representative of the copper 


tubing used in an evaporator or cooling unit. 


Gages and 


thermometers necessary for testing can be installed for the 
visual class reading. A connection is provided so that many 
types of household and commercial refrigerant control valves 


and restrictors can be hooked into the apparatus. 


By oper- 


ating the valves, actual refrigerant is passed into the glass 
tubing. Thus the functioning of various valves and the action 
of the refrigerants are demonstrated as they actually occur 
in a Frigidaire freezer or cooling unit. Shown above are, left 
to right: George Reed, service manager of the Baltimore 
branch; Frank Rice, commercial and air conditioning mana- 
ger of the New York branch; H. H. Huston, manager of the 
eastern region, and T. A. Arminie, comptroller and assistant 
branch manager of the New York branch. 


HARDWARE AGE 
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REASON No. | 


WHY MORE MYERS WATER SYSTEMS 
ARE IN USE THAN ANY OTHER MAKE 


A MESSAGE TO MYERS DEALERS 


What makes the Myers line so attractive to dealers? Reason No. | 
is the line itself with a long record of "firsts" in product designing 
and construction. Newest of these achievements is Myers "H" Series 
Ejecto with patented new Convertible Feature and many big ad- 
vantages now offered for the first time. And continuously, Myers 


dealers are offered vigorous and effective sales support which makes 





the Myers franchise still more valuable. 


THE F. E. MYERS & BRO. COMPANY 
Dept. C-5, Ashland, Ohio 





Home-Freezer Post-War Predictions 
Too Rosy, Says Frigidaire Sales Mgr. 


P. M. Bratten, general sales 
manager of the Frigidaire Divi- 
sion, General Motors Corp., Day- 
ton 1, Ohio, stated recently that 
some of the predictions of the 
home freezer post-war production 
are too exaggerated. Frigidaire’s 
surveys have indicated a prob- 
able potential of between 350,- 
000, and 400,000 units per year 
in the post-war period, and Mr. 
Bratten continued if the figures 
are anywhere near accurate, he 
feels that there will be much 





competition between the 132 
manufacturers who have _indi- 
cated that they will produce 


home freezers. 

He said that price will be an 
important factor, and indicated 
that the price of his company’s 
home freezer would be about the 
same as that of a food house- 
hold refrigerator. A home freezer 
must be especially well designed 
and built says Mr. Bratten, and 
also must have excellent national 
and local service facilities. 








ALLINGTON ASS’T 
GEN. SALES MANAGER 
WICKWIRE SPENCER 


H. C. Allington has recently 
been appointed assistant general 
sales manager of the Wickwire 
Spencer Co., and its subsidiary 
the American Wire Fabrics 
Corp., 500 Fifth Ave., New York 
City 18. Mr. Allington joined the 
company in Feb., 1944, as sales 
research engineer in charge of 
the development and expansion 
of markets for the company’s 
products. Before joining Wick- 
wire Spencer Corp., Mr. Alling- 
ton was connected with the 
Logan-Allington Co., Inc., and 
the American Machine & Metals, 
Inc. In his new position, he 
will continue his work on mar- 
ket development and expansion, 
and will, in addition, supervise 
the activities of the company’s 
various sales divisions and de- 
velop policies in line with Wick- 
wire Spencer’s currently expand- 
ed operations. 


BENDIX RADIO NAMES 
DISTRIBUTORS 


The Bendix Radio division of 
the Bendix Aviation Corp., Bal- 
timore, Md., has recently an- 
nounced the appointment of sev- 
eral distributors who will han- 
dle the company’s forthcoming 
line of AM and FM radios and 
radio-phonograph combinations. 

The Sampson Electric Co., Chi- 
cago, Ill., will distribute in the 
territory including the city of 
Chicago, surrounding counties in 
Illinois, and Indiana, and the 
Illinois cities of Peoria, Aurora, 
Elgin, Rockford, and Kankakee, 
Gary and Valparaiso, Ind., and 
Davenport, Iowa. The Miller- 
Jackson Co., Oklahoma City, 
Okla., was named for Oklahoma 
and the Texas Panhandle area. 
The territory of eastern Massa- 
chusetfs, New Hampshire and 
Maine has been assigned to the 
Youngstown Equipment Co., Bos- 
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ton, Mass. E. B. Latham & Co. 
will handle distribution in north- 
ern New Jersey from its offices 
in Newark, and The Graybar 
Electric Co., has been appointed 
for southern California and Ari- 
zona from the Los Angeles dis- 
trict office. The latter company 
has also been assigned the ter- 
ritory of Utah, southern Idaho, 
eastern Nevada, and _ western 
Wyoming. Headquarters for this 
territory will be in Salt Lake 
City, Utah. 


KLUTH GEN. MGR. 
PITTSBURGH PLATE 
GLASS WAREHOUSES 


Harry Kluth, has recently been 
appointed general manager of the 
77 warehouses of the Pittsburgh 
Plate Glass Co., 632 Duquesne 
Way, Pittsburgh, Pa. He suc- 
ceeds Frank Clarke, who will 


now be warehouse manager and 





manager, located in 
Brooklyn, N. Y. Mr. Kluth will 
be succeeded as Philadelphia 
district manager, by H. E. Zoll. 
Mr. Zoll was formerly assistant 
manager at Philadelphia, and his 
position as such will be taken 
over by William H. Marsh. 


eastern 


HALL & CARLSON 
REPRESENTS CARLSON 
& SULLIVAN RULES 


Hall & Carlson, 541 South 
Spring St., Los Angeles 13, Cal., 
has recently been appointed gen- 
eral sales representative for the 
new line of Carlson steel tape 
rules made by Carlson & Sulli- 
van, manufacturers, Monrovia, 
Cal. 


PARKER HEADS SEATTLE 
POT & KETTLE CLUB 


The Pot & Kettle Club of 
Seattle, Wash., has _ recently 
elected officers for the year 1945. 
They are as follows: Joseph Par- 
ker, president of Northwest 
Metal Products Co., Seattle, 
Wash., president; Wm. E. Henry, 
representing Stromberg-Carlson 
Co., first vice-president; Allan 
Fisher, Fisher-Meier Co., manu- 
facturers’ representatives, second 
vice-president; Allan Meier, 
Seattle representative of Holt 
Berni, recording secretary; E. S. 
Chamberlin, manufacturers’ rep- 
resentative, corresponding secre- 
tary; and Philip Smith, Ernst 
Hardware Co., Seattle, Wash. 
The club held its annual New 
Year’s Eve party at the Clare- 
mont Hotel, Seattle. 











CUTS THE BIRTHDAY CAKE: C. McVicker, center, presi- 
dent of the Cincy Products Company of Cincinnati, Ohio, is 
lighting up the candles on a pair of birthday cakes symboliz- 
ing his company's growth and its 10th anniversary. Looking 
on are B. A. Schwartz, left, and R. E. Wolfe, right, both divi- 
sional sales managers. This company was formerly the Kutol 
Products Co., and is the producer of wallpaper cleaners. 





BUCKLEY MIDDLE 
ATLANTIC DIST. MGR. 
WARREN TELECHRON 
Warren Telechron Co., Ash- 

land, Mass., has recently re- 
sumed field activities in the 





ROBERT J. BUCKLEY 


middle Atlantic territory under 
the supervision of Robert J. 
Buckley, in the capacity of dis- 
trict manager. He will supervise 
the service to industrial plants 
using the Telechron synchronous 
motors, and will aid, in the dis- 
tribution of Telechron electric 
alarm clocks, which are now be- 
ing produced in limited quanti- 
ties in non-critical labor areas. 





COLUMBIA RECORDING 
BUYS REMINGTON ARMS 
KINGS MILLS PLANT 


The Columbia Recording Corp., 
Bridgeport, Conn., has recently 
purchased the Kings Mills plant 
of the Remington Arms Co., 
Kings Mills, Ohio. When the war 
is over, this plant will be fully 
equipped for the manufacture of 
Columbia and OKeh records for 
service throughout the middle 
west. Andrew Wooley has been 
appointed plant manager. 





READER’S WHOLESALE 
DIST. MAKE RHOADES 
FURNITURE DIV. MGR. 


Nat Rhoades, formerly with 
the National Manufacturers & 
Stores Corp., Atlanta, Ga., for 
17 years, has recently become 
affliated with Reader’s Whole- 
sale Distributors, Houston, Tex., 
in the capacity of furniture divi- 
sion manager. Serving in various 
capacities, while with the Na- 
tional Manufacturers & Stores 
Corp., he was buyer and store 
manager in several of the com- 
pany’s chain of stores. Mr. 
Rhoades is past president of the 
Houston Retail Furniture Asso- 
ciation. 


HARDWARE AGE 
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VISIBLE PARTS CABINET 


e 
$3.95 Delivered 
Complete with 36 Bottles 
ORDER TODAY! 





NOW there needn’t be any question about your being able to 
service every Coleman Appliance of every customer. Coleman 
has caught up with production of all parts and supplies—and your 
jobber can furnish you with a complete stock of parts for Coleman 


Get This EXTRA Lamps, Lanterns, Irons and Stoves. 


SALES HELPER Be sure your stock of these genuine Coleman Parts and Supplies 
This new Coleman Parts and is complete. Keep your Coleman Service Program operating. It pays 
Supplies Catalog No. 28 is a dividends in immediate sales and future business. The Coleman 
big time saver and sales help. Visible Parts Cabinet is a real business booster. Keeps parts clean, 
Illustrates, describes and num- handy and easily identified. 
bers all Coleman Appliance 
Parts. You need a copy of 
his vatusiie Book to en Ask about new Special Parts Assortments for Lamps and Lanterns, 
Gasoline Irons, and Camp, Cabin and Trailer Stoves. Three new 

erly take care of your cus- , = : : 

; ds f d kits containing balanced amounts of parts in biggest demand. An 
tomers needs for parts an easy way to order and handle parts. Order direct from your jobber. 


supplies. It’s FREE! 
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E COLEMAN LAMP AND STOVE CO. WICHITA 1 © CHICAGO 11 © PHILADELPHIA 8 » LOS ANGELES 54 « HONOLULU, V4. 
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International makes chain for 
every essential need: indus- 
trial, marine, farm, automotive. 
And International's manufac- 


turing and service facilities 


are complete in every detail. 


PHILCO WILL MAKE 
HOME FREEZER UNITS 


The Philco Corp., Philadelphia, 
Pa., recently announced that as 
soon as war conditions permit, 
it will begin production of house- 
hold freezer units for processing 
and preserving frozen foods. John 
Ballantyne, president of the com- 
pany, said that recent estimates 
indicate that today approximately 
three million families in the 
U. S. are using lockers to store 
frozen foods, and it is his com- 
pany’s belief that 750,000 fami- 
lies will want freezer chests in 
their own homes within the first 
two years after the end of the 
war. 


DUNN WHOLESALE 
REP. FOR ROYAL 
VACUUMS IN N.Y.C. 


Charles F. Dunn, formerly 
with Graybar Electric Co., New 
York City, and Gimbel Bros., 
New York City, has joined the 
staff of the P. A. Geier Co., 
Cleveland, Ohio, manufacturers 
of Royal vacuum cleaners as its 
wholesale representative in the 
New York area. While with Gim- 
bels, he was in the buying de- 
partment for household appli- 
ances and major electrical ap- 
pliances. In April, 1942, he 
joined the administrative divi- 
sion of the OPA, returning to 
Gimbels as associate buyer in 
1943. 


SENTINEL RADIO 
NAMES DISTRIBUTORS 


Sentinel Radio Corp., Evans- 


Krug, 


distributors: Alabama Appliance 
Co., Birmingham, Ala.; Fones 
Bros. Hardware Co., Little Rock, 
Ark.; Boetticher & Kellogg Co. 
Evansville, Ind.; Blish, Mize & 
Silliman Hardware Co., Atchison, 
Kan.; Janney-Semple-Hill & Co., 
Minneapolis, Minn.; Shapleigh 
Hardware Co., St. Louis, Mo.; 
Wright & Wilhelmy Co., Omaha, 
Neb.; The Geo. Worthington Co., 
Cleveland, Ohio; Southern Sales 
Co., Oklahoma City, Okla.; Lar- 
son Hardware Co., Sioux Falls, 
S. D.; C. M. McClung & Co. 
Knoxville, Tenn., and Schoell- 
kopf Co., Dallas, Tex. 





U. S. TO PASS UPON 
CONVENTIONS PLAN- 
NED FOR FEB. 1 OR 
LATER 


Col. J]. Monroe Johnson was 
recently appointed head of a 
committee “to receive and 
pass upon applications for the 
holding of group meetings 
after Feb. 1 which are to be 
attended by more than 50 per- 
sons to determine if the need 
for these meetings is _ suf- 
ficiently in the war interest to 
warrant the tax on transporta- 
tion and services.” Other com- 
mittee members are: Under 
Secretary of War Robert P. 
Patterson, Under Secretary of 
Navy Ralph A. Bard, J. A. 
chairman, WPB, and 
Charles M. Hay, deputy chair- 


man, War Manpower Commis- 
sion. 


The committee will meet 
promptly, Col. Johnson said, 


to determine its policy and to 
develop the 
quired to properly pass upon 


information re- 





ton, Ill., recently announced the 
appointment of the following 


applications for special per- 
mits. 








The American Retail Federa- 
paigns of the Central Council 


asks the aid of retailers through- 
out the country in putting across 


tion, on behalf of the War Cam-| themes and 
paper advertising, 
of National Retail Associations,| dow and 
posters of different sizes. 
P-83, is 17 by 25 in., 


‘American Retail Federation Asks Aid 
In Recruiting 10,000 Nurses 


Island, New York City, are copy 


layouts for news- 
and for win- 
displays are 

One, 
in full 


store 


to the public the message that 
10,000 additional army nurses 
are needed at once. Registered 
nurses are urged by this Janu- 
ary campaign to enlist in the 
U. S. Army Nurse Corps. The 
campaign appeals to nurses’ 
aides to accept positions in army 
hospitals, and also it endeavors 
to persuade the public to give 
up luxury nursing, that nurses 
may be released to take care of 
our wounded soldiers. 

Available from the Officer in 
Charge, Recruiting Publicity 





Bureau, U. S. Army, Governors 





color for bulletin board and win- 
dow use, another, P-74, is a 25 
by 38 in. full color poster re- 
produced from an original paint- 
ing for large display areas. 
There is also a photo poster 
series which include sepia tone 
posters depicting the latest new 
photos of nurses each 19 by 25 
in. in size. The Federation also 
suggests that dealers display 
army nurse uniforms and in- 
signia, and set up displays di- 
rected to the average women, 
showing how she may pinch-hit 
for the nurse on the home front. 
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“RUDY” WILD AWARDED 
AIR MEDAL, SILVER 
AND BRONZE CLUSTERS 

Staff Sergeant Rudolph S. 
Wild, Air Force and former as- 
sociate editor of HarpwarE AcE 
was awarded the Air Medal, one 





SGT. R. S. WILD 


silver and one bronze Oak-leaf 
Cluster at a formal ceremony at 
Mitchel Field, N. Y., Dec. 21, 
1944, 

“Rudy,” now a prisoner of 
war, had been radio operator and 
gunner of a Flying Fortress 
which was shot down during the 
early spring of last year. The 
presentation was made to his 
mother, Mrs. Ottilie Wild. The 
official citation, which accom- 
panied the presentation, was 
signed by Brig. Gen. Robert H. 
Dunlop and was as follows: 

“Air Medal, One Silver and 
One Bronze Oak Leaf Cluster. 

“For meritorious achievement 
while participating in ten sorties 
against the enemy, and for meri- 
torious achievement while par- 
ticipating in sustained serial 
operational activities against the 
enemy from 29, October, 1943, to 
27 November, 1943, 6 December, 
1943, to 30 December, 1943, 3 
January, 1944, to 20 January, 
1944, and from 21 January, 1944, 
to 14 February, 1944.” 





M.E.W.A. TO HOLD 
CONFERENCES IN 
CHICAGO AND N. Y. 


The Manufacturing Equipment 
Wholesalers Association 1945 
Middle-Western Regional Con- 
ference at the Stevens Hotel, 
Chicago, Ill., which was to have 
been held the last three days of 
February, 1945, will be held 
March 20, 21 and 22, 1945. This 
change of dates was made in 
order that more extensive hotel 
and other facilities might be ob- 
tained. The association’s Eastern 





Regional Conference, at the 
Pennsylvania Hotel, New York 
City, will be held on April 16, 
17 and 18. 

Both conferences will have 
open-area conference booths, and 
requests already received from 
manufacturers for booth space 
at both conferences assure de- 
mand in excess of supply. The 
present plans call for two regu- 
lar sessions at each conference, 
one each on the opening and 
closing days, thus providing one 
full day of uninterrupted at- 
tendance at conference booths. 
There will be no evening ses- 
sions, and a luncheon meeting 
has been arranged for the second 
day of each conference, ad- 
dressed by an outstanding busi- 
ness leader on a subject of ex- 
ceptional interest. 

The association also stated 
that 1944 had been its most suc- 
cessful year in value and scope 
of services to members and the 
industry, and in sound member- 
ship growth. During the year 
119 various representative auto- 
motive wholesalers located in all 
sections of the country, and 
Canada were added to the mem- 
bership. 

CLEVELAND DIST. CO. 

REPRESENTS BENDIX 
IN NORTHERN OHIO 


The Cleveland Distributing 
Co., 2323 E. 67th St., Cleveland, 
Ohio, has recently been named 
distributor of the forthcoming 
line of Bendix AM and FM 
radios and radio-phonograph com- 
binations in Cleveland and north- 
ern Ohio for the Bendix Avia- 
tion Corp., Cleveland, Ohio. 
Howard J. Shartle, regional chief 
of the radio and radar division 
of the WPB in Cleveland for the 
past two years, has been named 
general manager of the merchan- 
dising organization in Cleveland. 





PENN. WHOLESALERS 
TO MEET MARCH 15-16 


Samuel B. Smith, Steinman 
Hardware Co., Lancaster, Pa., 
secretary, Pennsylvania Whole- 
sale Hardware & Supply Associa- 
tion, has announced that the 
organization’s annual meeting 
will be held March 15 and 16, 
1945, at the Hotel Astor, New 
York City. 


CRAIN, SENTINEL 
RADIO REP. IN OHIO 


E. J. Crain was recently ap- 
pointed representative in Ohio 
for the Sentinel ‘Radio Corp., 
2020 Ridge Ave., Evanston, Ill. 
He will cover the Ohio territory 
east of and including Spring- 





field. 































































—the above memo about tells 
the story of Atlas double points 
and staples . . little remains to 
be said. Atlas quality is recog- 
nized and accepted as standard 
throughout the hardware trade. 
The only additional fact to be 
emphasized is the rapid service 
we're rendering on orders . . so 
























ends our brief and to-the-point 
message. 






















FAIRHAVEN, 
MASS. 




























Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


LINOLEUM 
PASTE 
Ready for 
for laying and 
patching. Also 
used on drain 
ay boards and stair 
treads. 
Packed: 
Pinte—Quarts —Gallons 


The Old Reliable 


Pp" "|; 











CONSUMERS 
CRACK 
FILLER 

OR WOOD PUTTY 
Mixes smooth, 
dries hard and 
stays put — will 
not chip, crack, 





| 
a shrink or peel. 


Fills holes, cracks or breaks 
in wood, stone, ete. 








5-os. and 1-lb. cartons. 





CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS (18) MISSOURI 














Take the Guesswork _ 
Out of Rat Bait Sales 
By Selling “the Killer That Takes 


Guesswork out of Extermination. 
Buick "5 
QUICK - DEATH 


RAT KILLER 


Its fortified Red Squill formula 
makes it sure and quick in results. 
And it’s so convenient and safe to 
use. You can stand behind it four- 
square—satisfaction is guaranteed. 
Big “Economy” can of 100 pellets 
retails for only $1.25. Order from 
your jobber today. 


t ‘If Made by SGuich—N ne the Work’ 


. Mouse Jinx "s Dog Repel 
Rat Poison 

irk's at: iscan Killer "s 
And other Quirk Household and Auto Specialties 


Order Now from Your Jobber, or Write for Literature 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 
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OBITUARIES 








THOMAS W. BACCHUS 


Thomas W. Bacchus, 82, re- 
tired vice-president and director 
of the Hercules Powder Co., Wil- 
mington, Del., passed away re- 
cently at the Delaware Hospital 
in Wilmington, after an illness 
of several weeks. Mr. Bacchus 
resigned from Hercules Powder 
Co. in 1941, after 47 years of 
distinguished service in the ex- 
plosive industry. He joined the 
original Hercules Powder Co., in 
Cleveland, in 1893, as a sales- 
man. In 1902 he joined E. I. 
duPont de Nemours & Co. 
and in January, 1903, was 
placed in charge of that com- 
pany’s Repauno plant. He was 
named general superintendent of 
all duPont high explosives plants 
in 1912, but resigned later in 
that year, to become vice-presi- 
dent and general manager of the 
present Hercules Powder Co., 
then being organized. The com- 
pany constructed a new dynamite 
plant on a site near Salt Lake 
City, and this plant was named 
Bacchus in his honor. Mr. 
Bacchus directed the company’s 
entire explosives production pro- 
gram during the first World War. 

He is survived by his widow, 


| two daughters, and a son. 





G. ARTHUR SCHIEREN 


G. Arthur Schieren, 66, presi- 
dent of the Charles A. Schieren 
Co., New York City, manufac- 
turers of leather belting, died 
recently at Doctors Hospital. 

Mr. Schieren was a son of the 
late Charles A. Schieren, the last 
mayor of Brooklyn before that 
city became a borough of New 
York City, and founder of the 
belting company. Mr. Schieren 
was a former president of the 
American Leather Belting Asso- 
ciation and a member of the 
American Society of Mechanical 
Engineers. He is survived by his 
widow, a daughter, and a son. 





S. P. EDWARDS 


S. P. Edwards, 75, who has 
been engaged in the hardware 
business in Carthage, IIl., for 
more than half a century, passed 
away suddenly from a_ heart 
attack at his home. In 1892, he 
and his brother-in-law, Samuel 
Taylor, established a hardware 
store under the firm name of 
Taylor & Edwards. Mr. Taylor 
passed away in 1927, and Mr. 
Edwards continued the business 
under the name of Edwards 
Hardware Store. He had been 
a member of the Methodist 


Church for more than 60 years 
and was active in the work of 
the church. He is survived by 
his widow and two brothers. 





F. R. STOUT 
F. R. Stout, secretary-treasurer 
of the Odell Hardware Co., 
Greensboro, N. C., wholesalers, 
passed away recently. 





F. L. STELLWAGEN 


Frederick L. Stellwagen, 83, 
New York City manufacturers’ 
agent, widely known in the hard- 
ware field in which he was active 
for 66 years, passed away Jan. 6, 
following a long illness. He had 
been active in business until last 
year, despite his advanced years. 
As a boy of 18 he entered the 
employ of the New York office of 
Sargent & Co., New Haven, 
Conn., as a bill of lading boy 
and clerk, in the shipping de- 
partment of that company’s New 
York City office. Four years 
later he was transferred to the 
sales department, and a few 
months following this he became 
a traveling representative for the 
company. He served as sales 
manager of New York trade sales 
for the company for nearly 40 
years, and during that time also 
served as secretary of Sargent & 
Co. 

Resigning from Sargent & Co. 
in 1930, Mr. Stellwagen, and his 
only son, the late Fred L., Jr., 
under the firm name of Fred L. 
Stellwagen & Sons, started in as 
sales representatives for a num- 
ber of hardware manufacturers. 
This business later became 
known as Stellwagen & Kunz. 
He was a member of the Harp- 
ware Ace Fifty Year Club and 
had retired some time ago. 

He is survived by a daughter 
and a sister. 








F. L. STELLWAGEN 


HARDWARE AGE 
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GEORGE A. LIBBY 
George A. Libby, 86, city 
sales manager, Bigelow & Dowse 
Co., wholesale hardware dis- 


tributors, Boston, Mass., passed 





GEORGE A. LIBBY 


away recently, having been asso- 
ciated with the company for 70 
years. Mr. Libby joined the com- 
pany at the age of 17 as an 
errand boy. He soon advanced to 
the position of sales representa- 
tive, and after a period of years 
on the road, he returned to the 
office as warehouse superinten- 
dent, finally becoming city sales 
manager and auditor of invoices. 
He has often been called “a 
maker of men,” for during his 
long and valued service to the 
company he trained many boys 
who eventually became efficient 
hardware salesmen. Mr. Libby 
was a member of the HARDWARE 
Ace Fifty Year Club. He will be 
greatly missed by his associates 
in the company’s office where he 
was extremely popular. He is 
survived by several nieces and 
nephews. 


_— 


ALEXANDER G. LEMKE 


Alexander G. Lemke, retired 
Detroit, Mich., hardware dealer 
passed away recently at the age 
of 86. Until his retirement five 
years ago he operated a hard- 
ware store at 4197 St. Aubin St., 
Detroit, now conducted by a 
grandson. Mr. Lemke opened 
the store in 1893, at the same 
address it is now located. He 
was a former treasurer of the 
Detroit Retail Hardware Asso- 
ciation. 

Two daughters and five grand- 
children survive. 





JOHN H. GIMMEL 


John H. Gimmel, 56, owner of 
the Real Hardware Store, New 
York City, until he became ill 
four years ago, recently passed 
away in the Polyclinic Hospital. 


perimental departments at the 
Nela Park plant of the General 
Electric Co., Cleveland, Ohio. He 


is survived by his widow, two 
sons, in the service, and a 
daughter. 


DARIUS E. PECK 


Darius E. Peck, 67, since 1929 
a vice-president and_ general 
counsel of General Electric Co., 
Schenectady, N. Y., and a mem- 
ber of the company’s advisory 
committee, passed away recently 
after suffering a heart attack. He 
joined the company’s law depart- 
ment in 1913, and in 1920 was 
made assistant manager of that 
department. He became vice-pres- 
ident and general counsel in 1929. 





PETERSON CAVERT 


Lt. Peterson Cavert,’22, young- 
est son of Tillman Cavert, Sr., 
Cavert & Lipscomb, manufactur- 
ers’ representatives, Nashville, 
Tenn., died in action on Nov. 
10th. The family first received a 
message from the war depart- 
ment reporting the young lieu- 
tenant missing, but a week later 
another wire followed stating 
that he had been killed in ac- 
tion. Lt. Cavert had been in the 
service two years this last Sep- 
tember, and had been overseas 
since July. He was attached to 
an anti-tank division until re- 
cently when he was transferred 
to an infantry unit. He was 
educated at Webb School, in Bell 
Buckle, and at Davidson, N. C. 
He is survived by his widow, 
the former Elizabeth Overton, 
and his parents. 





SPENCER KELLOGG, JR. 


Spencer Kellogg, Jr., 68, for- 
merly vice-president and director 
of Spencer Kellogg & Sons, Inc., 
vegetable oil and vegetable meal 
company, Buffalo, N. Y., passed 
away recently in his home in 
Santa Barbara, Cal. 





W. L. TOLER 


W. L. Toler, 69, who had been 
in the hardware and furniture 
business continuously. for the 
past 34 years, passed away re- 
cently, after a lingering illness. 
He was co-owner and co-pub- 
lisher of The Mounds Indepen- 
dent, newspaper, in Mounds, III. 
He was city superintendent of 
schools in Jonesboro for four 
years, and also in Grayville, Ill. 
In 1902 he was principal of the 
Mt. Vernon High School, and 
then later moved to Mounds as 
superintendent of city schools. 
He was a member of the Masonic 
Lodge. Mr. Toler is survived by 
his widow and one daughter, and 


Nodelt. CHAINS 


_-, for War 






—_ 








-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 














Type 2001 The ‘‘Tripiex"’ 


The greater part of our production is still going into the war 
effort where most types of Chicago Spring Hinges are used in 
plant construction and for the ships of our Navy. After Victory 
many typés not now available will again be ready for distribution 
through the hardware stores of America. 
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one brother and two sisters. 












Chicago Spring Hinge Co. 


CHICAGO S.A. NEW YORK 
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SCHLUETER WEO.00-5S 





After the war, when merchandise is plentiful, people 
will again demand products of known merit—bearing 


trade-marks of manufacturers they know and trust. 


That's when a good name like Schlueter’s DE LUXE 
Quality Heavy Metalwure will prove its value to you 
..+helping you regain your post-war trade, winning 


new customers, making sales easier, more profitable. 


Right now, of course, Schlueter’s DE LUXE Metalware 
is not available because all of our energies and manu- 
facturing facilities are serving Uncle Sam. But when 
we are again able to manufacture civilian goods, you 
may be sure that every item in our extensive line 
will uphold the reputation for quality products which 
Schlueter has enjoyed for years. 


In making plans for your postwar metalware inventory, 
remember the store prestige and sales power of a 
good name, a well-known trade-mark, a guarantee of 
quality. And with inventories as low as they are today, 
you have plenty of opportunity for a fine postwar start 
by stocking such dependable, salable mer- 
chandise as Schlueter’s DE LUXE line of 
metalware. It’s a good name to have on 
your metalware. 


CHLUETER 


MANUFACTURING CO, 
ST. LOUIS, MO. 


R 








GEARTNER, SALES MGR. 
FOR ELECTRONIC 
CORP. OF AMERICA 


Jack Geartner has recently 
been appointed sales manager for 
The Electronic Corp., of America, 


et 





JACK GEARTNER 


45 West 18th St., New York 
City. Mr. Geartner was formerly 
associated with Emerson Radio 
& Phonograph Corp., New York 
City, for five years, as assistant 
sales manager and advertising 
director. Prior to this, at the 
Arcturus Tube Co., Newark, 
N. J., he directed advertising and 
then became the general sales 
manager. The company plans to 
produce precision-built radios. 
HORTON MFG. CO. 
WINS 4th ARMY-NAVY 
PRODUCTION RENEWAL 


The Horton Mfg. Co., Fort 
Wayne, Ind., has recently been 
presented with its fourth consecu- 
tive renewal of the Army-Navy 
“E” production award, originally 
received in January, 1943. The 
company also holds the “A” 
award for the AAF for thorough- 
ness of inspection of material for 
that branch of the service, and 


has received the National Se- 
curity Award. 
CLARION RADIO 


EMPLOYEES HONORED 
AT DINNER DANCE 


In recognition of their pa- 
triotic war service, 850 employees 
of the Warwick Mfg. Corp., Chi- 
cago, Ill., makers of the Clarion 
radio, were the guests of the 
company at a dinner dance held 
recently in the Logan Square 
Masonic Temple, Chicago. The 
reception line was headed by the 
president of the company and 
his wife, Mr. and Mrs. John E. 
Holmes, the vice-president and 
his wife, Mr. and Mrs. Gordon 


eral sales manager. Mr. Holmes 
stated that the new skills and 
technical knowledge the com- 
pany has acquired in making 
communications equipment for 
the army and the navy will be 
applied to the building of new 
and finer home radio sets. He 
continued saying that the em- 
ployees would not need to look 
for a new field of employment 
when the war is over, as the 
company is in a field of industry 
that will not require reconver- 
sion and re-tooling. 





APPROVE REVISION 
PLOW BOLT RECOMM. 


The proposed revision of Sim- 
plified Practice Recommendation 
R23, Plow Bolts has been ap- 
proved, and will be identified as 
R23-45, effective from Jan. 1, 
1945. The recommendation as 
revised confines itself to nominal 
sizes produced for stock pur- 
poses, but provides cross-refer- 
ence to existing technical 
standards contained in other pub- 
lications. Copy may be obtained 
from Division of Simplified Prac- 
tice, National Bureau of Stan- 
dards, Washington 25, D. C. 





JULES ALEXANDRE 
INC. TO DISTRIBUTE 
FOR CROSLEY CORP. 


Jules Alexandre, Inc., 147-155 
S. Cameron St., Harrisburg, Pa., 
has recently been established to 
handle the distribution in cen- 
tral Pennsylvania for the prod- 
ucts of The Crosley Corp., Cin- 
cinnati, Ohio. Jules E. Alex- 
andre is president of the new 
firm, and Ben Eby, owner of the 
Eby Chemical Co., Harrisburg, 
Pa., is vice-president of the new 
company. 

HAYNES, CONSTRUCTION 

BUREAU DIRECTOR WPB 


John L. Haynes has been 
named director of the WPB Con- 
struction Bureau. to succeed 
Arthur J. McComb, who has been 
appointed Deputy Vice-Chairman 
for Operations, WPB. Mr. 
Haynes was formerly with the 
Charles H. Tompkins Co., Wash- 
ington, D. C., contractors. He 
then became associated with the 
United States Engineers Office 
and later with the N. P. Severn 
Co., Chicago, Ill. Later he was 
resident engineer on the Federal 
Warehouse in Washington. Mr. 
Haynes joined the WPB in 1941 
as chief of the Lumber & Build- 
ing Materials branch and has 
been director of the Building 
Materials Division since April, 
1942. Prior to that he was with 
the Securities & Exchange Com- 
mission in charge of engineering 
matters. 





G. Brittan, and Reau Kemp, gen- 
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PUFFER VICE-PRES. 
OF BORG-WARNER 
Paul H. Puffer, formerly di- 


rector of post-war planning of 
the Norge division Borg-Warner 





PAUL H. PUFFER 

Corp., Detroit, Mich., has re- 
cently been named a vice-presi- 
dent to develop an employee and 
public relations program. Mr. 
Puffer has been with Norge for 
the past 11 years, and in this 
time has served in a number of 
important executive capacities 
including, general salesmanager, 
contact man with Washington 
officials, during the company’s 
conversion to war work, and also 
liaison man between the com- 
pany and government agencies on 
war contracts. He had been di- 
rector of post-war planning for 





the past one and one-half years, 
an assignment virtually com- 
pleted. 
ECLIPSE LAWN MOWER 
WINS THIRD STAR 


The Eclipse Lawn Mower Co., 
Prophetstown, IIl., has recently 
been awarded a third white star, 
for its production pennant. The 
company began production of 
ordnance materiel in its new 
plant in March, 1942. The origi- 
nal “E” presentation was made 
in Oct., 1942. On March 20, 
1943, the first star was won, and 
Oct. 30, 1943, marked the addi- 
tion to the pennant of the second 
white star. 

GAY RESIGNS AS 

OCR. VICE CHAIRMAN 


Edward R. Gay, recently re- 
signed as assistant vice-chair- 
man for Civilian Requirements 
of the WPB. Mr. Gay will con- 
tinue to serve as a consultant to 
the board whenever he is needed. 
He joined the WPB in 1942 as 
chief of the Industrial Programs 
Branch of the Office of Civilian 
Supply. He later became director 
of the General Commodities di- 
vision, where he served until 
May, 1944, when he was ap- 
pointed assistant vice-chairman 
for Civilian Requirements. No 
appointment will be made to re- 
place Mr. Gay, as his various 
responsibilities will be reassigned 
among other members of the 
staff. 











ARMY-NAVY “E’” PRESENTED TO GOULDS PUMPS: 
Goulds Pumps, Inc., Seneca Falls, N. Y., received the pro- 
duction award pennant recently at an impressive ceremony 


held in the plant. 


Comm. Robert S. Smith, Jr., U.S.N. In- 


spector of Navy Material, Buffalo, presented the flag to N. J. 
Gould, president of the company, who accepted the banner 
in behalf of the employees. Col. Arthur D. Elliot, Command- 
ing Officer, Seneca Ordnance Depot, presented the “E” pins 
to three of the company’s oldest employees in point of service. 


Prior to Pearl 


Harbor the entire facilities of the company 


have been utilized in the production of pumping equipment 
for the armed services and other government agencies, and 
for industries connected with the war effort. Left to right: 
Wm. Wicks, employee representative, Col. Arthur D. Elliot, 


N. J. Gould, 


Comm. Robert S. Smith, Jr., USN, and Lt. Comm. 


John T. Casey, USNR, master of ceremonies. 
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down Youngstown Kitchen way. 


benefit of twelve years’ experience in this 
new business. It will be presented to 
them in practical, usable form without 
tricks or overdone dramatics. 

Dealers who want to build a long- 
pull Kitchen Merchandising Business 
and who feel that it is safer to assume 
they'll still have to sell, should look into 
the Youngstown Kitchen Program. 


WARREN, OHIO 


Design Engineering Service + 
Porcelain Enameled Products 





























IT’S SAFER TO ASSUME 


gould stile have 70 500 = 


CERTAINLY there is a tremendous pre-sold, 
unsaturated market for modern all-steel kitchens. The 
pent-up demand we hear so much about may even tax our 
manufacturing capacity for a while right after the war. 


But there will be no drifting with the “buying tide” 


Clear cut information about simplified kitchen 
planning and selling is receiving top attention. Youngs- 


town Kitchen Dealers can look forward to having the 


Until the last shot is 
fired—buy bonds 
— give blood — 
salvage fats and 
paper — work for 
Victory. Then do 
your portto... 


Put Dollars to Work 





MULLINS MANUFACTURING CORPORATION 


Large Pressed Metal Parts 
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A Sanette Department 
Is A 
MONEY MAKER! 


Plan now to have Sanettes on dis- 
play. Savea place for them and see 
how readily they will be accepted 
by your customers. Sanette’s 
dependability 
has made many 
friends; its quality 
is preferred; con- 
tinuous national 
advertising is build- 
ing still wider 
acceptance. 
Concentrate on 
Sanettes for 
PROFIT ! 


Sanettes are now 
being produced in 
limited quantities 
and jobbers are 
being supplied as 
rapidly as pos- 
sible. 


* 








Housewives 
like them be- 
cause they do 
away with the 
messy handling 
of garbage and 
help keep the 
pail clean. At- 
tractively pack- 
aged; all year 
‘round sale. 
Limited quan- 
tities now 
available. 


* 


MASTER METAL 
PRODUCTS, INC. 
321-A Chicago St., 
Buffalo 4, New York 














FRIGIDAIRE DIV. 
ANNOUNCES SERVICE 
DEPT. APPOINTMENTS 
The Frigidaire Division, Gen- 

eral Motors Corp., Dayton, Ohio, 
has announced the appointments 





Cc. P. OGDEN 


of the following men in the ser- 
vice department: C. P. Ogden, 
supervisor of service parts sales, 
and field contact division; R. K. 
Eley, supervisor of the service 
technical division, in charge of 
training, service literature, field 
shop operations, and field and 
factory technical contacts; and 
R. V. Leslie, supervisor of the 
service inventory control division. 
A. J. Ritten was formerly super- 
visor of the service inventory con- 
trol division, but he has been 
made a member of the division’s 
market research and organization 
department. 


BRADY ELECTRIC NAMED 
MOTOROLA RADIO 
DISTRIBUTOR 


Brady Electric, Inc., 255 State 
St., Elmira, N. Y., has been re- 
cently appointed distributor for 
Motorola radios by the Galvin 
Mfg. Corp., Chicago, Il. This 
new distributor will maintain 
headquarters at Elmira, but after 
the war, plans to open a branch 
store in Binghampton, N. Y., to 
help cover the territory, which 
comprises the New York counties 
of Steuben, Chemung, Yates, 
Schuyler, Tompkins, Tioga and 
Broome, and the Pennsylvania 
counties of Susquehanna, Brad- 
ford, Tioga, and Potter. 


BUNKER RESIGNS AS 
WPB CHIEF OF STAFF 


Arthur H. Bunker has recently 
resigned as chief of staff of the 
WPB. Mr. Bunker who has 
served the WPB and its prede- 
cessor agency for three and one 





half years. has resigned due to 


ill health, Mr. Bunker was 
largely responsible for seeing to 
it that the production of such 
important metals as aluminum 
and magnesium was expanded 
promptly enough so that all es. 
sential demands of the war pro- 
duction program could be met in 
full, for these metals. Mr. Bun- 
ker is executive vice-president of 
the Lehman Corp., of New York. 


REPUBLIC SUPPLY 
CORP. DISTRIBUTES 
FOR FARNSWORTH 


The Farnsworth Television & 
Radio Corp., Fort Wayne, Ind., 
has recently appointed the Re- 
public Supply Corp.,. Detroit 26, 
Mich., exclusive distributor of 
the company’s post-war phono- 
graph-radios, radios, and _ tele- 
vision sets in the eastern half of 
Michigan. 


LACY HEADS KIWANIS 
CLUB IN TEXARKANA 


Robert Lacy, Texarkana, Ark., 
hardware merchant, was recently 
elected president of the Texar- 
kana Kiwanis Club at a meeting 
of the organization at the Hotel 
McCartney. Mr. Lacy succeeds 
L. H. Renneker, who will serve 
as vice-president during the com- 
ing year. 


JENNESS JOINS 
PASHA STAFF 


Leslie W. Jenness has recently 
joined the Pennsylvania & Atlan- 
tic Seaboard Hardware Associa- 
tion staff as direcctor of service. 
After leaving his father’s hard- 
ware store, he spent eight years 
as merchandising manager in 
chain and catalog house stores. 
He then became affiliated with 
NRHA as store planning and 
merchandising engineer. For the 
past five years, Mr. Jennes has 
managed a large hardware store 
in the east. 





LESLIE W. JENNESS 
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na, Ark., 
recently 
> Texar- before the Advertising Club of 
meeting Boston, that unless the distri- 
ie Hotel bution efforts of American indus- 
succeeds try match its accomplishments in 
ill serve the field of production, the U. S. 
the com- will face a great unemployment 
problem within five years after 
the war. 
; Mr. Cashman conceded that 
recently ATCHESON RESIGNS 
t Atlan- "AS SURPLUS PROPERTY 
Associa- DEPUTY OF OPERATIONS 
“er tters Frederick Roberts Atcheson 
ans has recently resigned as deputy 
ae in in charge of operations for the 
lente Office of Surplus Property, United 
d with States Treasury Department. He 
= and directed the warehousing, inven- 
Por the tory classification, pricing, ac- 
ei heal counting, and inspection part of 
eines the Treasury’s sales of surplus 
; consumer goods. Mr. Atcheson 
has been associated with Mar- 
shall Field & Co. continuously 
for 21 years, in both the man- 
agement and control functions 
and will return to his post with 
that company. 
NEW EMERSON RADIO 
DISTRIBUTOR 
The Herrlinger Distributing 
Co., Cincinnati, Ohio, has re- 
cently been named distributor in 
that territory for the Emerson 
Radio & Phonograph Corp., New 
York City. R. S. Herrlinger, 
president of the distributing com- 
pany, will manage the sales of 
Emerson radio sets, which will 
be handled by a specialty sales 
division. 
JANUARY 18, 1945 





Cashman Says Distribution Mast 
Match Production in Post-War Era 





there would be a heavy demand 
for many items for a year or 
more after the war, but after this 
pent-up demand is satisfied, hard 
hitting sales promotion programs 
must be organized. As a means 
of stimulating sales, he advo- 
cated the establishment of a 
broader credit. base to penetrate 
the lower income groups. In the 
electrical appliance field, he said, 
it appears that the pent-up de- 
mand is not as great as has been 
anticipated, which may be be- 
cause of the acquired habit of 
getting along with what we have, 
partly, and because of the com- 
parative lack of attractive adver- 
tising campaigns to stimulate de- 
mand. The much increased de- 
mand for goods and services 
which is necessary to provide full 
employment, will not develop 
fully of its own volition. To 
help win the peace, the same 
kind of stimulation that war 
bond drives have been given, is 
urgently needed. 

To increase demand sufficiently 
to provide work for the army of 
job seekers, he continued, the 
living standard of every person 
in the country would have to be 
increased fifty per cent, mea- 
sured by spending. 











’ SCHACHT, MGR. N. Y. 
CITY SALES FOR 
WHITLOCK SUPPLY 


Benjamin R. Schacht has re- 
cently been appointed manager 
in charge of metropolitan New 
York sales for The Whitlock Sup- 
ply Co., New York City, exclu- 
sive locksmith supply house. 
Formerly general manager of the 
Wholesale Hardware Corp., he 
has been associated with the 
hardware industry for the past 
25 years. 
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Sell Climax for Cleaning 
new-type wall finishes 
as well as wall paper 


@ Decorators all recommend dry-cleaning (like wall 
paper cleaning) instead of washing new type water 
paints. Climax Wall Paper Cleaner has the right plas- 
ticity for easy and thorough cleaning of either papered 
or painted walls. Climax cleaning quality is put into it 
at the factory — controlled and kept uniform by labora- 
tory testing — and protected by tight packing in wide- 
mouth glass jars giving easy access to cleaner and 
resealable to prevent waste. 


As always Climax is heavily advertised in all metro- 


politan markets. Order now — from your jobber. 


CLIMAX INDUSTRIES, INC. 


CLEVELAND 2, OHIO 










































Business Heads Form 
Legion’ 

A “Victory Legion” has been 
organized in New York City, 
headed by David Sher of the 
General Motors Corp., Detroit, 
Mich., to stimulate a greater vol- 
ume of purchases of large de- 
nomination bonds by business 
men, corporate executives, and 
other persons of means. Mem- 
bership in the Legion will be 
open to all those who purchased 
a $1,000 “E” bond during the 
Sixth War Loan drive, to others 
who have purchased the legal 
limit of $5,000 worth of “E” 
bonds during the calendar year 
1944, and to those who sell 
$5,000 worth. The treasury is in- 
terested in pushing the sale of 
“E” bonds, and Mr. Sher stated 
that the business leaders* or- 
ganized the group to aid New 
York State in going over the 
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“Victory 
for “E”’ Bond Bayers 


top in its drive for $295,000,000 
in this category during the recent 
war loan campaign. 

Members in addition to their 
purchases or sales of large de- 
nomination bonds will be asked 
to assist in promoting the future 
sales of “E” bonds in every way 
possible. The group has set a 
total of $20,000,000 in “E” bond 
sales as its goal, although Mr. 
Sher stated that the response 
thus far may make it necessary 
to raise the sights. Persons may 
be enrolled by buying or selling 
the bonds and notifying the Vic- 
tory Legion Office at the state 
headquarters, 1270 Sixth Ave., 
New York City. The campaign 
will require the filing of no 
forms, since the legion’s drive 
will be conducted on an “honor 
system” basis. 








DALLAS HDWE. & 
IMPLEMENT CLUB 
ELECTS SIMPSON PRES. 


At the recent regular monthly 
meeting of the Dallas Hardware 
& Implement Club, held at the 
Jefferson Hotel, Dallas, Tex., the 
following officers were elected for 
the ensuing year: A. J. Simpson, 
Allis-Chalmers Mfg. Co., presi- 
dent; F. R. Schultz, J. I. Case 
Co., vice-president, and H. C. 
Rast, John Deere Plow Co., re- 
elected secretary-treasurer. Mr. 
Rast has held this position for 
the past 18 years. George F. 
Pierce, Cullum & Boren Co. was 
elected chairman of the board of 
directors, and B. I. Toline, John 
Deere Plow Co., and W. D. Barry, 
Minneapolis-Moline Power Imple- 
ment Co., were elected directors. 
The club extended a vote of 
thanks to the retiring president, 
E. C. Inglish, who in turn ex- 
pressed appreciation to the other 
officers, directors and all mem- 
bers, for the splendid cooperation 
they had given him through the 
year. 

BOOSTERS PRESENT 

MINSTREL SHOW AT 

CHRISTMAS PARTY 


An old-fashioned amateur min- 
strel show was the entertainment 
feature of the annual Christmas 
Party of the Hardware Boosters, 
at the Hotel Roosevelt, New 
York City, Dec. 18, with an at- 
tendance of 300 members and 
guests, a departure from the 
usual custom of having only pro- 
fessional entertainers at the 
party. The show was enlivened 
by end men in the persons of: 
Tom Finn, Atlas Products Corp.; 
E. W. Law, Abrasive Products, 


116 


Inc.; Willard Kemp, The Yale & 
Towne Mfg. Co.; W. Robert Goe- 
pel, U. S. Plywood Corp.; -Dave 
Hecht, Schultz & Anderson Co., 
and Arthur Pope, Sargent & Co. 
T. J. Crofton, H. B. Sherman 
Mfg. Co., president of the Boost- 
ers, was interlocutor, and the 
man who sold the Boosters on 
the idea of a minstrel show. 





The Hardware Boosters Quar- 
tette—Bill Ward, Mr. Goepel, 
E. R. Sandiford, Harpware 
Ace, and Dan Werth, Star Ex- 
pansion Bolt Co., sang several 
numbers. A rare treat was the 
antics of L. W. Appell who 
smashed a violin on the head 
of a “heckler,” and then played 
his own violin to show what he 
really could do. Specialty num- 
bers were offered by Messrs. 
Kemp, Goepel, Law and Hecht 
and by Tom Finn with the aid 
of William Wahle, Star Expan- 
sion Bolt. John Tracy, Rawlplug 
Co., Inc., sang “I Want What I 
Want When I Want It!” and 
Frank Rametta, Permatex Co., 
played the musical saw. Wally 
Eames sang several solos. 

The annual Christmas party 
was directed by A. C. Flamman, 
legal counsel, vice-president of 
the Boosters, as chairman of the 
entertainment committee. 





PENSACOLA APPLIANCE 
CO. DISTRIBUTES FOR 
ESTATE STOVE CO. 


S. C. Bernhardt, vice-president 
in charge of sales of The Estate 
Stove Co., Hamilton, Ohio, re- 
cently announced the appoint- 
ment of the Pensacola Appliance 
Co., Pensacola, Fla., as appliance 
distributor for the company in 
the northwest territory of Florida. 











MERRITT HEADS HARDWARE TRADE ASSOCIATION: 


More than 60 members and guests participated in the Christ- 
mas Party festivities and annual meeting of the Hardware 


Trade Association of New York, Dec. 
Machinery Club, 30 Church St., New York City. Following 
luncheon Santa Claus in the person of Roy C. Schmidt, Stan- 
ley Tools, traditional “St. Nick” for the club’s Christmas 
gatherings distributed gifts from a bursting pack, each mem- 
ber and guest having contributed a package for the exchange. 
E. S. Norvell, E. C. Atkins & Co., secretary-treasurer of the 
club, was honored for his long service in that office with the 
gift of an easy chair for his home and a set of matched golf 
clubs. Charles D. Merritt, Reed Mfg. Co., was elected presi- 
dent succeeding E. T. B. Penman, Neal & Brinker Co., who 
became chairman of the board. Vice presidents are: E. 
Dugan, Thomas W. Kiley & Co., Inc.; H. L. Usher, 
Iron & Steel Corp., and Arthur Yorke, Hansen & Yorke Co., 
Mr. Norvell was reelected secretary-treasurer. M. L. 
Langel, Osborn Mfg. Co., is chairman of the executive com- 
Members of the board of directors are: Fred A. 
Scholl, Long Island Hardware Co.; Jack Perkins, J. H. Wil- 
liams & Co.; D. C. Stagg, Patterson Bros.; Ralph 
Diamond Expansion Bolt Co.; Sydney Atkinson, R. J. Atkin- 
son, Inc. and Mr. Schmidt. Left to right: Messrs. Norvell, 


Inc. 


mittee. 





19, at the Railroad 


Oliver 


S. Allen, 


Dugan, Merritt, Usher and Yorke. 





AM. STANDARDS ASS’N. 
RE-ELECTS CASE V. P. 
George S. Case, Sr., chairman 

of the board of the Lamson & 
Sessions Co., Cleveland, Ohio, 


was reelected vice-president of 
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GEORGE 8. CASE 


the American Standards Asso- 
ciation, 70, E. 49th St., New York 
City 17, at the annual meeting 
held recently at the Hotel Roose- 
velt, New York City. 


ROCHESTER RETAIL 
HDWE. ASS’N. HOLDS 
DINNER PARTY 


The Rochester Retail Hard- 
ware Association presented 
“Breakfast at Sardi’s at a din- 
ner party attended by 170 hard- 
ware men and ladies recently. 
Bill DeMarse, the master of cere- 
monies, entertained while an ex- 
cellent turkey dinner was served. 
Mrs. John B. Foley, widow of 
the long-time secretary, John B. 
Foley, was the guest of honor, 
and received an orchid in recog- 
nition of long friendship. Mrs. 
Catherine Dublebeiss, member of 
the Harpware Ace Fifty Year 
Club, was honored with an 
orchid as the oldest “hardware 
man” present, both in age and in 
service. Harold Clark was award- 
ed the bouquet for the largest 
family, as he has four sons, all 
of whom are in the service, and 
two daughters. 

Al Klotz, Barker, Rose & Kim- 
ball, Inc., Elmira, N. Y., whole- 
sale hardware distributors, was 
introduced as the man who spent 
the night in a garage with 30 
women, when a recent. storm 
caught the passengers in a Grey- 
hound bus at Hall, N. Y. Mr. 
and Mrs. Leopold Fisher were 
the couple longest married, 49 
years, and Mr. and Mrs. Leroy 
Slocum, 3rd, the most recently 
married. Fred Dublebeiss, presi- 
dent of the association, welcomed 
the guests. 


HARDWARE AGE 
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FREE! 


NEW HELPFUL GUIDE 
TO ANCHORING DEVICES 


New book presents complete 
“know-how” story on all types 
of expansion anchoring devices. 
Fully illustrated. Complete in- 
stallation instructions. Handy 
reference on styles and sizes 
for every anchoring need. Yours 
without cost or obligation. 


Write for Copy Today 


JOBBERS: Get the complete facts 
on this available line. 





CHICAGO 
CHICAGO EXPANSION 


BOLT COMPANY 


2227 W. Ogden Ave. @ Chicago 12, III 





You get Le profit IN PACE WITH 
nationally advertised | THE TIMES 














All Sizes 
Prompt Shipments 


Big circulation magazines and news- 
papers are carrying the Plantabbs 
story to indoor plant growers 
throughout the country and through- 
out the year. The demand for the 
larger sizes of Plantabbs packages 


is growing constantly. It will pay BACKED BY OVER A CENTURY 
7Od Co CS Snene E Ones te, OF UNDISPUTED LEADERSHIP 


bA7-\ Sa celtl, leiclole) om) feldins 
At most wholesalers but if yours . 


cannot supply, write 
PLANTABBS COMPANY |R.E. DIETZ COMPANY 
NEW YORK 


Baltimore 1, Maryland 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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BECAUSE SS ae No other item you've ever 


handled returns you so 
much sound, steady profit, 


DISPLAYS complete satisfaction . . 


and that’s why constant 
CATCH repeats make X-ACTO a 
THE EYE _ sure way to profits. 


Address inquiries te Alfred 
Field & Co., sole distributors 
in Hardware field, 93 Cham- 
bers Street, N. Y. 
TO BOOST YOUR SALES 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUGH 
Our national “big push’ in 
publications —_ people 
who buy from -. plus 
strong, compdling’ *Dealer 
Helps’’ will boost ? —_— 
X-Acto Knives with 
pom d blade on B -~y . 
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THE WORLD'S 
MOST POWERFUL 
HAND PRUNER 





EXCLUSIVE FEATURES 
FULL %" CUTTING CAPACITY 
CYCLE MOTION—SURGICAL CUT 
COMBINATION WIRE CUTTER 
FLAT HEAD—CLOSER TRIMMING 
IT WILL ACTUALLY SHAVE BARK 
REPLACEABLE BLADE 
POSITIVE SAFETY LOCK 
NO MORE MASHED FINGERS 


OTHER NEWMAN TOOLS 


POLE TYPE TRIMMERS 
POLE TYPE SAWS 
POLE TYPE PAINT BRUSHES 
TREE PAINT 


Manufactured By 


a@m METAL PRODUCTS | | NEWMAN MFG. & SALES CO. 
2322 West § 58th Street, Chicago 36, Illinois KANSAS CITY 2, MO., U.S.A, | 
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Three Ammunition Orders 
Affect Civilian Sales 


WPB stops production of civilian ammunition; 
freezes makers’ stocks; requests dealers, jobbers 
to cease selling under Supplementary Limitation 


Order L-286-b, which expired Dec. 31, 


Three actions 
production of civilian ammuni- 
tion and conserving stocks for 
essential uses were announced 
Dec. 30, 1944, by the War Pro- 
duction Board as it moved to 
meet suddenly increased military 


1944, 


stopping the) requirements for smal] arms am- 


munition. The actions were: 

1. Setting Dec. 31, 1944, as the 
final day for the manufacture of 
ammunition for any except gov- 
ernment and military use. 

2. Freezing manufacturers’ 





Stocks pending development of 
distribution controls that will 
conserve the ammunition for the 
most essential uses. 

3. Requesting wholesalers and 
retailers to stop the sale of am- 
munition previously allowed by 
Supplementary Limitation Order 
L-286-b when that expires Dec. 
31. This order permitted sales of 
extra ammunition to farmers and 
ranchers and also allowed sales to 
hunters. 

Acting immediately when it 
was informed of the new mili- 
tary requirements, WPB wired 
manufacturers on Dec. 7 to hold 


all stocks pending issuance of a 
formal freeze order. This action 
was confirmed on Dec. 22 in the 
form of Directive 1 to Order 
L-286, which also prohibited the 
manufacture of civilian ammuni- 
tion after Dec. 31. 

So essential are the needs of 
farmers, ranchers, and public 
protection agencies, that suff- 
cient ammunition must be re 
served to fill them. WPB there- 
fore is asking all dealers to ob- 
serve the expiration date of 
L-286-b and to take all other 
possible steps to conserve their 
stocks, 








Permit Reclassification of Some 
Rabber Working Boots Under Rationing 


A minor change in rubber 
footwear rationing regulations 
will permit “seconds” of below- 
knee height heavyweight boots 
(Type 3) to be classed and sold 
as below-knee height lightweight 
boots (Type 4) OPA announced 
Jan. 5. Dealers and manufac- 
turers will be required to report 
the reclassifications to OPA. The 
action affects only those Type 3 
boots that are imperfect and have 





therefore been identified by the 
manufacturers as “seconds” 
either by branding the word on 
each boot or by punching a 
small hole in the upper part of 
each, according to customary 
trade practices. 

Type 3 rubber boots include 
all below-knee height heavy in- 
dustrial boots, with plain or steel 
toes. Type 4 includes all below- 
knee height lightweight rubber 





boots principally used in farm- 
ing, but are available also for 
general work purposes. Both 
first quality and seconds of all 
six rationed types require cer- 
tificates for their purchase, and 
until this revision no reclassifica- 
tion of types was permissible, 
each type being sold only against 
a certificate made out by a local 
War Price and Rationing Board 
which is for that particular type 
of boot. 

No advance notice of the re- 
classifications need be given te 





OPA, but brief inventory records 
and reports will be required. Be- 
fore making the sales, each estab- 
lishment must attach to its OPA 
inventory form a statement show- 
ing the former and present clas 
sification and the number of 
pairs reclassified. A copy of this 
statement must be sent to the 
establishment’s OPA _  distfict 
office. 

Amendment 15 to Ration Or- 
der 6A—Men’s Rubber Boots and 
Rubber Work Shoes—effective 
Jan. 9, 1945. 








Annoance Quarter’s Quotas on 


Domestic Ice Refrigerators | ; 


Quotas for the production of 
54,995 domestic ice refreigerators 
in the first quarter of 1945 to 
meet military and essential ci- 
vilian requirements have been 
assigned to 14 manufacturers, the 
War Production Board said on 
Jan. 4. Additional authorizations 
for the production of 20,005 do- 
mestic ice refrigerators, bringing 
total first-quarter authorized pro- 
duction to the permitted maxi- 
mum of 75,000, will be assigned 


later. 
The manufacturers and their 
quotas are: 
Units 
agotis Refrigerator Co., 
Broo! Zs cccovcese 3,587 
Atkins Table & Cabinet Co., 
Brooklyn, N. Y. ....+.++- 1,174 
Brunswick Refrigerator Co., 
Brooklyn, N. Y. ....+-+-+- 2,295 
Doherty-Stirling, Inc., Bato 
bs Be cvccacceccsesce 164 
Dratch’s Victory Refrigerator 
Box, Brooklyn, N. Y. .... 1,624 
Metal Potton | Com: 
pany, Brooklyn, N. Y. . 4,347 
Ice Cooling Appliance Corp.. 
Morrison, Th ......+++is- 16,171 





Iceland net 
Brooklyn, N. Y. 


eeeeeeeeee 


a, BB 
Nashua, N. H. 








Precision Metal Produets Co., 


B Eb Me gaocecces 575 
Sanitary Refrigera' Co., 
Fond du Lac, Wis. ...... 6,000 
toddard Manufacturing Co., 
Mason City, lowa ... 150 


Mfz. 
«++ 4,000 
WPB is allocating a maximum 
of 100 lbs. of metal per refrige- 





rator. Of the 75,000 ice refrige 
rators planned for production in 
each quarter, 55,900 are for ci- 
vilian requirements. The rest are 
for the United States Maritime 
Commission, Foreign Economic 
Administration and National 
Housing Agency. 








Most Civilian Uses of Lead Restricted 
To 60 Per Cent of 1944 Level for 1945 


On Dec. 27, WPB announced 
that most civilian uses for lead 
will be restricted to an annual 
rate of 60 per cent of the 1944 
level, through a complete revision 
of Order M-38. The lead situa- 
tion has recently become critical 
due to mounting military de- 
mands, declining production and 
a dwindling Government stock- 
pile. Government sources say 
that estimated 1945 requirements 
will be 1,150,000 tons, compared 





with 970,000 tons of total sup- 
plies. Government reserves are 
less than one month’s consump- 
tion and have been decreasing at 
a rate of from 15,000 tons to 25,- 
000 tons per month during the 
last five months. The newly im- 
posed restrictions should bring a 
15 to 20 per cent reduction in 
over-all lead consumption from 
the 1944 level, and bring it into 
line with expected supplies. Re- 
strictions and availability of lead 





are defined in the revised M-38 
order under three new lists. List 
A outlines prohibited uses. List 
B classifies the “end uses” for 
storage batteries, cable covering, 
tetraethyl and ammunition for 
military use only, for which lead 
will be 100 per cent available. 
Lead will also be unrestricted for 
solders, bearing metals, brass and 
bronze. List C embraces the 
greater portion of civilian uses, 
and restricts lead use in the first 
quarter of 1945 to 30 per cent of 
the amount used in the first half 
of 1944 (a 60 per cent annual 
rate). 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
ean stretch the wire and nail it to the post 
without assistance. These time and labor 
eaving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips twar- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 


details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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Ne. 96. They will be in big de- 
mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 
terial, reinforced for long and hard 
wear. In ordering specify No. 96. 


FOLDING AUTOMOBILE 
BABY SEAT 


Ne. 104. A sturdily made 
steel frame with strap 
hangers to fasten on saute 
seat lean back. High qual- 
ity fabrics used for seat 
Part. Fully assembled. 
Packed in bulk. 


SPRADLING'S Ine. 
ST. LOUIS, MO. 




















SIZE MAR/KED 


PUMP LEATHERS 










LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped te Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 



















Easy Sales 


Selling Simplex size-marked pump 
leathers means more profitable sales. 


You will appreciate the efficiency and 
convenience of the shorp, clear size 
markings on all Simplex pump leathers. 
These assure quick and correct selection. 

Ask your jobber or write 
us for price list. 
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No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 
replacements. 















RED DEVIL TOOLS 
Irvington, N. J. 11, U.S.A. 








National 


Still a symbol! 
of fine 
HARDWARE 












UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
ive first call to the war effort, and 
whateveravailable hardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 
We hope the day is comin? soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 


to serve a world at peace. 


We suppest using, Government priority 
forms for all of your urgent hard- 


ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - + : ILLINOIS 
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For steady sales and 
profite ... $FTOGE .:.> 
SELL THE LEADER 


“Nu Jamb” Spring 
Hinge Requires No 
anging Strip 





WMilwaukee 


BUILDERS HARDWARE 


“NU Jamb” Spring Hinges ~- “Matchless” 
Floor Spring Hinges . Universal Pivot 

« Lavatory Latches . Indicators, 
Bolts . Lavatory Stall and Door Fittings . 
Adjustable Screen Hinges . “Rite-Way” 
Closet Garment Fixtures . ‘Milwaukee’ Door 
Guards. 


MILWAUKEE — The Popular Quality Line of 
Builders Hardware — Assures Customer Satisfaction. 


MILWAUKEE STAMPING CO. 
816B So. 72nd Street, Milwaukee 14, Wisconsin 
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WAFFLE-KNITTED 
IRONING BOARD PADS 


and COVERS 









From start to finish we strive 

to produce a better pad. In doing so, 
we have built a demand which at 
present is larger than we can meet. 
You see, the Army and Navy are get- 
ting first call on our production. 
What remains, we are distrib- 

uting pro-rata to our customers. 


Textile Mills 


Mills 


h : 4 Athe _ 
3 A s, Ala 
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Electrician’s wood-boring bits, 
conforming to specifications as to 
styles and sizes, may now be 
manufactured in addition to the 
21 types of wood-boring bits al- 
ready permitted WPB announced 
Dec. 29. Electricians’ bits are 
included as Type 15a in Appen- 
dix A of Schedule VIII of the 
hand tools simplification Order 
L-157, as amended Dec. 29, 1944. 
The appendix specifies the types, 
sizes, grades and styles of wood- 
boring bits that may be manu- 
factured. No increase in total 
production of bits will result 
from permitted manufacture of 


Permit Manafacture of Electrician’s 
Wood-Boring Bits Under Order L-157 


the added type, which is needed 
by electricians, WPB said. 

The amendment reads: “Type 
15a. Electricians’ bits. These 
bits may be made in only one of 
the following styles of twists: 
double twist, solid center, or 
single twist. They shall have 
one spur and one cutting edge 
and a screw point. They shall 
have a tapered square bit stock 
shank. They may be made only 
in sizes 10/16 in. 11/16 in, 
12/16 in., and shall have an over- 
all length not to exceed 10 
inches.” 











Purchasers of stamped steel 
open hook type chain are no 
longer required to limit their in- 
ventories to a 45-day supply, the 
War Production Board reported 
Jan. 3. This action was taken 
by eliminating stamped steel 
open hook type chain from the 
definition of “sprocket chain” in 
Order L-193-a, Sprocket Chain, 
Sprocket Chain Attachment 
Links Sprocket Chain Wheels. 


Cancel 45-Day Inventory on Stamped Steel 
Open Hook Type Chain Under L-193-a 


Manufacturers of this type of 
chain have been experiencing 
storage difficulty because produc- 
tion is on a 12-month basis while 
demand is of a seasonal nature. 
By eliminating the 45-day inven- 
tory limitation, purchasers of the 
chain are allowed to build up 
their supplies and alleviate the 
manufacturers’ difficulties, WPB 
said. 











NEW AIR-EXPRESS 
TARIFF SHOWS 
SOME REDUCTIONS 


A new tariff, containing many 
changes in rates and rules affect- 
ing property moved by plane 
between 728 air express points, 
was announced Dec. 20 by the 
Air Express Division of Rail- 
way Express Agency. Marking 
the eighth domestic air tariff in 
the company’s history, the new 
express rates will go into effect 
Jan. 15 at about 575 airport ex- 
press cities and associated towns 
presently maintaining air service. 
The, new rates and rules will 
apply to all remaining points 
covered by the tariff as soon as 
air service has been inaugurated 
at these places. 

Airport offices served exclu- 
sively by all American Aviation, 
Inc., and Northwest Airlines, 
Inc., will benefit by rate reduc- 
tions amounting to approximately 
10 per cent, bringing their 
charges down to the level cover- 
ing other airport offices since 





Reduced mileage between 
many airport offices, made pos- 
sible by the opening of new air- 
ports and shortening of air 
routes, has brought about other 
rate reductions. Air express 
rates are based generally on a 
charge of 3% cents per pound 
for each 100 miles flown, with 
an appropriate minimum charge 
for low weight packages. In this 
way, a reduction in air miles be- 
tween airport offices permits a 
corresponding rate reduction,” 
R.E.A. officials explained. 





WESTERN RESERVE 
UNIVERSITY GIVES 
SMALL BUS. COURSE 


Western Reserve University, 
division of business administra- 
tion has announced that it will 
give full college credit for its 
new course for veterans and 
others in the management and 
operation of small business. This 
course will be given on Wednes- 
day evenings at Cleveland Col- 





July, 1943. 
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Government Insures But Does Not 


Make G.I. Business Loans 


(Washington Bureau 
of HARDWARB AGE) 

The issuance of regulations 
governing the guarantee of busi- 
ness loans under the G. I. Bill 
of Rights by the Veterans Ad- 
ministration on Dec. 21 put into 
operation the last phase of the 
G. 1. Bill that remained to be 
implemented. The loans will not 
be made by the government but 
must be individually negotiated 
with private lenders. 

The regulations covering these 
loan guaranties are basically like 
those for farm and home loans, 
circumscribed by the same limi- 
tations which provide that the 
maximum amounts of guaranty 
for any one person is $2,000 and 
the interest charged on the loan 
may not exceed 4 per cent. 

The law also provides that: 

1. The proceeds of the loan will 
be used by the veteran to pur- 
chase real or personal property 
to be used by him in the pursuit 
of a gainful occupation. 

2. Such property will be use- 
ful in and reasonably necessary 
to such occupation. 

3. The ability and experience 
of the veteran and the condi- 
tions surrounding the project are 
such that there is a reasonable 
likelihood of success. 

4. The purchase price does not 


exceed a reasonable normal value. 


by proper appraisal. 

It is reported that the Recon- 
struction Finance Corp. and the 
Smaller War Plants Corp. will 
set up staffs to provide a check 
on the above provisions when 
loans are contracted for by vet- 
erans. The Smaller War Plants 
Corp., under existing law, is also 
empowered te buy surpplus 
plants, equipment and goods to 
aid in the establishment of small 
businesses by veterans. Credit can 
be extended by SWPC in trans- 
actions of this nature. 

The business loans may be 
guaranteed not only for the pur- 
chase of buildings or real prop- 
erty but also to buy supplies, 
equipment, machinery and tools 
normally used in connection with 
the occupation the veteran plans 
to enter. Loans for inventory, 
stock or working capital are not 
covered. 

In general, business loans 
must be secured by first liens 
unless a first lien is held by a 
Federal agency, in which case a 
second lien may be accepted so 
long as it amounts to not more 
than 20 per cent of the purchase 
price, and if the amount of the 
loan is under $500 the guaranty 
may be issued on an unsecured 
loan. 
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Any veteran who was in ser- 
vice after Sept. 16, 1940, and 
who was discharged under con- 
ditions other than dishonorable 
after 90 days of service, is eli- 
gible to apply for a guaranty of 
a business loan. 

If two or more eligible vet- 
erans plan to enter business to- 
gether they may apply for guar- 
anty of the same loan. In such 
cases the obligation will be 
treated as separate and not as 
joint responsibilities. But the 
guaranty under these conditions 
may not exceed the maximum of 
$2,000 for each borrower. 

Where a loan is made for the 
purchase of real property a stand- 
ard real estate first mortgage 
will be taken as security. Ap- 
praisal by a qualified and desig- 
nated appraiser is required. 

Where equipment is to be pur- 
chased the loan will be secured 
either by a chattel mortgage or 
a conditional sales agreement. A 
loan to make the initial payment 
on equipment may not exceed 
$1,000 and must be repaid within 
one year if the amount is $500 
or less. If over $500 the loan may 
run for 2*years, and may be se- 
cured by a second mortgage. 

If a loan is for the purchase 
of supplies not over $1,000 it 
must be repaid in one year; the 
loan may be unsecured if se- 
curity is not customary or prac- 
ticable. 

All loans guaranteed by the 
Veterans Administration must be 
paid off within 20 years, how- 
ever, this maximum time usually 
applies only to real estate, as 
loans on equipment or machinery 
may not extend beyond their ac- 
cepted useful life. 

All expenses customarily borne 
by parchasers may be charged 
against a veteran borrowing un- 
der the provisions of the G. I. 
Bill, but no charge may be made 
for the guaranty of a loan or 
for any services connected with 
securing such a guaranty. 

If the wife of a borrower is 
also an eligible veteran she will 
not be required to sign an ap- 
plication made by her husband. 
If she also wants to exercise her 
right to a guaranty of a loan 
she will be required to make a 
separate application. The signa- 
ture of her husband will only be 
required if they reside, or the 
loan is made, in a state where 
his signature is necessary to 
make the transaction legal. 

Forms necessary for loan guar- 
anties are available at Veterans 
Administration offices and will 
be distributed to recognized 
lenders. 





EVERY MECHANIC 





ao FAIRMOUNT Drop Forg- 
ed Hand Tools not only meet 
tough specifications as to 
structural design and tensil 
strength ... they have the 
right FEEL. It’s something im- 
possible to describe... but 
every mechanic knows ex- 
actly what we mean. 





The FAIRMOUNT 


TOOL & FORGING COMPANY 





* * Hand Tools + Special Tools + Forgings 
10611 QUINCY AVENUE + CLEVELAND, OHIO 
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Flashlight cell ceilings—One 
month’s extension of the time in which 
Treasury Procurement may sell Signal 
Corps flashlight batteries at 5% cents 
each, the ceiling price previously made 
effective from Dec. 1, 1944, to Jan. 1, 
1945, was announced by the Office of 
Price Administration on Dec. 21. The 
Government agency will be subject to 
a ceiling price of 5 cents each for these 
batteries on Feb. 2, 1945, instead of 
Jan. 2, 1945, as a result of this ac- 
tion, which became effective Dec. 21, 
1944. Delay in Treasury Procurement’s 
sales program for these batteries, which 
prevented disposal by Jan. I of the 
number intended to have a ceiling of 
5% cents, is responsible for the month’s 
extension of time when this ceiling can 
be used, OPA said. Wholesale and re- 
tail ceilings already established on the 
batteries remain unchanged. Amend- 
ment No. 1 to Order 11 under Supple- 
mentary Order 94—Special Maximum 
Prices for Surplus Flashlight batteries 
—effective Dec. 21, 1944, made these 
provisions. 

© _ i 

Pen and pencil prices—OPA 
has established long and detailed tables 
of dollar- and-cent retail ceiling prices 
on fountain pens and mechanical pen- 
cile—itemized by brand and manufac- 
ture. Any of these items sold at re- 
tail on or after Jan. 1, must be tagged 
or imprinted with the proper retail ceil- 
ing price, brand name and model num- 
ber, OPA now adds. 


Used car ceilings—Prevailing 
price ceilings on used cars and trucks, 
scheduled to be reduced this month, 
will be maintained instead. The 
Office of Price Administration, an- 
nouncing this decision, said the reduc- 
tion was canceled “to keep the market 
stocked with the largest inventory” pos- 
sible—to maintain transportation of 
war workers and goods and equipment 
needed for war and essential civilian 
use. Passenger car ceilings had been 
slated to go down 4 per cent Jan. 10 
and 4 per cent each six-month period 
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thereafter. OPA gives no indication 
whether the reduction scheduled for 
July 10 will be allowed. Ceilings for 
used commercial vehicles were to have 
been cut to the maximum price for the 
next older model year truck of the same 
make. 
s . = 

Considering steel mark-ups 
—The chairman of the OPA Steel 
Products Advisory Committee revealed 
recently increases in certain steel prices 
have been recommended to the OPA— 
apparently requested for reasons other 
than the possible additional wage costs. 
The prediction in steel circles is quite 
general that still further price increases 
will be sought to compensate for the 
cost of the latest WLB directive. There 
is no agreed understanding as to the 
extent of finished steel price increases 
needed to even maintain the present 


profit margin of steel makers. In one 
instance, it is pointed out that increased 
costs in producing galvanized sheets 
have reached, on the lighter gages, 
nearly $20.00 per ton, based on higher 
zinc costs and increased wage costs, 
without benefit of any increase in gal- 
vanized sheet prices. This works out, 
it is said, that WPB’s imposing a heavy 
galvanized sheet directive on one lead- 
ing sheet maker, may result in sub- 
stantial losses for 1945 on his galva- 
nized production. 
aa * - 

Paper tissue and towels — 
Manufacturers may sell toilet tissue and 
paper towels to the army, navy and 
Lend-Lease Administration at “adjust- 
able” prices, OPA rules, by an order 
under price regulation 266. This wil? 
enable sales to be made at prices that 
can be adjusted later to any changed 
ceiling prices established by OPA, 
which is now reviewing existing ceil- 





Wholesale Hardware Sales 
By Geographic Divisions, for November, 1944 
































SALES REPORTED SALES-YEAR-TO-DATE 
Percent Change 
DIVISIONS November 1944 Thousands of Dollars 
Percent Fat Eleven 
Number | Da trom 1944 1943 
of Nov. Oct. Nov. Nov. Oct. 11 mos, (Add oy 
Firms a} 1943 1944 1944 1943 1944 1943 000) 
Ps 
U.S. TOTAL b....| 281 +3 — 5 | $33,764 | $32,763 | $35,493| + 2 | $477,907 | $467,192 
lew En 21 -—3 c 871 899 874; —4 11,783 | 12,317 
Middle antic. . 69 -7 -—5 5,308; 65,688; 5562; —3 82,575 | 84,70 
North 62 | +8 -4 5,984; 5,533/; 6,243; +3 72,839 
West North Central 33 +4/-9 5,876; 5,639) 6486; +9 69,624; 63,661 
South Atlantic... ... 37 +16 | —3 3,454 2,977 3,563 | +10 84,584 0,43 
‘ast South Central 15 +12 | -—3 2,301 2,050} 2,362) +11 28,514; 23,922 
West South Centra’ 20 +7 +3 3817; 3,668; 3,710; +5 50,035 | 47,446 
Mountain.......... 8 —3 —15 921 046; 1,084; +6 9,529 8,962 
EE ans << evccbads 21 -—6 | -—7 5,009; 65,368; 65456; — 6 97,696 | 103,810: 




















—— of mee Census 

does not apply in all cases to the year-to-date 
> Ineludes data for five not allocated to geographic 
e Less than 0.5 per cent. 


Current Statistical Serviee 





States comprising 


regions: 
New England—(Conn., Spine, “<j N. H., R. L, Vt.) 


Middle Atlantico—(N. J 


np Be Sep 
East North Central—(iil. * a Og Mich, Ohio, Wisc. 
West North ne Kan., Minn., Mo., Neb, N. D., 8. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., 


La., Okla., Texas.) 


Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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Meets the Needs of 
EVERY PROSPECT 
and ALL USERS! 


Post-war days (and we hope 
they’re not too far away) will 
bring an unprecedented de- 
mand for Dempster Water Sup- 
ply Equipment. And we will 
be geared to supply that de- 
mand. Farmers, stockmen and 
home owners throughout the 
Nation will want the comforts 
and advantages that Dempster 
Equipment makes possible. 


Alert dealers are planning for 
these after-the-war days. They 
are looking ahead, getting ready 
for years of good business. Are 
you ready? 


Write for Franchise NOW 


It may be that there is a fran- 
chise open in your territory, 
with the assurance of steady, 
profitable business from a line 
that for 66 years has held a 
reputation for high quality and 
dependability. Write us today 
regarding your territory... it 
may be open. 


DEMPSTER MILL MFG. CO. 


Diotribute 
AMERICA'S COMPLETE LINE 


WATER SUPPLY 
EQUIPMENT, 

















EQUIPMENT 
VALVES 









BEATRICE, NEBRASKA 
JANUARY 18, 1945 




































































WATER SUPPLY 
PIPE + FITTINGS 


(T-4) 








PRODUCTS 


Metal restrictions have been modified to permit the 
manufacture and sale of Chain Link Wire Fence, Steel 
Folding Gates, Wire Window Guards, Wire Mesh 
Partitions and other barriers for certain industrial uses. 
It’s possible some concerns in your vicinity may be 
able to qualify for these products. So keep sending 
your inquiries. We'll be glad to give you complete 
information and advice as to priority procedure. When 
writing, please mention prod- 
ucts in which you are interested. 
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size and shape of U | 
opening. Steel Folding Gates—furnished in 
single or double gate construction. 








When writing for information, 
! give measurements 
and send sketch. 



















Below: Stewart Non- 
Climbable Chain Link 
Wire Fence is recom- 
mended where complete 
protection is desirable. 
3TH Chain Link Wire are sectional and 
Fence is made in several made to fit any 
heights and weights. __ height or width. 
‘4 4 Quiékly and easily installed. Ideal for 
toolrooms, stockrooms, lockerrooms, etc. 


Wire Mesh Partitions 
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=¥\ 153 
VAM oy 
Style OTH Chain Link Wire S33 teeererstt: 

Fence is used where a lesser 


degree of protection is necessary. 









| é A £4), Stewart Plain or Ornamen- 

fim I a A m, lh tal Iron Fences add beauty 

and dignity to all types of 

property. Its manufacture is 

still restricted. 
. 
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Style 111S 
shown above. 





THE STEWART IRON WORKS CO., Inc 
Stewart Block Cincinnati 1, Ohio 







































Wholesale Hardware Inventories 


By Geographic Divisions, for November, 1944 











} | END-OF-MONTH INVENTORIES (Cost) 


STOCK-SALES-RATIOS 








Thousands of Dollars | 


Nov. | Nov. Oct. 
1944 | 1943 | 1944 | 














| 
| 


$34,190) $32,550 $34,536| 156 | 158 149 








1,338; 1,311 1,336 197 186 194 

3,739| 3,562| 3,773 162 134 136 

6,548 | 6,834) 6,702 165 139 

7,532; 7,105| 7,968 160 146 142 
2,501; 2,165/ 2,492; 127 135 

1,255 | 1,143; 1,274 127 143 132 

4,671 | 4,939 170 180 189 

622 547 128 148 116 

5,820; 5,083 5,405 200 170 171 











a 
| | Percent Change 
DIVISIONS | November 1 
| from 
| 7 ain 
| peumber | l 
Nov. Oct. 
Firms 1943 1944 | 
7 ei. co. ) Rxcatind 
u.s.ToTALa..| 178 | +8 | -1 | 
| 
N 15 +2 b 
teadie Rttantio.. } 37 +5 -% | 
North Central... .| | —4@ - 
‘West North Cen’ 22 +6 —5 
South Atlantic. . 23 +16 | »b 
East South Central 7 +10 ~ 4% 
West South Central 14 +3 -2 
Mountain = —13 —1 | 
Pacific "1 +14) +8 | 
Wa Se 
Bureau of the Census 


Current Statistical Service 


a includes data for four firms not allocated to geographic divisions. 


b Less than 0.5 per cent. 





fer an identical group of firms. 


Stock-sales-ratios are percentages obtained by dividing the cost value of stocks by sales 





ings at the request of the tissue indus- 
try advisory committee. 
> « . 

Mexican istle products—WPB 
says consideration is being given to ap- 
plications (under order M-63) to import 
from Mexico palma or pita istle twine, 
dressed and cut palma or pita istle for 
bs ashes, and other miscellaneous prod- 
ucts made from these istle fibers. All 
such permits will be limited to a 90- 
day period, in which shipment as well 
as purchase must be made. 

* « . 

Matches—Approximately 175,- 
000,000,000 strike-anywhere matches 
and 125,000,000,000 book matches will 
be available for civilian use in 1945, 
Chemicals Bureau officials told the 
Match Manufacturers Industry Ad- 
visory Committee at a recent meeting, 
the War Production Board reports. Of 
the 1945 match production, the military 
will require the entire output of strike- 
on-box matches and 35 per cent of the 
book matches, WPB said. Virtually 
the entire output of strike-anywhere 
matches will continue to be available 
for civilian consumption, they added. 
Approximately 460,000,000,000 matches 
will be produced in 1945, as compared 
with approximately 475,000,000,000 in 
1944. 

. . > 

Fewer civilian tires — OPA 
has ordered a sharp reduction in the 
output of passenger car tires in the 
first quarter of 1945 in an effort to in- 
crease production for the armed forces. 
Only about 5,000,000 passenger car tires 
will be made in the first quarter, a cut 
of approximately 1,650,000 from fourth 
quarter production levels. Not long 
ago, it was “hoped” that the first 1945 
quarter might be scheduled up to 8,- 
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000,000, but this was before General 
Eisenhower’s call “for more tires to sup- 
port our invasion forces.” The new 
restrictions will make possible expand- 
ed production of military tires in addi- 
tion to output already scheduled, at a 
quarterly rate of 350,000 in the critical 
A-5 classification, and make it possible 
to eliminate an existing deficit. These 
tires are used on medium-sized army 
trucks, 
» s . 

Soap products—A modification 
of provisions applying to the establish- 
ment of maximum prices for new or 
changed soap products was announced 
Dec. 29, 1944, by the Office of Price 
Administration. These changes do not 
alter existing prices for soap. This ac- 
tion, effective Jan. 2, 1945, revokes 
Commodity Practices Regulation No. 1, 
which previously applied to the new or 
changed products, and also amends the 
soaps and cleansers regulation. The 
two major points of the amendment 
are: (1) It retains in full all former 
provisions designed to protect the con- 
suming public against evasive or manip- 
ulative practices in connection with the 
marketing of soap products; and (2) 
It will now be possible for manufac- 
turers of new or changed products to 
apply to OPA for the establishment of 
prices without being required to show 
that inability to market such products 
would subject the manufacturers to sub- 
stantial hardship. 

s a 

Planning advance allocations 
—Despite the “freeze” recently placed 
against civilian production increases, 
WPB’s Consumers’ Durable Goods Divi- 
sion has broadened its proposed plan 
for advance allocation of materials and 
components. This plan, originally de- 


signed to aid the transition into peace- 
time production of mechanical refrige- 
rators and washing machines, has been 
widened to include other products. 
Now, WPB allocations of materials are 
governed by labor availability. Under 
the plans sponsored by the Division, 
authorizations to secure materials and 
components would be divorced from 
labor clearances. Producers would re- 
ceive firm allotment, on an AA-3 rating, 
with which to acqire materials and 
components necessary for production in 
the first three to six months following 
V-E Day. On this basis, manufacturers 
would be able to receive materials for 
post-war production prior to labor clear- 
ances, to aid them to get into produc- 
tion immediately when labor clearanees 
are received. This, eventually, should 
minimize, if not prevent, unemployment, 
officials of the Consumer Durable Goods 
Division say. 
© . * 

Brass for ammunitior —- To 
increase the production of ammunition 
brass during early 1945, WPB has 
ruled that all brass mills must notify it 
(WPB), at least five days in advance 
before scheduling any outstanding Z-] 
(deferred civilian allotment) orders. It 
is desired, rather to channel this ca- 
pacity, if possible, into additional pro- 
duction of brass for the small arms 
ammunition and artillery programs of 
the armed services. This new ruling 
follows a recent announcement by WPB 
that its Requirements Committee would 
review all outstanding CMP allotments 
of brass mill products, to reduce ci- 
vilian demands to a minimum. Any 
added relaxations of limitation and con- 
servation orders affecting brass mill 
products have been definitely shelved. 

> * 7. 

Steel situation — Because of 
events abroad the steel industry in the 
past week was feeling the full effects 
of an overall pressure stemming from 
the now general belief that the war in 
Europe will be no pushover and might 
take much longer to finish said The 
Iron Age in its Jan. 4 issue. New book- 
ings and heavy steel production con- 
tinued to bear out such a viewpoint. 
Despite the holidays, steel orders rose 
sharply again last week and sales 
offices reported their customers more 
war production minded than at any 
time since Pearl Harbor. Forge shops 
and structural steel fabricators have ac- 
quired comfortable backlogs even 
though the latter had run out of lJand- 
ing .craft contracts. Steel deliveries 
have lengthened considerably in the 
past 30 days particularly on narrow 
gage and highly flat rolled products 
and carbon bars. This reflects heavy 
pressure of CMP orders and WPB de- 
livery directives. Strip mil] size sheets 
in many cases are now promised for 
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SEREBEEBEREEERE STEEL 
SQUARES 
We 101 Style of Mon 3, SR. 14 and 100 
ALL 
STYLES 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 


SOUTHINGTON, CONN. u6r 
Sales Dept., 19 W. 44th St., New York 18, N. Y. 


SOUTHINGTON Stand- 


Down Square for Me- 
chanics, and Aetna Steel 


amateur user are all guar- 
anteed accurate with ser- 
vice built into them. Also 
Bevels and Try Squares. 
Send for Catalog and 
Prices. 


Est. 








WROUGHT WASHER Mic. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 


MILWAUKEE 
WROT WASHERS 


© S. A. E. Washers 

© Riveting Washers 

© Light Steel Washers 

© Square Washers 

© Machinery Bushing Washers 
© Corriage Washers 

© Brass Washers 





© Lock Washers 

©® Shakeproof Lock Washers 
© Malleable tron Washers 
© Split Repair Washers 

© Fibre Washers 

© Expansion Plugs 

® Screw Machine Products 
* Stompings 


and Steel Squares, Take | 


Squares for the casual or | 
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We are manufacturing 


CHAI 
Ea 


...-Dut only a fraction 
of what is needed 


You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ing job. 


Though the C-M plants are working 
’round the clock, our armed forces 
and essential wartime industries 
have first call on C-M production. 


We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. ; 


As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 





COLUMBUS*MchINNON 
CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 


SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 





June delivery and galvanized sheet 
promises have lengthened from June to 
August. Some producers are promising 
tin plate shipments for April whereas a 
short time ago February deliveries were 
available. Cold rolled sheets have been 
extended to May from March; hot 
rolled sheets to May and August from 
March; carbon bars to June and July 
from March and April; some sheared 
plates to June from April; wider shear- 
ed plates unchanged to March, and 
universal plates remaining unchanged 
from March promises in most cases. 
Narrew and wide strip were still being 
promised for May delivery. First ex- 
pedient taken recently to relieve some 
of the tight delivery situation has been 
to cutback first quarter tin plate direc- 
tives to 1944 fourth quarter levels after 
they had been raised. Space, freed on 
the mills, will go partially into galvan- 
ized sheets and possibly, in some cases, 
into rails. Steel mills are fearful that 
rapid increases and production direc- 
tives for war programs will extend 
carryovers. At least one mill has gone 
into 1945 with a substantially larger 
carryover than at the beginning of 
September, but one steel company re- 
ports a current carryover less than one- 
third of its peak six months ago. The 
carryover situation now, however,. cen- 
ters in sheets and shell steel rather than 
in plates which were the most delayed 
item previously. 


. . * 


Steel for closures, cans — 
Restrictions on the use of metal for 
cans and closures for glass containers 
have been changed to permit use of 
steel instead of substitute materials, 
many of which are now more critical 
than steel, the War Production Board 
said, Jan. 1. The metal can order, 
M-81, has been changed so that packers 
may use un-tinned steel, without quota 
restrictions, since supplies of sheet steel 
are now more adequate than those of 
paper and several other packaging ma- 
terials. Virtually all of the previous 
restrictions on tin for packaging pur- 
poses are retained. In connection with 
this change in restrictions, WPB re- 
minded packers that metal containers, 
to replace substitute packages, may not 
be available for some time. WPB also 
cautioned packers that because of the 
ancertain situation in the materials 
field, there is no guarantee that steel 
will continue to be available for these 
containers. 

o . . 

Lumber output and demand 
—Lumber production during the winter 
months from December to mid-March is 
expected, by leading lumbermen, to be 
substantially below that of last winter. 
To offset decreased production, WPB 
says it may have to set distribution con- 
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trols over types of lumber that may 
now be bought without certification, to 
insure that essential war and civilian 
lumber needs may be filled. Lack of 
manpower, with men leaving the woods 
and mills for work in other war indus- 
tries, is still the chief factor curtailing 
production. Industry records show that 
approximately 70 to 80 per cent of all 
lumber production during 1944 went 
directly or indirectly into the war, and 
that proportion probably will continue 
through 1945 unless there is a sharp 
letup in the actual fighting. The 
largest single item in the estimated 
figures of lumber consumption in 1944 
is packaging (boxing, crating, and dun- 
nage) approximately 45 per cent. Ci- 
vilian construction, which may or may 
not be an indirect war use, accounts for 
about 30 per cent; military uses and 
factory products (probably mostly 
military) make up the 25 per cent bal- 
ance. 
7 . * 

Lumber for farmers — WPB 
has directed that farmers who need 
lumber for emergency maintenance and 
repair of farm dwellings may now ap- 
ply to the War Food Administration for 





preference ratings, instead of to WPB 
local field offices. Under delegation of 
authority previously provided, WFA 
also assigns preference ratings to 
farmers for lumber for all other per- 
mitted uses. WPB’s Office of Civilian 
Requirements has transferred to WFA 
15,000,000 board ft. of lumber from its 
allotment for the first quarter of 1945 
to provide lumber for emergency main- 
tenance and repair of farm dwellings. 
. eo : 

Camera film — Production of 
camera film has fallen below military 
and civilian requirements in 1944, mem- 
bers of the Photographic Film Industry 
Advisory Committee were told recently 
by the War Production Board. Esti- 
mated requirements for 1945 are in ex- 
cess of present production capacity, 
WPB officials said, in asking industry 
representatives to submit their con 
sidered opinions as to ways of increas- 
ing output. Steps have been taken to 
release more camphor for film-making, 
WPB said. It was indicated that some 
new control may be placed on the dis- 
tribution of sensitized paper. Com- 
mittee members recommended that 
MRO (maintenance, repair and oper- 








During 1943, 
American business 
not only won the 
battle on the pro- 
duction front but 
it also paid into 
the federal treas- 
ury almost half of 
the taxes collect- 
ed by the federal 
government. Total 
federal tax re- 
ceipts for the fis- 
cal year ending 
on June 30, 1943, 
amounted to a 
litle more than 
$22.5 billion, df 
which almost $10 
billion was col- 
lected from busi- 
ness in corpora- 
tion income and 
excess profit 
taxes. 

The federal 
government re- 


individuals, not 
including payroll 
taxes deducted 
for social secur- 
ity, which amount- 
ed to an addi- 
tional $1.5 billion. 
The combined 
revenue from li- 








FEDERAL Tax Revenue 


FiSGat TEAR 1843 











quor, tobacco. 
excise, estate and 





gift taxes, as well as from miscellaneous taxes, totaled approximately $4.5 


billion. 


High income taxes on business and individuals may be excusable when 
national income is at peak levels but they would act as a brake on the econ- 
omy in the post-war era, preventing the maintenance of high employment. 
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ating supplies) rating for purchase of 
sensitized paper be eliminated, stating 
that it is not aiding equitable distribu- 
tion. 

a s + 


Electric energy—The produc- 
tion of electric energy for public use 











during the month of Nov., 1944, totaled 
18,888,508,000 k.w.h. according to re- | 
ports filed with the Federal Power 
Commission. This was a decrease of 
1.7 per cent when compared with Nov., 
1943. The average daily production of 
electric energy for public use for Nov., 
1944, was 672,189,000 k.w.h. an increase 
of 2.1 per cent when compared with 
the average daily production during the 
month of Oct., 1944. Total production 
for public use for the 12 months period 
ending Nov. 30, 1944, was 227,866,830,- 
000 k.w.h. compared with a production 
of 215,179,605,000 k.w.h. for the 12 
months period ending Nov. 30, 1943, 
fepresenting an increase of 5.9 per cent 


over the previous period. 
* * * 


Huge consumer spending — 
The American publis has rung up a 
aew spending record in 1944. The U. S. 
Department of Commerce estimates 
that $97,000,000,000 was spent in the 
year for goods and services, six per 
cent more than 1943, and more than 
half again as great as 1939 spending. 
The Department said enough civilian 
goods were produced in 1944 to satisfy 
most of consumers’ wants. There were 
“some inconveniences but no _hard- 
ships.” Rising prices account for some 
of the increased spending, but not all. 
The actual quantity of goods and ser- 
vices bought was somewhat larger than 
in 1943. 


al . o 


Peak living costs — Living 
costs of average American wage earn- 
ers for November rose to the highest 
level in almost 19 years, the National 
Industrial Conference Board says. Its 
November index of living costs stood at 
13.2 per cent of the 1923 “par”—a new 
high since February, 1926, and 22.3 per 
cent above the level of January, 1941, 
the base month of the Little Steel 
formula. The purchasing power of the 
wage earners’ dollar in November, in 
terms of 1923 goods, stood at 95.1 cents 
against 96.4 cents a year ago. 


Construction in 1944—Ad- 
vance WPB estimates of new construc- 
tion during the year 1944 indicate a 
volume of $3,840,000,000, almost up to 
the $3,900,000,000, programmed for this 
year in August, 1943. This volume is not 
quite half the 1943 total of $7,732,- 
000,000, and is less than one-third the 
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Thank you for your patience in waiting for Genuine 
Amerock Cabinet Hardware! 


When restrictions were lifted recently, your wel- 
come orders almost “snowed us under” —and we 
are just now getting “out of the woods.” 

Urgent war work must come first, but we are 
doing everything humanly possible to supply your 
Amerock jobber so he may serve you with reason- 
able promptness. 





AMERICAN CABINET HARDWARE 


ere AT ton 


ROCKFORD, ILLINOIS 






PRESTIGE AND SALES 
BUILDERS 


Your share of the money spent in 
your community for hardware items 
of every description will depend on 
the quality and reliability of the 
products you sell. 


Vaughan tools for over seventy-five 
years have just that reputation—the 
ability to stay sold—to do a good 
job—and bring repeat business for 
many other hardware items to your 
store. 


Vaughan Fine Tools of consistent 
quality cost no more than ordinary 
tools, yet help give your business 
added prestige and incréased sales. 


No. 700 Assortment 


Attractive display assortment of 
Vaughan Quality Hand Tools for use 
in your store windows and counters. 
Each unit consists of 30 assorted 
tools that sell on sight—a real sales 
builder with eye appeal. 
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1942 peak activity of $13,434,000,000. 
New construction volume in November 
amounted to $297,000,000, a 7 per cent 
decline from October, and 32 per cent 


under November, 1943. December is ex- * 


pected to decline some 11 per cent 


further. 
* ¢ « 


Construction machinery — 
WPB reports it may be possible to re- 
move all present controls over the man- 
ufacture and distribution of construc- 
tion machinery after the end of the war 
in Europe. In such event, WPB would 
provide that up to 75 per cent of the 
output of critical equipment and re- 
pair parts be reserved for the military 
if they require it. Currently, the mili- 
tary is taking approximately 75 per cent 
of the over-all production, but is using 
100 per cent of the production of some 
items. Between 90 and 100 per cent of 
all new crarés and shovels are now go- 
ing to the military, 75 per cent of the 
motor graders and 85 per cent of the 
tracklaying tractors, WPB_ reports. 
The construction machinery industry 
has reported difficulty in providing re- 
pair parts, especially those requiring 
castings and forgings. Particularly 
critical, also, are engine parts to equip 
used construction machinery and 
equipment. 

s . . 


U. S. spendings for war— 
U. S, war expenditures during Novem- 
ber amounted to $7,095,000,000, a de- 
crease of 4.7 per cent compared to 
October, and the lowest for any month 
this year. The rate of war expenditures 
per day averaged $272,900,000 in No- 
vember. Our Government has spent 


$236,700,000,000 for war purposes dur- 
ing the period July 1, 1940, through 
Nov. 30, 1944. 

* 7 * 

After three war years—En- 
tering its fourth year of war, the United 
States can note what the war has done 
in part to its “economy,” by a three- 
way comparison of several of its fa- 
miliar indices, based Sept. 1, 1939 
(pre-European war), Dec. 6, 1941 (pre- 
Pear) Harbor) and Dec. 7, 1944. 

9/1/89 12/6/41 12/7/44 
Stock Price (Dow- 
Jones average).. 44.84 39.25 64.48 


Bond Prices (Dow- 
Jones omnes - 86.51 90.10 104.18 


bepccdoooee 46.9 313.0 250.4 
Wheat (Dec.) << an 117 167 
Corn (Dec.) ...... 4&8 74 113 
Cotton (Dec.) .... 8.28 16.74 21.68 
Hogs (top) ...... 6.95 10.156 14.10 
Government Debt 
(Billions) ...... $40 $54 $213 
Production Index 
ference 
NE cccesacees 120 166 230 
Weekly Electric 
Production 
(1,000 kwh.) ... 2,864 8,295 4,369 
eee 


1945 victory gardens—Marvin 
Jones, war food administrator, has said 
that “we are likely to need tremendous 
quantities of food for the duration of 
the war and the first few months after.” 
He therefore again urges the nation to 
continue the victory garden program in 
1945. Expecting such an appeal, prob- 
ably the majority of hardware and de- 
partment stores have been making 
plans accordingly. 

s > ” 

Record crops in 1944—Largest 
wheat and corn crops on record were 
produced in the United States this year, 
although the year-end estimates released 
by the Department of Agriculture show 





Wholesale Hardware Collections 
‘on Accounts Receivable 
By Geographic Divisions, for November, 1944 


















































ACCOUNTS RECEIVABLE Collection Percentages 
Percent Cha ° 
DIVISIONS November 1944 Thousands of Dollars 
| Number | 
of Nov. Oct. Nov. Oct. Nov. Nov. 
Firms | 1943 1944 1943 1944 1944 1943 1944 
U.S. TOTALa....| 257 -4 + 1 | $30,960 | $32,357 | $30,660; 100 94 102 
England...... |; 19 -6 +3 764 811 743 93 91 95 
Middle Atlantic... ... 62 -1 +65 5,300} 5,438) 6,140 89 90 87 
North Central. . . | a -1 +1 6,693 | 5,746; 6,643; 105 99 106 
West North Central... 32 +2 b 6,246| 65,121) 6,236) 114 108 118 
South Atiantic....... 35 -—3 b 3,148; 3,238| 3,152) 106 93 106 
East South 12 +8 +4 1,678; 1,558; 1,607 90 88 101 
West South Central 18 +4 +65 2,761; 2,661; 2,626; 108 104 113 
Mountain. .......... 5 —6 -2 339 360 347| 107 98 110 
Gadi... icicccssass 2 | -~m | —3 | 5831| 7,319] 6038| 987 81 90 
Bureau of the Census Current Statistical Service 
a Includes data for five firms not allocated to geographic divisions. 
b Less than 0.5 per cent. 





Collection percentages ebtained dividing the collection 
menth Pere Bee me ge wy pe Fy By fg P| 


group of firms. 


on accounts during the 
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each trop to be somewhat below the 
earlier forecasts. Total of the five 
major grain crops is approximately 400,- 
000,000 bushels larger than in 1943. In- 
cluding sorghum grain and soybeans, 
this total is 6,158,000,000 bushels, com- 
pared with 5,674,000,000 bushels last 
year. All earlier records of corn pro- 
duction were shattered by the 1944 
crops. Production as now estimated— 
3,228,000,000 bushels—is about 97,000,- 
000 bushels above the preceding record 
set in 1942. All wheat production, at 
1,078,647,000 bushels, is the country’s 
largest wheat crop. It is 70,000,000 
bushels larger than the earlier record 
crop produced in 1915. Farmers re- 
sponded to removal of acreage restric- 
tions and the urge for increased pro- 
duction by growing the largest acreage 
of all wheat since 1938. For 1945, the 
War Food Administration has suggested 
national agricultural goals calling for 
approximately 364,000,000 acres to be 
planted to cultivated crops and hay. 
This is only slightly more than 1944’s 
acreage of 360,000,000. Final determi- 
nation of plantings for 1945 will be 
based upon recommendations of state 
goal units. WFA takes the attitude 
that it is better to overproduce slightly 
than to run chances of underproduction 
at this time. The unpredictable factor 
of weather, which in recent years has 
been favorable above the average, can- 
not be counted upon to continue, and 
adverse weather would reduce yields, 
regardless of larger plantings. 
s 7. ° 
Electric irons—Production of 

domestic electric flat irons for civilian 
use, prohibited on May 31, 1942, was 
permitted to be resumed on a limited 
basis in 1944. By the end of the year. 
authorizations for the production of 
more than 2,000,000 electric irons, in- 
cluding both automomatic and non- 

automatic types, had been issued. How- 
ever, manufacturers estimated that they 
would be able to assemble only about 
700,000 or 800,000 before the year’s 
end. It is not expected that the 1945 

program will exceed that for 1944. 

o s 7 
Domestic ice refrigerators— 

On Nov. 20, 1944, restrictions on the 

iron and steel content of domestic ice 

refrigerators were relaxed. Enough 

stee] was expected to be available to 

permit the manufacture of a total of 
375,000 ice refrigerators in the fourth 
quarter of 1944 and the year 1945. Of 
these 55,900 per quarter are for ci- 
vilian requirements. The rest are 
needed to meet U. S. agency require- 


ments. 
. 7 * 


Electric ranges—Of the 88,000 
domestic electric ranges planned for 
production in 1944, about 76,000 were 
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PUTTING THE “WITH” IN... 


it Keadywith p= 


1944 saw a great, active GREENLEE post-war 
program at work for you. 1945 impact will be 
even heavier! “Action shots” below show 
GREENLEE backing—for your coming profits. 


DEALER SURVEYS for actual factson what PRODUCT STUDY to give you sharp, clean- 


sales aids you want for post-war business. cutting tools, the best GREENLEE ever made. 


NATIONAL ADS to tell millions about 
GREENLEE Tools, bring you new customers. 


NEW PACKAGING and display planning 
for eye-catching appeal, greater turnover. 


ET, a 
GREENLEE ~ =e 


_CALCULATOR _ 





CALCULATOR for woodworkers, to make PLANT READY tosupply you tools as fast 


thousands of staunch new friends for you. as labor and materials come available. 
To get set for the coming sales “green Read complete GREENLEE sales 
. 7__et r P ~ 1” program in free booklet “Too! 
light Get Ready with Greenlee! Profits.” Write today. Greenlee 
Take advantage ofa powerful program —_Tool Co., Division of Greenlee 
‘ P > Bros. & Co., 1801 Herbert 
tohelp yousell high-qualityGREENLEE |. Rockford, Itinets. ne 


Tools—Auger Bits, Expansive Bits, 

Socket Butt Chisels, Socket Firmer Fit ladly with reenles/ 
Chisels, Car Bits, Razor Blade Draw Ws 

Knives, Automatic Push Drills, Spiral LL 
Screw Drivers, Bit Extensions, Bell GREENLEE 
Hangers’ Drills, Turning Tools and 

many more of the GREENLEE line. - VD 





















COUNT ON 


. to establish 
a quota system, 
to divide fairly the now-available sup- 
ply of Burpee equipment. Ask your 
jobber about your apportioned share 
of Burpee canners and sealers and ap- 
proximate dates of shipment. 


BURPEE 
PRESSURE CANNER 





Will not explode. Special “breathing 
collar” gives when pressure becomes 
too great. Made of drawn aluminum 
to prevent “canner” smell. Many 
uses the year ’round for general cook- 
ing. Two sizes, $19.90 and $23.90. 
(High i 


er in Western Zone and Canada.) 


BURPEE CAN SEALER 





First home 
size sealer! 
Invented 25 
years ago — 
and the best, 
most prac- 

tical today. Well 
made, easy to use. $11.50. 





. - » AND WHEN WE GET 
THE GO-AHEAD SIGNAL ... 


DOUBLE BOILER INSET—Exclusive, patented 
inset t makes a pressure double boiler out of 
any 4 Canner. Prevents burning of slow 
cooking foods such as jellies, apple butter, catsup, 
etc. 


“HOT LIFT” TONGS—Dozens of uses. Handles 
hot tin cans and jars. Removes inset pans, roasts, 
baked potatoes and hot dishes from oven. 





BURPEE is BACKED 
by ADVERTISING 


If your own jobber doesn’t handle the Burpee line, 
let us know and we'll send you a list of Burpee 


BURPEE CAN SEALER CO. 
110 W. Liberty Street, Barrington, Ill. 
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finished by the end of the year. The 


ranges, including both three-burner 
models and _ standard, four-burner 
models, are being made to meet the 
most essential needs of the armed ser- 
vices, hospitals and FHA projects and 
to provide essential replacements for 
civilians who certify need. Production 
of 35,000 domestic electric ranges per 
quarter has been approved for 1945: 
about 35 per cent will be required for 
the armed forces and NHA—the rest 
for institutions and individual con- 
sumers, 
” * * 

Aluminum ware — Production 
of aluminum cooking utensils and other 
household and kitchen articles, pro- 
hibited since the latter part of 1941, 
was permitted to be resumed in the 
latter part of 1944. As of Nov. 25, pro- 
duction of 4,791,000 aluminum cooking 
utensils and 7,908,000 other aluminum 
household utensils had been authorized 
for 1944; authorizations for 1945 to- 
taled 12,988,000 aluminum cooking 
utensils and 15,905,000 other aluminum 
household utensils. Only a_ small 
quantity of aluminum ware has reached 
the market, and total 1944 production 
probably was far below the amount 
authorized. Estimates of 1945 produc- 
tion cannot be made at this time be- 
cause of war needs interfering. 

* . * 


Cast iron ware—During most 
of 1944, manufacturers of cast iron 
ware were permitted, under Limitation 
Order L-30-c, to produce at approxi- 
mately pre-war levels; but production 
was considerably below the permitted 
rate because manufacturers were busy 
filling war orders. Manufacturers may 
now make any desired type of cast iron 
ware, when they have labor, materials 
and facilities not needed by the war. 

+ aa * 


Enameled ware — Throughout 
1944, use of iron and steel for civilian 
enameled ware production, under Order 
L-30-b, has been limited to 70 per cent 
of usage in the year ended June 30, 
1941. The iron and steel quota for 
enameled ware to fill preferred orders 
has been set at 55 per cent of that base 
period. Restrictions on types and sizes 
of enameled ware were removed on 
Nov. 14. Though manufacturers may 
now make any desired type of enameled 
ware, in any size, over-all production 
will not be increased, since additional 
steel has not been made available. 

* * © 


Galvanized ware — Highly 
satisfactory increases in 1944 shipments 
of galvanized ware, reflecting increased 
steel allotments, were achieved by man- 
ufacturers. Shipments of garbage and 
ash cans in the second quarter of 1944 
were 86 per cent higher than in the 





















PICTURE 
of a 
BEST-SELLER 


EFORE the war, this Manning- 
Bowman Smokeless Table 
Broiler was a “best-seller” on 
many a dealer’s shelf. The reason 
is simple: its quality earned it 
first choice with housewives the 
country over. 


And that’s a point worth re- 
membering when you can again 
stock the M-B line (the time is 
coming soon, we hope). For, to 
thousands of post-war prospects, 
Manning-Bowman means best. 
It’s going to carry a lot of mean- 
ing for you, too—More Business! 


Every home in America will bea 
potential customer for Manning- 
Bowman appliances. You can bet 
that, after these war years of 
“patching up” and “making do,” 
when the time comes for these 
people to buy again they’re going 
to buy the best! 


We only wish we could supply 
you now. But, frankly, we’re up to 
our ears in war work. All we say 
now is—there are profitable days 
ahead for you...days that will re- 
ward you for waiting because the 
best is worth waiting for arid... 


Milanning 


Bowman 


Mleans Bes l 


MERIDEN, CONNECTICUT 


BUY MORE BONDS—AND MORE! 







HARDWARE AGE 








corresp 
ments ¢ 
higher; 
as high 
as high 
were m 
the sect 
continu 
the yei 
turers D 
obtainir 
quirem¢ 
end of 
and th 
acute tl 
creased 
the fore 


WPB p 
niture r 
of stee 
than a 
of the | 
ruary, 

previou: 
tain ty] 
to mak 
tions 01 
sumptio 
lumber 
proveme 
product 
the wai 
Europe. 


prices- 
reports 
modity 
since th 
cent fre 
lier, pu’ 
1926 av 
most o} 
tributed 
poultry, 
vegetab! 


‘ 
stateme: 
dent an 
ing Div 
cinnati, 
volume 
tirely ¢ 
$100,006 
000,000 
$27,000, 
1940, 








JANU. 





1 
1 
t 


GE 





corresponding quarter of 1943; ship- 
ments of pails and buckets, 61 per cent 
higher; washtubs, more than 2% times 
as high; wash boilers, about 342 times 
as high; and shipments of fire shovels 
were more than 3% times as high as in 
the second quarter of 1943. Production 
continued at about this level later in 
the year. Galvanized ware manufac- 
turers may expect increased difficulty in 
obtaining galvanized sheets in 1945. Re- 
quirements for galvanized sheets, at the 
end of 1944, reached an all-time high, 
and the manpower shortage was so 
acute that production could not be in- 
creased accordingly, at that time or in 
the foreseeable future. 
* * * 


Furniture —In January, 194, 
WPB permitted wood upholstered fur- 
niture manufacturers to resume the use 
of steel springs, prohibited for more 
than a year, at the rate of 50 per cent 
of the quantity used in 1941. In Feb- 
ruary, wood furniture manufacturers, 
previously permitted to make only cer- 
tain types of furniture, were permitted 
to make any desired type, but limita- 
tions on patterns and on lumber con- 
sumption were retained. During 1944, 
lumber became incresingly scarce. Im- 
provement in the supply for furniture 
production is unlikely until the end of 
the war in the Pacific as well as in 
Europe. 

* s ° 

Wholesale “commodity” 
prices—The U. S. Labor Department 
reports that on Jan. 1 wholesale com- 
modity prices were at the highest level 
since the war began. A rise of 0.5 per 
cent from the estimate four weeks ear- 
lier, put prices at 104.6 per cent of the 
1926 average. The latest change, and 
most of the over-all increase, is at- 
tributed to increases for livestock, 
poultry, wheat and some fruits and 
vegetables. 


. * * 


Crosley sales—In a year-end 
statement R. C. Cosgrove, vice-presi- 
dent and general manager, Manufactur- 
ing Division, The Crosley Corp., Cin- 
cinnati, Ohio, stated that the concern’s 
volume in 1944, made up almost en- 
tirely of war business, approximated 
$100,000,000. This compares with $80,- 
000,000 in 1943; $43,000,000 in 1942; 
$27,000,000 in 1941, and $17,000,000 in 
1940, 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 118 
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y Over 50,000 of these 
Heaters are giving Comfort 
to our boys all over the Country. 


SIX MODELS AVAILABLE NOW . « . . . . 
° . WRITE FOR ILLUSTRATED FOLDER 


TENNESSEE ENAMEL MANUFACTURING CO. 
NASHVILLE 9, TENNESSEE 





TEMCO axa CIRCU-RAY 


GAS HEATERS 











FRANK McCABE says... 


WE APPRECIATE 


... the patience shown by our SWING- 
A-WAY Dealers and Jobbers who have 
been cooperating with us in these days of 
restrictions and limitations. 

With the shortage of labor and the fur- 
ther needs of the Army and Navy, we do 
not look for any increased production of 
can openers until perhaps the Second or 
Third Quarter of 1945. 

But we are looking forward to the day 
when restrictions will be removed .. . when 
we can increase our allotments of SWING- 
A-WAY's to our Dealers and Jobbers. 
And in our postwar plans we-have com- 
panion SWING-A-WAY items in mind that 
will have immediate consumer acceptance 
and with which you'll be mighty pleased. 





SWING-A-WAY STEEL PRODUCTS co. e Merchandise Mart + Chicago, Iilincis 
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will channel! the profits 
to your store 





PLAN NOW TO FEATURE K-VEN- 
JENCES as soon as a return to 
civilian production makes them 
available. Prepare to meet the tre- 
mendous postwar demand for 
closet improvement with the only 
products scientifically designed for 
that purpose— K-Veniences. 


KNAPE & VOGT MFG. CO. 
Grand Rapids 4, Mich. 














SALES OF 1,167 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


November, 1944, Comparisons 
Nov, 44 Nov. 44 





No. Stores vs. vs. Nov. ’°44 Nov. ’43 Oct. 44 
Nov. °43 Oct. 44 
Total 1,167 +10 — 2 $9,181,546 $8,316,121 $9,403,208 





First 11 months, 1944, showed 10 per cent gain over 1943 
1944, $104,168,054; 1943, $95,016,623 


Per Cent Change 














Number Nov. °44 Nov. 44 Dollar 
States by Regions of firms vs. vs. Sales 
reporting  Nov.’43 Oct. 44 Nov, ’44 
New England .... TAK 73 + 4 A —7 581,386 
Pes 9 — 3 —18 70,061 
New Hampshire i 5 + 7 — 4 119,059 
Vermont .... 5 + 8 — 9 35,101 
Massachusetts 37 + 8 — 4 268,823 
Rhode Island ; ° , aks 
Connecticut .. = xfs) — 4 —7 68,882 
Middle Atlantic .. : .. 131 +4 —5§ 1,022,870 
Pennsylvania . tS. 131 + 4 — 5 1,022,870 
East North Central 360 +12 — 4 2,289,320 
wed adane’ 106 +9 — 3 713,547 
Indiana ......... tae 51 +20 — 7 276,637 
Illinois pe gt? 82 +10 — 3 505,489 
Michigan wee. Gee 41 +15 + 2 343,731 
Wisconsin Ramen : 80 +10 — 8 449,916 
West North Central .. 147 +15 —1] 590,688 
Iowa i 45 +15 —12 216,455 
Missouri ? 35 +15 —13 137,560 
Nebraska ; 32 +11 —15 102,971 
Kansas 35 +20 — 1 133,702 
South Atlantic 47 +2] —4 370,253 
South Carolina 10 +13 _ —14 75,780 
Georgia .... 21 +28 +5 159,633 
Florida 16 +17 — 7 134, 
East South Central ore 12 $ +10 101,315 
0 OS Se 12 bs +10 101,315 
West South Central 107 + 2: +11 1,165,906 
Arkansas , 19 +22 + 1 166,907 
Oklahoma 35 + 6 + 5 216,319 
Texas .. ; 53 —2 +15 782,680 
Mountain ; 78 +15 — 3 822,538 
Montana 17 +12 — 3 131,482 
Idaho . Reaewerk es 13 +21 +10 104,727 
Wyoming ene, 5 +1] —10 43,295 
Colorado cell ae +20 —16 96,812 
New Mexico ee 7 +21 —5 198,459 
Arizona 6 +7 + 1 209,199 
Utah ° We 
Nevada 4 + 6 — 5 28,729 
Pacific .. vay x 212 +15 — 2 2,237,270 
Washington 3] +28 — 5 327,927 
Oregon 28 +11 —l1 324,119 
California ; 153 +14 +1 1,585,224 
Chicago, Tl. po 17 +10 — 5 63,632 
Los Angeles, Cal. .... 17 +13 —ll 188,495 
Portland, Ore. ...... 8 +19 — 3 63.132 
San Francisco, Cal. .. 23 +18 — 3 253,461 
Seattle, Wash. 10 +17 — 3 61,960 





* Note while stores in these states are included in grand total, figures for these 
states are not shown in this chart, because of insufficient data. # Less than 

of one per cent change. Compiled by Bureau of the Census, U. S. Depart- 
ment of Commerce. 








Coming Conventions and Events 
Corrected According to Latest Data 


Ace Hardware Corp., annual con- Birmingham, Ala. Mrs. J. H. Crowe. 
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vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, IIl., 
is executive secretary. 

Alabama, Retail Hardware Associa- 


tion of, Inc., annual convention, May 
14-15. 1945, at the Tutweiler Hotel, 


1906 Fifth Ave., North, Birmingham 3, 
Ala., is secretary-treasurer. 

American Hardware Manufac- 
turers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ 
Association, April 23-26, 1945, at the 
Netherlands-Plaza Hotel, Cincinnati. 
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HEAD YOUR BUYING LIST 








ZIM CAN OPENER 


Opens any shaped cans, leaving 
edges clean. Strongly made for 
long service. Folds upward 
when not in use. 





Removes screw caps, bottle caps, pry-up 
caps and friction caps. Folds fiat against 
wall when not used. 






DELUXE MODEL 
ZIM JAR OPENER 


STANDARD MODEL 





Leaves entire board for troning. Folds back 
when not in use. 





WHEN THE WAR IS WON... 


we will supply you with the familiar Zim 
appliances and new “postwar” ones too. 
Meanwhile, we are apportioning the products 
which regulations permit us to make so each 
customer will get some. 





ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is secre- 
tary of the manufacturers’ association 
and T. W. McAllister, 1020 Grant Bldg., 
Atlanta 3, Ga., is secretary of the job- 
bers’ association. 


American Hardware Supply Co., 
annual convention and exhibit, Jan. 29- 
30, 1945, at company headquarters, 41- 
43 Terminal Way, South Side, Pitts- 
burgh 19, Pa. William M. Stout is gen- 
eral manager. 


American Toy Fair, New York 
City, March 5-17, 1945, inclusive. Ex- 
hibits at showrooms, 200 Fifth Ave., 
1107 Broadway, New York City, and 
other year ’round showrooms with tem- 
porary exhibits at the Hotel McAlpin. 
Horatio L. Clark, assistant director, Toy 
Manufacturers of the U. S. A., Inc., 200 
Fifth Ave., New York City, is manager 
of the Fair. James L. Fri, 200 Fifth 
Avenue, New York City, is managing 
director of the Toy Manufacturers of 
the U. S. A., Inc. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion Feb. 12-13, 1945, at the Marion 
Hotel, Little Rock, Ark. George L. 
Turner, 322 E. Markham St., Little 
Rock, Ark., is secretary. 


California Retail Hardware Associa- 
tion, annual convention, Feb. 13-14, 
1945, at the Whitcomb Hotel, San Fran- 
cisco, Cal. LeRoy Smith, Room 237, 
417 Market St., San Francisco, Cal., is 
secretary. 


Connecticut Hardware Association, 
annual convention, Feb. 13-14, 1945, at 
the Hotel Taft, New Haven, Conn. Fred 
T. Blish, Jr., Manchester, Conn., is sec- 
retary. 


Illinois Retail Hardware Association. 
annual convention and exhibit, Feb. 
27-28, 1945, at the Sherman Hotel, Chi- 
cago, Ill. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, IIl., is secretary. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 30-Feb. 2, 1945, Indianapolis, Ind. 
Headquarters at the Hotel Lincoln, 
sessions and exhibit at Murat Temple. 
G. F. Sheely, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., is secretary. 


Iowa Retail Hardware Association, 
annual convention and exhibit, Feb. 13- 
15, 1945, at the Ft. Des Moines Hotel, 
Des Moines, Iowa. Philip R. Jacobson, 


. Mason City, Iowa, is secretary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 23- 
25, 1945, at the Kentucky Hotel, Louis- 
ville, Ky. Morris Jones, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich., 
and exhibit at the Civic Auditorium. 
Harold W. Schumaker, 1112 Olds Tower 
Building, Lansing 8, Mich., is secre- 
tary. 















Has Maintained a Strict 
Distribution Policy 


In the future, as in the past, you can 
count on: 


e The SAME Company Policy 
e The SAME Top Quality 
e The SAME Distribution Channels 
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Ice-O-Mat 


Trade Mark 





Easily crushes cubes or 
umps, fine or coarse. 
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National consumer advertising schedule 
includes: 


Ladies’ 


Home Journal 
Bride's Magazine 
House Beautiful 
Parents’ Magazine 


American Home 





MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Cuginalala 


FIRST with an All-Enclosed Electric . 


133 











A Better Buy 
for BOTH of You! 


For you— Morse Drills are a better 
buy because most machinists are thor- 
oughly acquainted with the precision 
standards of Morse workmanship. 
For your customers — Morse Drills 
are a better buy because they are high 
quality tools, As such, they do more 
accurate work — last longer. And, in 
the long run, cost less! 





TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 


SAN FRANCISCO STORE: 1180 FOLSOM ST. 
SARTRE OSE ED 
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Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 23-25, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 

Missouri Retail Hardware Associa- 
tion, annual convention, and exhibit, 
March 13-15, 1945, at the Hotel Jeffer- 
son, St. Louis, Mo. Louis Kreh, 323-324 
Wainwright Building, St. Louis, Mo., is 
secretary. 

Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 20-22, 
1945, at the Hotel Fontelle, Omaha, 
Neb. €. A. McCoy, 325 Insurance 
Building, Lincoln, Neb., is secretary. 


New England Hardware Dealers 
Association, annual convention and ex- 
position, Feb. 20-22, 1945, at the Hotel 
Statler, Boston, Mass. Russell R. 
Mueller, 189 Dartmouth St., Boston 16, 
Mass., is executive secretary. - 


New England Housewares Show, 
Feb. 5-9, inclusive, 1945, sponsored by 
New England Housewares Club, at the 
Parker House, Boston, Mass. Albert 
B. Patterson, Wagner Mfg. Co., c/o 
Barker House, Boston, Mass., is chair- 
man of the Show Committee, House- 
wares Club of New England. 


New York State Retail ‘Hardware 
Association, annual convention, Feb. 
13-14, 1945, at the Syracuse Hotel, 
Syracuse, N. Y. Nicholas H. Kiley, 508 
Hills Building, Syracuse, N. Y., is 
secretary. 


North Coast Retail Hardware Asso- 
ciation, Inc., annual convention, Jan. 
29-30, 1945, at the New Washington 
Hotel Seattle, Wash. D. D. Stewart, 
American Bank Building, Seattle, 
Wash., is secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention, March 
21-22, 1945, at the Hotel Gardner, 
Fargo, N. D. Miss Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 

Ohio Hardware ‘Association, annual 
convention and exhibit, Feb. 19-21, 1945, 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio, John B. Conklin, 175 South 
High St., Columbus, Ohio, is secretary- 
treasurer. 


Oklahoma Hardware and Implement 
Association annual convention, Feb. 7- 
8, 1945, at the Chamber of Commerce, 
Oklahoma City, Okla. No hotel head- 
quarters. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 


Panhandle Hardware and Imple- 
ment Association, annual convention, 
Feb. 5-6, 1945, at the Herring Hotel, 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., is secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention and exhibit, Feb. 28-March 
2, 1945, at the Penn-Harris Hotel, Har- 
risburg, Pa. W. Glenn Pearce, 400 N. 
Broad St., Philadelphia, Pa., is sec- 
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CHECK THE FEATURES 
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SIMPLIFY 














MEASURING 














The new Streamline steel tape rule 
has been redesigned and simplified 
by Master with the idea of cutting 
measuring time to a minimum. The 
new Streamline will make tough 


measuring jobs easier and do al/ : 


measuring jobs better. 

Check the new features that make 
“Streamline” the favorite of all crafts- 
men who take pride in good tools. 


Longer tip for more accurate “reach” 
measurements. 


Less frictional wear on blade and 
smoother operation. 


Larger and more secure braking sur- 
face to hold reading. 


urements easier to read from any 
position. 


() Redesigned case makes inside meas- 


Simpler construction for oiling, 
cleaning and inserting spare blade. 


tempered steel and chrome plated 


() Still made of the same high grade 
for eye-appeal and protection. 


$2.00 (or $2.65 if sold complete with 


(7) Still priced to retail profitably at 
spare blade). 


MASTER RULE MFG. CO., INC. 
815 E. 136th St., New York 54, N. Y. 
Branch: 541 S. Spring St., Los Angeles, Cal. 


Patents Pending 





@ 7702 
HARDWARE AGE 


< 









TE 
Tw 
bla 


tin 
bov 























and 


, Sur- 


neas- 
any 


ling, 
lade. 
rade 
ated 


y at 
with 


1702 


ANOTHER 
ANDROCK 
PRODUCT a 


STAR SELLERS 
WILL BE BACK 
AFTER THE WAR 















BEATER BOWL SET— Colorful 
Platonite bowl, plastic handles. Beats at 
angle like whipping cream with spoon. 


TEARLESS ONION CHOPPER— 
Two wooden blocks, ground double 
blades. All metal parts, including cover, 
made of Stainless Steel. Easy to clean. 
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Vee. 
NUTMEAT CHOPPER—The 
original “uniform” chopper. Decorated 
tin plate hopper and cover, sturdy glass 
bowl, nickel plated working parts. 










KITCHENWARE 
HOUSEWARES @ HARDWARE 


THE WASHBURN COMPANY 


ROCKFORD, ILL. 




















WORCESTER, MASS ° 







MICHIGAN WIRE GOODS COMPANY 
NILES, MICHIGAN 


ASSOCIATED COMPANY 


Pennsylvania Wholesale Hard- 
ware and Supply Association, an- 
nual meeting, March 15-16, 1945, at the 
Hotel Astor, New York City. Samuel 
B. Smith, Steinman Hardware Co., Lan- 
caster, Pa., is secretary. 


South Dakota Retail Hardware As- 
sociation, will hold a series of 10 meet- 
ings throughout the state instead of a 
formal convention. Dates and places 
to be announced later. Earl Erlandson, 
Cottonwood, S. D., is manager-treasurer. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 15-16, 1945, at the Elks Club, 
Los Angeles, Cal. A. C. Kammeier, 
509 Rives Strong Building, Los An- 
geles, Cal., is managing director. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufactur- 
ers’ Association, April 23-26, 1945, at 
the Netherlands-Plaza Hotel, Cincianati, 
Ohio. T. W. McAllister, 1020 Grant 
Bldg., Atlanta 3, Ga., is secretary of the 
jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary of the manufac- 
turers’ association. 


Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1945, at the Andrew Jackson Hotel, 
Nashville, Tenn. Morris Jones, 315 
Kentucky Hotel, Louisville, Ky., is sec- 
retary. 


Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 19-21, 
1945, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohunro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 


West Virginia Hardware Associa- 
tion, annual convention, Feb. 12-13, 
1945, at the Waldo Hotel, Clarksburg, 
W. Va., Sam H. Diemer, Box 363, Fair- 
mont, W. Va., is secretary. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 6-8, 1945, 
at Milwaukee, Wis. Headquarters at 
the Plankinton House, sessions at the 
Milwaukee Auditorium. H. A. Lewis, 
Stevens Point, Wis., is secretary-trea- 
surer. 





CASH DIVIDEND payments by 
business amounted to $2,486,300,000 
for the first nine months of 1944, an 
increase of 3.5 per cent over the 
$2,403,100,000 paid in the same 
period of 1943. The major indus- 
trial groups listing the largest gains 
are the manufacturing group, with 
6.6 per cent, and trade, with 4.5 per 











THREAD 
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POWER 
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No. 422 J 
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This portable machine quickly pays off 
its low cost in time saved threading 
pipe by power instead of by hand. Use 
your own die-stocks, cutters, and ream- 
ers. Mount your own vise. Legs for the 
machine can be made from standard 
1" pipe, or we can furnish at slight 
extra cost. 


Machine is powered by '/2 H. P. Black 
& Decker universal, reversible, variable 
speed motor, geared head type. 
Operates from standard light socket. 


Standard range: 34" to 2" pipe; extra 
range: '/," and |/4" pipe; range with 
special drive shaft: 2'/2" to 6" pipe. 


Weighing only 140 pounds, machine is 
carried easily by its two arms, set up, 
ready for action in 2 minutes. 


GET THE 
WHOLE STORY 
IN THE OSTER 
CATALOG 
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a NE NY MT ar! 


O. K. OSTER! Send me your illustrated catalog 
on the No. 422 Power Vise Stand and tell me 
where I can buy it from your distributor in my area. 














MY NAME .......... 










COMPANY .. 
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CITY STATE 


THE OSTER MANUFACTURING CO. 


2061 EAST 61st STREET 
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cent, 






CLEVELAND, OHIO 
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And Still Available for Hardware Distribution 


K-Jax Line Electric 
- Drill Attachment Tools 


Tool attachments for electric drills, 
air drills and drill presses designed 
with no gears and no springs. Three 


attachments are Roto-Vert, Jr., a tool 
that converts an electric drill into a 
power hack saw or filing machine; 
Roto-Snip, a tool that converts an elec- 
tris drill into a power tin snip, and 
Roto-Pein, tool that converts an elec- 
tric drill into a rivet gun. A % in. 
electric, air or press drill should be 
used with the Roto-Vert, Jr., and it 
may be used for working wood and 
aluminum with 10-14 tooth blades. For 
working metal % in. thick use 18 
tooth Blade, for working light metal 
sheets use,24-32 tooth blades. When 
working chrome or alloy steel use 
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cutting oil with the blade. Is 3% in. 
by 1% in., by 2 in. in size. Roto-Snip, 
which converts the drill to a power 
shears, cuts 20 gage metal and lighter. 
Roto-Pein turns drill into a rivet gun, 
will drill up to % in. holes in con- 
crete. It is for peining aluminum, 
copper and small rivets and bumping, 
chipping and etching. Used with % in. 
electric drill, 1750 to 2500 r.p.m. J. L. 
White, P. O. Box 3044 Dallas, Tex. 





Myers New 
Packaged Pumps 


New packaging is one of the features 
of the new Myers type “H” Series 
Ejecto farm and home water system of 
The F. E. Myers & Bro., Co., Ashland, 
Ohio, which was described in the Oct. 
12, 1944, issue of Harpware Ace. The 
new packaging is easily handled and 
stocked with its space saving packag- 
ing. Pump and motor as well as the 
Ejector Assembly Units are neatly 
packaged in cartons and end-labeled 
for easy identification. The same type 
package is used for pump and motor 
assembly for both shallow and deep 
well systems. The same package also 
contains pressure switch, air volume 
control, pressure gage and pipe con- 
nections to pressure tank. For con- 
venience this package is priced with 
the pressure tank. The ej ctor assem- 
bly for shallow or deep well includes 
foot valve and fittings. Deep well 
ejector, assembly package includes the 
Myers Automatic Pressure Regulator. 





Lyon Steel Wall 
Desks Available 


Lyon Metal Products, Inc., Aurora, 
Ill., is again manufacturing steel wall 
desks. Especially suitable for inspec- 





tors, timekeepers, checkers and others, 
the desk may be easily attached to any 
convenient wall space, building col- 
umn or the end of shelving racks. 
Model shown is No. 2131-17. It is 24% 
in. wide, 23% in. deep and 13 in. high. 
Attachment bracket is 12 in. high and 
is made of % in. by % in. angle steel. 
Desks have a 24% in. by 14 in. work- 
ing surface, large storage compart- 
ment and three open compartments 
across the back of the desk. Each is 
equipped with a pencil tray on either 
side and a grooved lock with two keys. 
They are finished in Lyon green 
backed enamel, and are shipped set up 
with the suppertive brackets detached. 





Empire Brush Works 


Circular 


Illustrated with charts and drawings, 
this circular tells how more than 18,- 
000,000 Empire Brush Works, Port 
Chester, N. Y., brushes have gone di- 
rectly ‘to our armed forces since Pearl 
Harbor, and explains why fewer brushes 
have therefore been available for ci- 
vilian sales. 


HARDWARE AGE 





JANU. 
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AN IDEAL 


POULTRY HOUSES SUN PORCHES HOT AND COLD BEDS 


A QUALITY PRODUCT 


R-V-LITE is transparent, shatterproof, = pt ting 
weatherproof and durable. Easy to AND WINDOWS 
install. Easy to keep clean. A fine > 
insulator — keeps heat in and cold out. 

Admits 70 times more “Vitamin-D” 

rays than window glass. 


A MULTITUDE OF USES’ 


R-V-LITE has many uses about 
the farm and home. Ideal for 
poultry houses, scratch” sheds, 
hot and cold beds, farm build- 
ings, sunporches, etc. Widely 
used also for shop and factory 
windows, skylights and partitions. 


the LOW COST 


A special heavy-duty 
fabric impregnated with R-V translucent 
weatherproof compound that freely ad- 
mits the sun’s “Vitamin-D” rays. LOW 
in cost—HIGH in service. Send your job- 
ber a trial order today. 
150-FT. ROLLS 36” WIDE 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE and R-V-TEX 


3470 N. KIMBALL AVENUE CHICAGO 18, ILL 
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I New 
BETTER BRAND 








see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 


You Will Profet 
by Peaturing 











DRAKE 


SOLDERING IRONS 





Outstanding quality values backed 


by 25 years of soldering iron man- ’ 
ufacturing experience, DRAKE 
Soldering Irons have the built-in a 
customer satisfaction you find 


profit in selling. There is a 
DRAKE Soldering Iron just right 
for every purpose. 
INDUSTRIAL BUSINESS 


The long-lived stemine of DRAKE Sol- : 










derin rons mekes them particularly 
valuable for wer plents. You can 
sell DRAKE dering Irons to those 
ants. 
Mastrated here is No. 701—100-watt i 
DRAKE Soldering Iron. This same type > 
of iron also comes in 60 and 150-watt 
ratings. 
ASK YOUR 
Xe) JOBBER 
Write for latest 


information obout 
securing priorities 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 13, ILL 


















Catalog and Handbook of 
_ Electric Signals 


This 103-page catalog supplies a 
short introduction concerning the com- 
pany, Faraday Electric Corp., Adrian, 


Mich., and its progress, and seven 
pages with helpful information for 
users of audible signals. Tells what 
kind of signal should be used, size, 


number of signals needed, most effi- 
cient voltage, size of wire, also what 
size transformer and where it should 


be placed. Includes descriptive ma- 
terial and illustrations of Uni-Pact, the 
flexible quick change signal system, 
power pact units, vibrating _ bell 
mechanism; solenoid type power-pact 
unit, for single stroke bells and 
chimes; vibrating bells, heavy duty un- 


derdone plunger type; single stroke 
bells; standard vibrating bells, heavy 
duty laminate magnet; standard single 
stroke bells, heavy duty neck type; 
solenoid plunger; wumi-pact buzzers, 
chimes, navy bells and buzzers and ma- 
rine bells and buzzers, transformers, 
relays and annunciators, sirens, etc. 
Pages 85 to 92 are devoted to informa- 
tion concerning the engineering and in- 
stallation of different types of annun- 
ciators. Faraday electric clocks are 
shown and the specifications of all the 
products are given. Has an alphabeti- 
cal index and a price list of electric 
signals. 





Eureka Vacuum 
Disturbulator 


The development of the motor-driven 
Disturbulator by the Eureka Vacuum 
Cleaner Co., 6060 Hamilton Ave., De- 
troit 2, Mich., will give the vacuum 
longer life, and more efficient cleaning 
ability, according to the maker. De- 
signed to gently loosen the deeply im- 
bedded dirt in the rug nap as well as 
pick up the surface litter so that all of 
it can be swished away by the air suc- 
tion moving at a high rate of speed. 
Outside adjustments for various rug 
thicknesses, and fnaps, can be made by 
turing a small screw—on each side of 
the cleaner. 


Solo-Horton 
Brush Catalog 


Entitled, “Know Your Brushes,” this 
catalog illustrates brushes designed for 
both the arts and the trades. Has a 
total of 115 pages, with both an alpha- 
betical and numerical index, the latter 
listing the numbers of the brushes, and 
the page they may be found on. Has 
thumb indexes marked with all the dif- 
ferent types of brushes included. Cata- 
log covers brushes for painters, ar- 
tists, sign-writers, stencil and marking 
bryshes, glue, paste, and oil brushes, 
floor, counter and window brushes, wire 
brushes, brooms, scrub, dairy and 
bakers’ brushes, shoe, auto, and kitchen 
brushes, etc. Each brush is illustrated, 
and all specifications are given. Solo- 
Horton Brush Co., Inc., 135 W. 19th 
St.. New York City 11, N. Y. 





For Strength 
Speed ¢ Safety 


RECOMMEND 







For use in 
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1, \\ ron the Fingers. 


FREE 
WITH EVERY 
BOX OF PAINE TOGGLE BOLTS 
Ask your Jobber or Write for Catalog 
THE PAINE 6. 
2963 Carroll Ave 
Offices in Principal Cities 


as rasta Wal fs 


Chicago 12, Ill. 


PAINE 


TOGGLE 
BOLTS 


Hollow Material 


Install with PAINE 
TOGGLE BOLT CLAMP 


) P Clamp Cuts In- 
(\— stallation Time in 
- “a and Saves 









Ready _ 
for Spring 
Delivery 





GLASS CASSEROLES 





Heat-resisting glass for bak- 
ing and serving! Used in 
1000 and 1” ways. Each 
12-oz. capacity and each with 
fitted cover. Retail at 


4 for 1.00 


(25¢ more, West of Denver) 
















Law & Finance Building QQ 
Pittsburgh 19, Pe 
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A Revelation To 
Product Designers! 


Through the widespread use of 
Brooks items in war work, thou- 
sands of fabricators are learning for 
the first time the remarkable possi- 
bilities of wire in product design. 
Countless articles which used to be 
milled out of the solid metal they 
now know can be done with wire 
by Brooks—better and with less ma- 
terial waste. 


If you have a product design prob- 
lem, Brooks engineers will gladly 
help you. 


M. S. BROOKS & SONS 


Since 1848 


Box ‘"B'’ Chester, Conn. 


BROGKS i HOOKS 


PREMAX / 
SOLID STEEL 


RO 


Remember the days 
when all you had to 
do was to show a 
Premax Solid Steel 
Rod and the cash reg- 
ister recorded a cash 
sale? 


Those days’l! be 
back again after 
VE-Day . . . be ready 
for them. 


> 


Division Chisholm-Ryder Co., Inc. 
4510 Highland Ave., Niagara Falls, N. Y. 





| Cadie Chemical 
Products Brochure 


Describing this company’s advertising 
and promotion plans for 1945, this 
brochure contains illustrations of the 
consumer and business magazines which 
will feature its products. It tells of the 
promotional material which is available 
for dealers including newspaper mats, 
one and two column types, for use in 
housecleaning advertising and leaflets 
describing Cadie products for distribu- 





tion with store imprints. A new book- 
let entitled “Household Cleaning 
Tricks,” which contains hints on the 
care of furniture fabrics, silverwares, 


been issued. Cadie Chemical Products. 
Inc., 621 Sixth Ave., New York City 11" 


Single Point 
Ignition Ranges 


Caloric Gas Stove Works, Philadel- 
phia, Pa., has, with the aid of the 
American Gas Association Appliance 
Laboratory and the Philadelphia Gas 
Works Laboratory developed a single 
point ignition gas range. Such ignition 


tion, and with one small pilot light, 
any burner may be ignited automati- 
cally, including the oven and broiler 
burners. Only operation necessary is 
to turn the oven and broiler gas cocks, 
or the gas cocks for the top burners. 


New Booklet Guide to 
Screw Thread Fits 


The Greenfield Tap & Die Corp., 
Greenfield, Mass., has published a book- 
let which presents in a concise and 
graphic manner all of the essential data 
on screw thread fits. Called “Guide To 
Screw Thread Fits,” a single page 
covers all the essential material on one 
particular size of thread with the corre- 
sponding NC and NF data for that size 
on facing pages. One page shows the 
tap drill sizes, the recommended style 
of tap to be used to produce various 
classes of fits, the tap and product 
limits and tolerances, the thread limits 
for taps and the limits for threaded 
products for the various classes of fits. 
Booklet covers NC and NF sizes from 
No. 3 machine screw through 1 in. and 
also includes several introductory pages 
covering in non-technical language the 
general theory of screw thread fits. 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 118 





and metals, shoes, leather, etc.. has also | 


means that with one-matchless-opera- | 
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.UTICA, 
TOOLS 


for More Tool 
Mileage 





UTICA Pliers and Adjust- 
able Wrenches are carefully 















UTILITY TAPE 
BETWEEN YOU ee ie 


and the COLD 


New pliable plastic 
stops heat leaks — 
saves fuel. Weather- 
strips windows, 
doors, baseboards, 
casements. Keeps 
out dust and dirt, 
stops rattles, plugs 
eracks around drain- 
boards, bathtubs 
Use inside or out- 








side. Can be painted 


EASY TO APPLY 
Unrolls like ribbon. Just press into 
place and it stays put. Doesn’t 
crack, chip or shrink. 


At herdwore, paint, dept. stores 
and lumber yards. 








enough for 5 
windows 


Higher | west of Rockies and Canada 


J. W. MORTELL CO, -------<<=- 
508 Burch St., Kankakee, III. 


Above is one of the advertisements running 
in national and trade magazines and Sun- 
day newspapers. 20 leading radio stations 
ire also building a big demand for Mortite. 


Order through your jobber. 


A roll covers 
about 80 ft., *ye5 








LAV-VL&O) 
UTTERS 


6)" 
| W\y Every one of your 


Ai customers is a pros- 
pect for a Manco 
© Cutter, for these 
powerful, portable 
cutting tools will save 
time and money on 
dozens of production 
and maintenance jobs 
in any plant. 
Bresteien built 
close tolerances, 
= designed with a 
large safety factor, 
Manco Cutters will 
ive years of setis- 
‘actory, efficient serv 
ice. 
Today our armed 
Sore have first call 
juction. 
‘Only Mmited queu- 
tities are available 
for essential indus- 
tries on priorities 
through jobbers. 
Write for eatalog. 


Awarded for 
Outstanding 
"-raduction 

of the 
tToals of War 


NV\(eoW \zcheo! 


BRADLEY, ILLINOIS 
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Concord Radio 
Supplement on Parts 


The Concord Radio Corp., 901 W. 
Jackson Blvd., Chicago, Ill, has re- 
leased a new Special Supplement No. 
97, which contains hard-to-find parts 
and electronic components. It con- 
tains 16 pages with descriptions and 
illustrations of wartime essentials. 
Among the wartime essentials which 
are listed are meters, resistors, 
switches, speakers, relays, volume con- 
trols, test accessories, transformers, 
rheostats and others. All these are prod- 
ucts of leading American manufac- 
turers. 


Simplified Withholding 
Tax Chart 


The Delbridge simplified withholding | 


tax hinged card chart is published in 
four different editions. Large print, 
easy on the eyes, and the special three- 
line grouping of answers enables user 
to spot answer easily. Number of ex- 
emptions are printed in red and re- 
peated for each three-line group. Select 
top line, center line, or bottom line 
answer in the group. Editions cover 
weekly, bi-weekly, semi-monthly, and 
monthly payroll periods. Each edition 
also shows daily and miscellaneous de- 
ductions as a direct answer, without 
multiplication or division, for periods 
from one to six days inclusive. Chart 
also covers the 18 and 22.5 per cent 
rates. Sheets in chart are graduated 
in size which makes it simpler to find 
what you want. Contains 16 hinged 
cards, base size 6% x 9% in. Delbridge 
Calculating Systems Inc., 2502-10 Sut- 
ton Ave., St. Louis 17, Mo. 





Correct Answers to 
Test Your Hardware 
Sense 


(Question's on page 99) 


1.—Answer. Notify railroad of the 
concealed damage and ask that they 
inspect the damage. After inspection 
the dealer should file a claim for the 
damaged goods. 


2—Answer. The following documents 
should be submitted to properly sup- 
port a claim for loss or damage. (1) 
Fill out a standard form for handling 
loss or damage claims; (2) attach 
original bill of lading; (3) original 
paid freight bill with notations of short- 
age or damage; (4) original invoice or 
a certified copy of it which shows cost 
of damaged or lost items; (5) file claim 
promptly. 

3—Answer. Normal margin 331/3 
per cent. Actual margin realized after 
loss of one bottle 27 per cent. 


4—Answer. Rental $900. 


5—Answer. Return goods are 1.75 
per cent of the charge sales of the 
business. 








Laver SCREW - HYDRAULIC 


Jacks 


Made in many types and sizes for every 


lifting, lowering, pushing and wheel 
pulling requirement. 


SOLD BY 
LEADING HARDWARE WHOLESALERS 
Templeton, Konty as Co 
Cnicago (#4), 
Better. Safer Jachs . oe 1899 


~ 


ee nUORAm and FILLER 


ae ’ DRAINS Cellars, 


Pools, Washing 


Machines. Can 
Mix Hot and 
Cold Water 
When Filling 
RETAILS at $1.32 








Mention Your Jobber! 


CENTRAL RUBBER PRODUCTS CO., Inc. 
821 Broadway @ New York 3, N.Y. 





GUARANTEED 2 FOR | 
FORGED TOOLS 


Brick | Brick and Wall Chisels | Wall Chisels 
[o> 420) :ie miele) & Ce 


G. G. CAMPBELL, Pres. 
1633 N. 2nd Street Philadelphia, Pa. 





Tee 
PRIEST ERS RS 


A COMPLETE LINE 


77 Years Ryaulalion 
in Ke Traae 


oe 


AMERICAN SHEARER MFC. 0, NASHUA MH) 


PRECISION LEVELS 


Available from stock without Priarity 





LINE LEVELS 


Write for New Catalog 


HALL LEVEL & MFG. WORKS 


(Established in Geneva, Ohio in 1913) 


Hibernia Bidg., 





New Orleans 12, La. 











For Your China, Giass 
and Gift Department 
BEAUTIFUL COLORED AND CRYSTAL CUT 
GLASS VASES, ASH TRAYS, BON BON DISHES, 
CUPS AND SAUCERS, MARMALADE JARS, ETC. 
HAND DECORATED POTTERY 
TEA POTS, PITCHERS. RANGE SETS, VASE 
ASSORTMENTS, SALT AND PEPPER SHAKERS 
AND MANY OTHER ITEMS. 

Visit Our Display Room or Write for a $100.00 
Sample Order of Fast Moving Items 


V. H. Worman Associates 


1584 Merchandise Mart, Chicago 54, Illineis 
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Black 
Oxide Finish 


Sevmoua Sim Suap Gv Praner 






/ This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 
GRASS AND HEDGE SHEARS UNAVAILABLE 
until the war effort is served. 
JOHN H. GRAHAM & CO., Inc. 


105 Duane St., N. Y. City SEYMOUR SMITH & SON, Inc.,100 MAIN ST., OAKVILLE, CONN. 
565 W. Wash. Blvd., Chicago Specialists in Garden Shears tor Three Quarters of a Century 


f= | FOR EXTRA PROFITS! =] 
ar Ny. Blae Ribbon POULTRY SUPPLIES sie rotons aga megane 


Rope Lariats Halters 
BROODER STOVES Priced from $1.50 to $36.50 Our “DIAMOND SHAND" ‘Russet 
ELECTRIC — OIL — COAL AND WOOD MODELS 
FEEDERS & FOUNTS WAFERS & THERMOMETERS 


ILLER 


Cellars, 





ashing 
es. Can \ 
ot and 


Water 





Distributors 


Filling 
$1.32 














BRAND” 4-strand Harness Leather, 
7/16” Best Grade or Chrome - Oak 
White SISAL Retan Halters 
Rope Lariats. ‘ 

35 Foot, also fur- 6-Ring 





WATER WARMERS FLOAT VALVES a aad ome See 5-Ring 
GLASS CHICK FOUNTS NESTS 

R-V-LITE GLASS SUBSTITUTE A. 
.* Write tor Catalog of Complete Blue Ribbon Line « JOBBER 





DIAMOND WHIP COMPANY 
3315-17 NO. MILWAUKEE AVE. @ CHICAGO, ILL. 


ANDERSON BOX CO. "Sntuna’™ 


























STEVEN’S 


No. 205 
GENERAL 
Purpose Level 


Made of California sugar pine, natural finish. One plumb, Other popular levels in the well known STEVEN'S line in- 
one level covered with plated steel top plate. clude: STEVEN’S No. 555 and No. 600 Line and Surface 
No. 205. 24” packed 36 to shipping carton, weight 43 Ibs. Levels. Also STEVEN’S No. 399 and No. 400 Torpedo Levels. 
List price, each $1. These levels we are making at the present time. Deliveries on 
No. 204. 18” packed 36 to shipping carton, weight 32 Ibs. General Purpose Levels No. 205, 204 and 203 require about 60 
List price, each 1.35 days. Deliveries on Line Levels and Torpedo Levels about 30 


No. 203. 12” po 72 to shipping carton, weight 46 Ibs. days. We hope to shorten this delivery time in the very near 
0 


List price, each . future. 


E. A. STEVEN'S LEVEL COMPANY, NEWTON FALLS, OHIO 























s : 

OVER 425 ITEMS 

cuT 

HES, “If it’e avatlable, Brower’s have it,’ has been a by-word of poultry 

ETC. equipment dealers for many years. 

When wartime material shortages developed, Brower continued to 

VASE rm deliver the goods by making use of durable, non-critical materials. 

KERS Now, with metals again available, Brower has swiftly introduced many 
newly designed, improved items . .. the very latest in poultry squip- 

10.00 ment! So, as always, “look to Brower’s for the beat.” 

: Send for your 1945 Brower Catalog 

es 

inels BROWER MFG. CO. 318 N. 3rd St., Quincy, Ill. 
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Chassihied Opportumitien Section... 





Essentiat Workers 


Need Release 


Statements 








PACIFIC COAST REPRESENTATION 


Established Manufacturers Representatives, 
selling Hardware Jobbers, Automotive Job- 
bers and Chain Stores, covering California, 
Oregon and Washington. In the hardware 
trade 25 years. Write us. 

ALAN P. CLINE AND ASSOCIATES 
116 New Montgomery St., Sen Francisco 5, Calif. 


ATTENTION MANUFACTURERS 
Old established table C di wholesal 
tributor selling to retail hardware stores, mines, and 
industrial plants in Western Canada desires to add 

distribut 








Address Box H-649, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


EXPORTS 


Experienced Export Firm with active, energetic repre- 
sentatives throughout Africa and Near and Middle 
East, presently enjoying substantial business, desires 
to act as your Export Department or to complement 
your present one, without personnel or cable costs to 
you. Will handle present and establish post-war 
business abroad for your ghest Ref 
Interview Appreciated. 
Address Box K-i6, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











CALLING MANUFACTURERS 


An intelligent, diligent, hard-hitting representative 
seeks one more strong line going to Hardware, 
Automotive, Electrics! or Mill Supply Jobbers in 
1 and Adjoining Terri . After line with 
strong volume potential We'll get the bus 5 
if you have saiesworthy line. Our own billing, 
or yours. Excellent following. 
Address Bex H-644, sare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











“Attention, Manufacturers” 


GET CANADIAN REPRESENTATION AND TAKE 
FULL ADVANTAGE OF CANADA'S LARGE AND 
EVER GROWING MARKET. 
Well established, reliable Canadian Sales Organisa- 
covert whole of Eastern Canada, are in- 
terested in securing Hardware Lines on commission 
basis. Immediate or Post-war. Tools, household ap- 
Dliances and General Hardware. Write at once. 
Address Box K-9, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS 
INTERESTED IN CANADIAN SALES 


WIDEAWAKE, reliable Canadian Sales 
Organization, having long-established con- 
nections with Wholesale Hardware, Chain 
and Department Store Trade, can accept 
Representation for a few additional fac- 
tories who require Canadian factory 
agents operating on a commission basis. 
Postwar programs now being laid out 
for profitable representation. 
H. HACKING CO. LTD. 
144 Water Street, Vancouver, B. C. 
(Est. 1916) 
BRANCHES FROM COAST TO COAST IN CANADA 














MANUFACTURERS’ REPRESENTATIVE 
WITH TEN YEARS’ EXPERIENCE now reg- 
ularly covering Calumet industrial region of 
Northwestern Indiana and Northeastern Illinois 
handling line of roofing materials is interested in 
taking on an additional line in exclusive territory 
on commission basis. Address Box K-15, care of 
a ee Ace, 100 East 42nd St., New York 17, 





ah a didi 

EXPERIENCED HARDWARE SIECIALTY 
SALESMAN WANTS to represent manufacturer 
as a sales branch or as agent in Metropolitan 
New York and Connecticut Territory. Married, 
38 years old, more than 15 years’ experience call- 
ing on wholesalers and dealers. Best references. 
Address Box H-647, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


WANTED: RETAIL HARDWARE SALES- 
MAN FOR Store in Eastern Washington. Must 
be thoroughly familiar with building hardware. 
paint and household furnishings, and be ex 
Perienced in buying and genera! business man 
agement. Reference required. Excellent oppor- 
tunity for any one interested in a permanent 
position. Good wages, low living costs. State 
ment of availability required. Address Box 
H-654, care of Hanpwane Acs, 100 East 42nd 
St., New York 17, N. Y. 


PRESENT AND POST-WAR OPPORTUNI 
ES. Aggressive Metropolitan New York 
Hardware Distributor wants two men. 
One good hardware and housewares man to as- 
aist in buying. Also want a salesman to call on 
retail dealer trade—prefer man with a following. 
For either position, write immediately giving 
COMPLETE details as to self and experience. 
of availability required. Address Box 
H-643, care of Harpware Acr, 100 East 42nd 
St.. New York 17, N. Y 


WANTED — REPRESENTATIVES NOW 
CALLING ON Hardware, Plumbing and Heating 
Trades to handle #77 Fuel Oil Conditioner, A Fuel 
Oil Additive that Removes Sludge and Water and 
Improves Ordinary Fuel Oil. Guaranteed Product 
—Unusual Sales Proposition—Protected Territory 
—for Full Information, Write Associated Main- 
tenance Engineers, Arlington 74, Massachusetts. 


SALESMEN CALLING ON RETAIL HARD. 
WARE MERCHANTS and Drug Stores, Florist 
Shops and Jewelry Stores, can easily make an 
extra $10.00 to $20.00 per week with attractive, 
nationally advertised side-line product in great 
demand. Costs dealer $6.00 to $7.20 per dozen. 
Retails for $1.00. You make 29% commission 
on original orders and repeats. For details ad- 
dress: J. PARKER B. FISKE, Auburndale, Mass. 


SALES REPRESENTATIVE ESTABLISHED 
TWELVE YEARS wants manufacturers line 
for jobbers of hardware, builders, household & 
electrical appliances and supplies, plumbing & 
heating, mill, marine, industrial supplies. tools. 

equipment, for Texas, Oklahoma, Arkansas. 
—— Address 4823 Lemmon Ave., Daila 
9, Texas. 
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WANTED LINE FROM MANUFACTURER. 
SELLING to the jobber, department, chain, 
furniture and large retail stores also premium 
trade. Territory Illinois, Eaztern 
Missouri and St. Louis. Established 20 years. 
Commission basis only. Get ready for post war 
selling. Address Box H-660, care of Harpwarr 
Acr, 100 East 42nd St., New York 17, N. Y. 


CAPABLE SALES REPRESENTATIVE de- 
sires Dependable Items for the Pacific Northwest 
covering hardware and marine jobbers. chain and 
department stores. Address Box K-11, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y. 


WAN TED—New or Good Second-Hand Elec- 
tric Wall Paper Trimmer. Address Box K-10. 
care of Harpware Acg, 100 East 42nd St., 
New York 17, N. Y. 


DEPENDABLE WHOLESALE CHICKS 
50.000 WEEKLY. Year round hatches. 18 
Purebreeds & Crossbreeds. Postal brings litera 
ture. SIANVARD HATCHERIES, 121 W 
Third St.. Terre Haute, Ind. 

WANTED: MODERN USED HARDWARE 
FIX'TURES in the vicinity of Cleveland, Ohio. 
Please give details of items and price. Address 
Kaye Hardware & Appliance, 7612 St. Clair Ave., 
Cleveland, Ohio. 5 

PRODUCT WANTED—FOR POST-WAR 
MANUFACTURING. Organization with com- 
plete Engineering Department, tool making, and 
manuiacturing facilities. Modern plant, in posi- 
tion to develop, manufacture, advertise and sell. 
Royalty basis or any other satisfactory arrange- 
ment. Address Box K-18, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


MANUFACTURERS AGENCY AVAILABLE. 

ESTABLISHED 23 YEARS in Connecticut with 
warehouse and stock handling facilities. Lines 
of presently available goods invited for aggressive 
selling in Connecticut, Rhode Island and Massa- 
chusetts. Experienced in hardware, paint and 
mechanical lines. Address C. E. French, Devon, 
‘onn. 
ATTENTION, BUILDERS HARDWARE 
AND LOCK MANUFACTURERS; A young 
Maufacturers’ Agent with seven years’ selling 
for one of the finest wholesale hardware houses 
in the Country desires a Nationally known line 
of Butts, Hinges, Cabinet Hardware, Latches, 
Lock Sets and Padlocks, for distribution through 
Hardware and Lumber Supply Jobhers and Deal- 
ers. In Pennsylvania, Maryland and Delaware. 
Address Box H-667, care of Harpware Aor, 
100 East 42nd St., New York 17, N. Y. 


WANTED AN EXPERIENCED HARDWARE 
MAN-—Must be experienced in Hardware, Paint, 
Houseware and Electrical Anpliances. Sinele man 
preferred. Must he of good appearance and cap- 
able of taking charge. Permanent position and 
good opportunity for the right party. Statement 
of availability required. Address Rox K-12, care 
of Harpware Ace. 100 East 42nd St.. New York 
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WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel. Evergreen 8-2547, 8-1729 








IS THE TIME TO DEVELOP 


POST WAR EXPORT MARKETS! 
India 


NOW 


Our representatives in Egypt, Turkey, 
will sell your merchandise. 

We pay cash on presentation of invoice! 
We accept the responsibility for all export 
details, including shipping, documents, licenses, 


Address Box K-14, eare of HARDWARE 





etc. 
AGE 
100 East 42nd St., New York 17, N. Y. 








SALESMAN FOR SOUTHEASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
Southern Hardware wholesalers selling and buy- 
ing staffs. Was hardware jobbers salesman and 
sales manager. Now represents nationally known 
manufacturer. Prefers line sold through whole 
salers on salary and expense basis. Address Box 
H-576, care of Harpware AGr, 100 East 42ndé 
St., New York 17, N. Y. 

WANTED — MANUFACTURERS’ AGENTS 
who have a following with jobbers and retailers 
in hardware, drug, chain, variety, feed and seed, 
garden supply and department stores in_terri- 
tories outside of the Pacific Coast arey We of- 





fer an old established line of in and 
rodenticides on a commission This is an 
attractive per cti for reliable rep 





resentatives. Strictly high grade 
no deals, premiums or free goods. If you are in 
terested in handling a standard line, write us 
about yourself. Stanley Industries, 13401 24th 
Ave. So., Seattle 88, Washington. 

POSITION WANTED— SALESMAN, 15 
YEARS’ CONTACTING Hardware, Electrica! 
and Specialty Jobbers, Philadelphia, Baltimore, 
Washington and adjacent territory also 17 years 
employment by large Eastern Electrical! Appliance 
Manufactfrer, desires position with reputable 
manufacturer in this territory, or will consider 
territory in South of Southwest. Will also consider 
Electrical Appliances or Household Items for 
Jobbing Trade in present territory, on commission 
basis. Address Box K-13, care of Hanpware AGz, 
100 East 42nd St., New York 17, N .Y. 

OWNER WILL SELL ONE OF His Hard 
ware Stores, including Building located in Ver- 
mont, good shopping district established nearly 
20 years. Always been operated as two or three 
man store. No dead stock. Immediate possession. 
Address Box K-19, care of Harpware Aare, 
100 East 42nd St., New York 17, N. Y. 
REPUTABLE MANUFACTURER OF DOG 
FURNISHINGS desires Salesmen in several lo 
calities who have established sales for Dog Fur- 
nishings. With assurance of confidence give full 
details of past activities and describe in detail 
territory covered. Statement of availability re 
quired. Address P. O. Box 29. Frederick, Md. 
WANTED—MANAGER FOR LARGE HARD- 
WARE COMPANY dealing in hardware, house 
furnishings and mill supplies. Company has two 
other stores nearby. Must be familiar with sources 
of supply and modern merchandising methods. In 
applying, state ace, references, experience and 
salary expected. e are situated in Pennsyl- 
vania. Statement of availahility required. Ad- 
dress Box K-17, care of Harpwarr Acar, 100 
East 42nd St.. New York 17. N. Y. 
MANTIFACTURERS ATTENTION: DROP 
SHTPMENT JORRER well rated. located Mid- 
west with Live National Sales Organization de 
sires items to sell furniture. hardware, toy, juve 
nile furniture and department store trade. Cor- 
respondence invited. Addrese Rox K-8. care of 























Frarnware Ace, 109 Fast 42rd St.. New Vork 
17, N ‘ 
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(r MAESTRO @ BAL Ylassware 








‘ “ dead ioe Rene a zs 
You’ mM find this easy- .t0-order, easy- -to-sell. Maestro ° ‘AA"’ assortment especially popular with your 
customers. Consists of 2-each of 6 of the items illustrated above (selected in accordance with avail- 
able stock); totals $12.00 at suggested retail prices (West coast slightly higher). These striking 
numbers combine the richness of ruby-colored glass with the brilliant beauty of pure, gleaming 
silver . . . can be featured profitably all year-round as practical, decorative gifts and prizes. See your 
jobber for complete details. Inquire about other Maestro assortments, too . 


Century Melaleraft a £4 6101 N. BROADWAY, CHICAGO “)) 
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stock CINCY... éé sells! 
























New Improved 12 oz. Package 
... also in 40 oz. Size 


















CINCY PRODUCTS CO. Norwood 12, Ohio 
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ORDER TODAY! 
The government has released 
a limited allotment of Silver 
Plated Flatware with steel 
base. We are lucky enough to 
have a supply to pass on to you. 24-piece 
set: 6 each knives, forks, teaspoons, soup 
spoons. 30-piece set has 6 more teaspoons. 
Pattern similar to Early American moulds. 
Prices less 70c without chest. 

3225192 24-pc. set (Lightweight) . . $6.95 
43225207 24-pc. set (Heavyweight) . 7.95 
322S233 30-pc. set (Heavyweight) . 8.95 








WHOLESALE DISTRIBUTORS 
SINCE 1911 


JOSEPH HAGN CO., 217-223 W. MADISON ST. CHICAGO 6 


INDEX TO ADVERTISERS 


Allen Mfg. Co., oy Tenn. 19 


Aluminum Goods M 


American Cabinet Hdwe. Corp.. 127 
Americna pw J 8 a Co.... & 


American 
American Molded 
American Screw 
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ALUMINUM LEVEL 
with 

wes 77 ‘tage 


EMPIRE LEVELS 


TH SIXTH STREET MILWAUK WISCONSIN 


68 
Prod. Sales Co. 20 
Co. 103 


American Shearer Mfg. Co...... 140 
American Thermos Bottle Co..... 57 
Anderson Box Co..........0+20+5 141 
Arcade Mfg. Co...........0.+++ 
PPO COIDs ccvecccccccccsccccece 137 
rere 109 
PTS ic Fab eek ntincoccesess él 
Bethlehem Steel Co............... 8 
Blackstone Corp. .........---+.-. 10 
Boston Woven Hose & Rubber Co. 5! 
Brooks & Sons, Dicatsobsuadeve 139 
Grower Bile. Ger......s.cccccsces 141 
Burgess Battery Co............... 87 
Burpee Can Sealer Co........... 130 
Central Rubber Prod. oe. . . 140 
Century Metalcraft Corp.. ... 1443 
Ch are 32 
Cheney Hammer Corp., Henry... 52 
Chicago Expansion Bolt Co...... 117 
Chicago Lock Co.............-... 28 
Chicago Spring Hinge Co........ i 
Chicopee Mfg. Corp............. 21 
Chisholm-Ryder Co. ............. 139 
i Mn sige ib Gtiheddvarcdéoee 
Cincy PPE, Cbs. cccicidosecsce 143 
Clark Mfg. Co., J. L............. 28 
Clemson Bros., Inc.. . 


Cleveland Cap Screw Co... 
Cleveland Chain & Mfg. Co 


Climax Industries 
Coleman Lamp & 
Columbian Ro 

Columbus-Mc ys 





=F EJETO 


THE QUICK-ACTION 
DRAIN OPENER 


Biggest Seller in the 
Hardware Field 





Genui™® DOMES of SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


#c SET -10c SET-10c SET SAVE FURNITURE 


; & FLOORS - CREATE QUIET 
— for name 
Domes of Silence” 


Domes of Silence — Insuleted Cushion Glides 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
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Continental Screw Co. 43 
Coolerator Co. ............ . 
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Newman Mfg. & Sales Co. ..... WI7 
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Northland Ski Mfg. Co. ........ 3 
Ohio Products ~ <a 
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Oxford Tool col Go. Se, Re 140 
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Patterson-Sargent Co. 
Pearl-Wick Corp. ...... zs 
Pennsylvania Rubber Co. . oe 
Pennsylvania Salt Mfg. Co. .... 53 
Peter Pulverizer Pres., Inc. ...... 14 
Petersen Mfg. agi tcessdcces! ae 
Phoenix Mfg. Co. ............+.. $2 
Pioneer Rubber Co. ............ 5e 
ere ee 117 
Plymouth Cordage Co. ......... $5 
i TE Ss] & re 72 
Premax Products Div. ........... 13t 
Puritan Cordage Mills .......... &z 
Rod. Daw Feels ... v0 ccccscocecss Ne 
Remington Arms Co. ........... 8 
Riegel Textile Corp. bsuscne! Oe 
Rival. Nba, Ceo. «scvoracssceseces. 133 
Robeson Cutlery Co. ........... 40 
Rochester Can Co. ............. 40 
Rolyan Metal Products ......... 117 
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Templeton, Kenly & Co.......... 
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Elec. Qe eee 
Townsend, B. W. 
Toxite Laboratories 
Turner Brass Wks. 


Union Hdwe. Co. ..........+++.- Cu 
United Gilsonite Laboratories .. 144 
Utica Drop Forge & Tool Corp. 139 


Vaughan & Bushnell Mfg. Co.... 128 
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Vaughan Novelty Mfg. Co...... 
WHS Ver Cet Re  oosisncccccccccces 147 
Walters a S , eer. 58 
Warner Products Corp. piewsewee 48 
Warren Telechron Co. .......... 5 
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Westinghouse Elec. & Mfg. Co. 
SOS ae eee 47 
Will & Baumer Candle Co...... % 
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Wrought Washer Mfg. Co........ 125 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 





(MARSHALLTOWN) 





° MARSHALLTOWN,. IOWA 
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WORTH WAITING FOR... 


Wanitits RADIO 


~ WORTH LISTENING TO: 


Hear John W. Vandercook analyze 
S ' 
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G STANDARD, PYREX HIGH P es. 
PYREX RED LINE ond PYREX BROAD 


Machine facilities liable (% 


Glass Cylinders, Oil 


cator Glasses, etc. 





Bee i CO. 


JAMES 


ELMIRA, WN. 


SLAYMAKER LOCK COMPANY 
SINCE 1888 @ 


LANCASTER, PENNA. 


Sentinel Radio Corporation 
2020 Ridge Ave 
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vanston, Illinois 


— ea lengths. 
Write, vay or a. 
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“SAMSON CORDAGE WORK 
BOSTON 10, MASS. 





BRAIDED CORDS 





















BIGGER MARKET AHEAD 
for KEES Gossett Hangers 





@ There will be more wire cloth available 
this spring, and more full length screens. 
The easiest way to hang them is with Kees 
Gossett Hangers. Special guide flange and 
large “eyes” do it. One set of hooks serves 
for both storm sash and screens. Extra 
eyes or lower halves packed separately. 
} agg for Kees catalog to- 
ay. 


F. D. KEES MFG. CO. 


Box K-8 Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 











KILLS 


Red Mites 
Bed Bugs 


This powerful dis- 

ga infectant also kills 
tm blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 








Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


ZTOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 
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ASK ee DEALER 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY-= 


MASQNS 
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AND ALUMINUM Oe ~4ai!9 
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maves roots MAYES BROS.TOOL MANUFACTURING CO., Inc. hee Mich. — ~ 
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Dexter-Tubular Screen and Storm Door Latches are available for os foe a pues 
immediate delivery with trims of plastic Duralin in a choice of walnut, mere — ket, pam = 
dull black and gloss black. There is no plated finish to wear off, for ever- Warranty! 


lasting Duralin is the same solid, attractive material all the way through. 


In fact, you can wholeheartedly recommend these Dexter-Tubular Screen 
and Storm Door Latches for their high quality — for their dependable 


service and complete satisfaction — with the knowledge and confidence 
that every one is backed with the famous Dexter Lifetime Warranty. A 
Certificate is packed with every one. oe i ¥ 
“ 
Remember, too, this is only one from the complete line of original Dexter- | , pe 


Tubulars. There is a specifically designed — Lifetime Warranteed — 
Dexter-Tubular Lock and Latch for every door in the home. 


NATIONAL BRASS COMPANY, Mfrs., Grand Rapids, Mich. 


Sales Repre: ves in NEW YORK ¢ BOSTON «+* MILWAUKEE «+ COLUMBUS, Ohio « 
TAMPA, Fia. DETROIT «*¢ PORTLAND, Ore. ¢ ST. LOUIS «+ BALTIMORE «+ FORT 
WORTH + CHICAGO + PHILADELPHIA ¢ LOS ANGELES + KNOXVILLE, Tenn. 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR AND SHELF HARDWARE 
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USE ALUMIKOTE ON THESE SURFACES 


Steel - Wood - Concrete : Iron « Brick 


\* fe at IDEAL PROTECTION FOR— 

ay ¢ Tanks + Pipes - Tools + Radiators 

Farm Implements + Machinery 
Buildings - Walls 


PAINT ENGINEERS SINCE 1888 





NEWARK, NEW JERSEY 


Vita-VaR CORPORATION 
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DIAMOND EDGE ond KEEN KUTTER 


nO}. 410) 8 a AO /O YEARS 


OHAPLEIGH HARDWARE COMPANY 
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Shapleigh National Series Number 2437 
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